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Republic products are made to meet your 


selling problems of today 


@ In the “good old days,” it was a 
wearisome journey from farm to 
town. The farmer was literally 
forced to trade close to home. 


How different today! Now, with 
good roads, trucks and speedy motor 
cars, the farmer can trade almost 
where he will. He can buy at his near- 
est trading point—or he can drive 
a few extra miles and buy from you. 
It all depends on you—on your mer- 
chandise—on your business policies. 


Republic products — fence, barbed 
wire, steel posts, galvanized roofing 
and siding—are made to meet yoursell- 
ing problems of today. They repre- 


sent all that is newest and bestin steel 
products for the farm. They have 
wide farmer acceptance, make loyal 
friends, create valuable ‘good will. 
Your customers buy them with com- 
plete and unhesitating confidence. 


They feel this way about Republic 
products, because they know that back 
of them are the enormous resources 
in mines, laboratories, mills and 
highly trained 





aggressive organization that is 
modern from top to bottom. 


They know, too, that the name 
Republic is everywhere accepted as 
a guarantee of quality and value. But 
they know it is something more 
than a guarantee. They know it isa 
symbol in which they may have faith. 
For back of it is a great institution 
with a prized reputation to protect. 


The Republic dealer franchise is 
new and different. It is helpful. It 
is fair and square. Write for all 
the interesting details — today. 





technical men 
of one of the 
world’s largest 
producers of 
iron and steel 
products —an 
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REPUBLIC 
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CHANNEL POST 
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BARBED WIRE 

















A symbol of quality and value 
in steel products for the farm 


REPUBLIC STEEL CORPORATION 


RE Divisio: 
7850 South Gane Ave., hin il. 
(General Offices: 
Cleveland, Obio) 
Farm products plants 
at Gadsden, Ala., 
and Chicago, Ill. bP 








HE LOOKS TO YOU 


—for friendly counsel! concern- 
ing his farm needs. Don’t risk 
losing his confidence. Offer 
him Republic Products — and 
make gure of his satisfaction. 
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Actual length 
of presentation 
keys 9°, in. 





YALE & TOWNE MFG. CO- 


LD'S FAIR.. 


NEW YORK, 1939 


: sa Keys have been 
presented by World’s 
Fair Couriers to the Pres- 
‘dent of the United States 
and the Governors of the 
48 States asthe most fitting 
symbols of welcome ie) 
“The World of Tomorrow. 








Millions of people carry 
Each day, 





stores and insist upon locks 
marked YALE. Nearly Tele) 
years ago this name was 
first identified with locks- 
Today, it is the wor d- 
wide symbol of security: 








stamford, Conn., U.S.A. Canadian Division, St Cotharines, Ont. 


Look for th 


e name YALE on any lock you buy 


Keep the YALE Key* prominently displayed on your 
windows and door. !t tells everybody that you feature 
the locks, finishing hardware and other products made 
by YALE. People 

of dependability. They will buy from you with complete. 
confidence. “The Name YALE Helps Make the Sale.” 


accept that name as an assu 


*& Attractive YALE Key Signs in color are available to dealers 
in decalcomanic form .-- Ask your jobber or write to Us. 


HIS advertise- 
ment in the June 
llth issue of The 
Saturday Evening 
Post will be seen 
by millions. 























REPUBLIC STEEL PRODUCTS 
FOR THE HARDWARE TRADE 
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ie @. that’s a swell rod!” 
4 


That’s the way you like to hear customers talk— 
¥ ys because it means not only the sale of a fishing rod, but 


probably future sales of other hardware items. A satis- 


hoe ; 
P= 4s <t fied customer comes back. 
SS ae = That’s the way well-known manufacturers of fishing 


tackle want customers to talk—and that’s why many of them use Republic steels for their rods, 
reels, tackle boxes and other items—even ENDURO Stainless Steel for lures. They know from 
experience that Republic steels can be depended upon for uniform high quality—they know that 
their reputations will never suffer because of the steels used in their products. 

Neither will your reputation suffer from the sale of Republic hardware products. They’re 
made of the same high quality steels that manufacturers all over the country use to fabricate 
products bearing famous names. 

Ask your.jobber to show you the Republic line. If he doesn’t stock it, write us for complete 
detailed information and the name of your nearest distributor. Republic Steel Corp., Cleveland, O. 


REPUBLIC STEEL 


BERGER MANUFACTURING DIVISION - STEEL AND TUBES, INC. 
UNION DRAWN STEEL DIVISION - TRUSCON STEEL COMPANY 
NILES STEEL PRODUCTS DIVISION 
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STANLEY LEADS THE WAY 


WITH THESE IMPROVED, FAST-SELLING RULES! 








[ STANLEY ] 


TRADE MARK 





















































It’s No. 266 . 


. The new Stanley “Zig-Zag” rule with 


vertical figures and heavy 1/4”, 1/2” and 1” graduations — 
the handiest, easiest to read “Zig-Zag” ever offered. 
New luster white enamel finish. Selected rock maple 
sticks. Stainless joints, tips and strike plates. Concealed 
joints. This rule is the kind of a tool that will sell on 
quality alone — put it into the hands of any crafts- 
man who appreciates good tools and you've made a 
sale. One of the famous Stanley “Green-End” rules. 
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The Stanley “Go on Green” Sales Plan 
is booming along! Tie up your store 
with the attention-getting display car- 
tons, display cards, free 6” pocket rules 
and folders to go out in your mail. Make 
your store headquarters for Stanley 
“Green End” Zig-Zag Rules. It will pay. 


ae 


NEW BRITAIN, CONN. 
FROM THE TOOL BOX OF THE WORLD 











No. 266. as described at left, with vertical 
markings. Numbers begin on outside face of 
the rule. Also available with hook under 
No. H266. 
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No. 266F has numbers beginning on the 
inside face of the rule so that figures lie 
close to the work. Also available with hook 
under No. H266F. 
























No. 106. The rule you've always carried, 
now better than ever. Whiter and tougher 
finish; larger, easier to read figures; stain- 
less nickel silver joints; tough straight- 
grained Vermont Rock Maple sticks. 








Stanley-Victor No. 866. A high grade, popu- 
lar priced rule. White finish, black vertical 
figures, rivet joints. 

No. 866F. Same as No. 866, but with figures 
beginning on inside face. 





Stanley-Victor No. 876 has tape marking — 
popular with many mechanics. The foot 
numeral is repeated in red at each inch, 
Numbers a on outside edge of rule. 











No. 227 Extension Rule. A high grade, 
popular priced extension rule with a brass 


slide 7” long. The rule has large Gothic | 


figures and both rule and brass slide are 
graduated in inches by sixteenths. 








No. 816 Engineer's Rule. Completely Te- 


designed. The finest engineer's rule avail- ° 


able. Red line along the outside identifies 
the engineer's scale — tenths and hundreds 
of feet in tape marking. Has many uses by 
civil engineers, surveyors, construction men. 
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, eo will have takers coming i. for these NEW 
Winchesters very soon. Advertised in full pages in 
July sporting magazines—out in mid-June. 

Timely summer sellers. Packed with new interest. Each 
another new Winchester triumph of progressive manufac- 
turing. Each provided with new 1938 improved low-cost 
ammunition. Two bell-ringing rifle-and-cartridge combi- 
nations. Get behind them for new profits. Order NOW. 


Model 72 rang the bell the day it was announced to the 
distributors. A seller! You, too, will see at a glance that 
this new tubular magazine bolt action .22 rim fire Win- 
chester Repeater, with its large magazine capacity, is a 
remarkable value. Eye appeal, handling ease, man’s size, 
heft and balance for accurate shooting, fast action that 
breeches up like a target rifle. New design solid walnut 
one-piece stock with a real semi-beavertail. Sights in full 


TIMELY SMALL BORE RIFLES 









range including open, peep and telescope. Magazine holds 
15 Long Rifles, 16 Longs or 20 Shorts. 

Model 65 .218 Winchester Bee hits the spot for wood- 
chuck shooters, jackrabbit and coyote shooters in particu- 
lar—plenty of others will be as enthusiastic about it. Its 
amazing 46-grain Super Speed Winchester Staynless car- 
tridge, with 2860 f.s. muzzle velocity, out-speeds even the 
famous 180-grain .30 Gov't. 06 service cartridge. Devel- 
oped by Winchester from the Model 65 in .25-20 caliber — 
a long popular caliber also originated by Winchester. 
Gives practically point blank shooting up to 100 yards. 

A fast handling, light, 7-shot lever action, that has 
everything, including new special sight equipment with 
long sighting radius. Moderately priced and provided 
with new, admirably efficient low-cost ammunition. 


Ask your Jobber’s salesman for full details. 
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“Tve hada 


‘ie MYERS UNLOADER 

* i \ for 37 YEARS and 

4 Sy It's Never Failed 
Me Yet” 


a” 


Over the entire country—on farms, here, there SSS 
and everywhere, the uninterrupted service records (a 





ak tf. ree 
MYERS 


PUMPS WATER SYSTEMS ERS. 


(some of them almost unbelievable) of Myers Un- 
loaders over long periods of years have thoroughly 
established them among farmers who devote acreage 
to hay, grain or similar crops. 








As ever, hay remains one of the nation’s most important farm — G 7 
and prospects for another fine crop this year are most favorable. With 
harvest only a few weeks away, the heavy demand for Myers Hay Un- 4 
loading Tools is just ahead. Dealers who are ready with a complete Co, 
line of Myers Unloaders, Forks, Slings, Pulleys, Tracks and Fixtures A 
will cash in again when the hay and grain start to move from the 
fields to the barns or feed lots. 4 


Anticipate! Place your orders with us now and be prepared 
to promptly serve your trade. Write or wire. 


m F.E.MYERS & BRO.so. 


ASHLAND, OHIO. 





FIG. 2054 


FIG.2743 
PUMPS—WATER SYSTEMS — SPRAYERS - HAY TOOLS-DOOR HANGERS ] 
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~ From YOUR standpoint 
CAN ANY FILE MATCH THIS? 


“NucuUT” is actually Different... Better! PATENTED three 
years ago it turned the file world upside down... its 
unique tooth design proved able to do more work—in 
less time—with less effort! Naturally other files with 
“improved teeth” have followed. But leading users. . . 
who buy on performance facts... STILL DEMAND NUCUT Files. 


Jobbers and dealers who sell NuCUT Files really have a 
concrete advantage .. . a product that turns trials into 
consistent re-orders. Plus the protection of a sales policy 
which eliminates “Tom-Dick-and-Harry’ competition. 
HELLER NUCUT Files aren't sold “around every corner’. 
When your line of NucuT Files attracts new customers 
you HOLD them. That is the one sure way to a bigger 


volume on files .. . to a larger profit on this item. 





“BiG 5 ASSORTMENT“ 
MAKES FILES MOVE! 


There's no charge for the red and blue displayer shown 
above. Requiring only 9':" x 13° of space it holds 5 
dozen NUCUT Files . . . all big sellérs: a dozen each of 
6”, 8”, and 10” Mill Bastard; a dozen 6” Slim Taper, a 
dozen 6” Extra Slim Taper. And each file has a Cello- 
phane wrapping that invites inspection, yet prevents 


damage from handling and rubbing. 


A small investment in this Assortment that reminds and 
sells will return a good profit to any dealer. Get it from 
our local jobber. . . write us if you want names of jobbers. 


HELLER BROTHERS COMPANY, NEWARK, N. J. and Newcomerstown, Ohio 


PATENT No. 2027039 





HELLER NUCUT ‘WAVY TEETH” FILES 
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1938 Will Reward Alert Buyers at 
THE MERCHANDISE MART 
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@ More so than in recent seasons, it will 
take a canny selection of merchandise to 
coax Fall business into your sales sheets. 
This year your summer buying is espe- 
cially important because consumers are in 


a very discriminating mood. 


To get their business you must offer them 


really new merchandise, novel items in 
household equipment, geared to the latest 


rightly 


mode—and 





competition stimulates creative effort, and 
nowhere in the world will you find more 
creative leaders grouped under one roof. 

The up-to-the-minute quality merchandise 
our tenants will display July 5 to 16 is not only 
fresh and smartly styled but it is being priced 
with a sharp pencil so as to sell readily in 
your store under current conditions. 

Shop The Merchandise Mart carefully and 
thoroughly in July. 





priced. Only then will 
they buy. 


That is exactly the type 1—Furniture 

2—Floor Coverings 
3—Lamps and Shades 
4— China, Glass & Pottery 


5—14th Semi-annual Cur- 
tain & Drapery Exhibit 


of merchandise you will 
find awaiting your selec- 


tion at The Merchandise 





Mart in July. Keen 


SHOP ALL SIX MARKETS 
JULY 5—16 INCLUSIVE 


Your Fall profits will 
depend on your care- 


(July 5-15). (Sponsored by ful choice —and we be- 


the Chicago Drapery r 
lieve you can do a better 


ManufacturersAssociation.) 


—Fourth Int ional : . 
rani gy job of buying here than 
Housewares and Appii- d al 
ance Show, including Toys, 


in any other center in 
Games and Wheel Goods. . 





America. 





VISIT THE NEW 


NATIONAL HOME BUILDING EXHIBIT — SEVENTH FLOOR 


THE MERCHANDISE MART 


The World’s Biggest Buying Center ° 


Wells Street at the River 


CHICAGO 
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OR over ninety-two years—since the start of the business in 1845— 

R B & W has continually progressed in the development of increased 
plant and equipment, improved workmanship and production, better qual- 
ity and service. 


Today, as in the past, R B & W is still looking ahead and preparing to 
better meet all demands for threaded fastenings. The rolling mill shown 
above is now being completed in our Port Chester plant to assure better 
control of our raw stock. Thousands of dollars worth of other new equip- 
ment such as furnaces, headers, threaders, trimmers, slotters, etc., has 
also been added to this and our other plants during the past year. 


Through bad times and good, traditional policies of confidence and pro- 
gressiveness have ever kept EMPIRE Bolts, Nuts and Rivets the standard 
of excellence. This means that R B & W believes in American Industry— 
that now, as always, we are looking ahead into the future. 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 








CONTINUED LEADERSHIP 


. THROUGH IMPROVED METHODS 


Nearly a century devoted to the 
making of bolts and nuts has given 
all R B & W products the benefit of that 
intensely valuable and practical, yet invis- 
ible, element—experience. It takes more than 
good materials and skilled workmanship to achieve 
a position of leadership and to hold it for over ninety- 
two years. It takes control of the selection of raw mate- 
rials, unswerving adherence to high standards of practice in 
production, fair dealing with customers, sound policies 
underlying operation and management. Experience is 
reflected in R B & W products because it has been 
handed down from father to son, together with 
traditions and ideals which have won the 
enviable distinction of leadership with 
EMPIRE Brand Bolts, Nuts and Rivets. 


R B & W obtains greater mechan- 
ical accuracy on EMPIRE industrial 
fastenings due to controlled preparation 
of raw materials, specially designed auto- 
matic machinery, and other improved methods 
of manufacture . . . because, also, of the invaluable 
skill and interest of experienced craftsmen, the ma- 
jority of whom have been trained to R B & W precision 
and quality over a long period of years. EMPIRE headed 
and threaded products have exceptionally well finished 
heads, smooth bodies and clean threads—as well as ac- 
curacy in lead and pitch. Their use speeds produc- 
tion by assuring precision of assembly because 
they are uniform—strong—right. These are 
points that careful buyers specify and 
appreciate—they build a demand for 
EMPIRE industrial fastenings and 
create need for ample stocks. 


te Line oF 


BOLTS: Carriage - Machine - 
Lag - Plow - Stove - Elevator - Step - 
Tap - Wheel & Rim - Battery - U-Bolts 
Tire - Automotive - Drilled - Faced - Special 
Heat Treated, etc. - NUTS: Cold Punched - 
Semi-Finished - Hot Pressed - Case Hardened - 
Slotted - Castle - Machine Screw - Marsden Lock - 
Low Sulphur - RIVETS: Standard - Tinners’ - Coopers’ 
Culvert - Clevis and Hinge Pins - SCREWS: Cap 
Machine - Hanger - Sheet Metal - Phillips Recessed 
Head - WASHERS: Plate - Burrs - MATERIALS: Steels - 
Alloys - Non-ferrous Metals - Brass - Bronze - Ever- 
dur and others - RODS: Stove - Seat - Ladder - 
PLATED PARTS: Cadmium - Zinc - Chro- 
mium - Nickel - Hot Galvanized - Cop- 
per - Tin - SPECIAL UPSET & 
PUNCHED PRODUCTS. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER, N.Y. ROCK FALLS,ILL. CORAOPOLIS, PA. 
SALES OFFICES 

CHICAGO + PHILADELPHIA + SEATTLE - SAN FRANCISCO 

‘DETROIT .- DENVER + PORTLAND + LOS ANGELES 








GIANT and ECLIPSE Nail Pullers, made by the 


Crescent Tool Co., are known and accepted 


everywhere. They provide a price and feature 


range to cover every class of buyer. You can 
sell CRESCENTS with confidence of customer 
satisfaction because they are built strong and 
husky to stand a lot of punishment. Drop- 
forged steel jaws, properly hardened; nut and 
bolt turned from solid bar steel then case hard- 
ened; rammers of heavy cast iron. Top quality 
tools, they are real profit producers! Ask your 


jobber. 


CRESCENT TOOL CO. 


JAMESTOWN NEW YORK 








No. 101 Giant—Price $2.25. A De- 
luxe Tool equipped with convenient 
box strap cutter illustrated in use 
above. Oval ram aluminum finished 
—polished jaws. 


No. 1 Giant—Price $2.00. Standard 
high-grade Puller, aluminum finished 
ram—polished jaws. 


grade Puller, lighter in weight than 
No. 1 and designed for light duty 
and fast work. 


No. 13 Eclipse—Price $1.50. A good 
quality Puller at a low price. 
Equipped with round handle and fin- 
ished in black. 














and Smith & 
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No. 42 
Trolley Door Hanger 





No. 54 
Trolley Door Hanger 


No. 47 
Adjustable Accordion 


F-51 Bracket 














Steel Roller Bearings 
give swift action to 


these hanger wheels 


HE elimination of friction and wear from door 
hangers means a longer, more serviceable life, 
which accounts in part for the wide popularity of 


Natienal 


TROLLEY HANGERS AND RAIL 


Perfection in the skillful designing and in every 
detail of their construction gives these hangers a de- 
cided advantage in delivering complete satisfaction. 


To serve the many styles and weights of sliding 
doors the National line includes a wide variety of 
trolley hangers, each possessing some distinct fea- 
ture to suit a specific installation. 


Special trolley rails and brackets are furnished for 
these individual hangers, to provide an even, rigid 
track for the smooth-gliding hanger wheels. 


Be sure your stock includes these 





No. 42'2 
STERLING - - ILLINOIS Trolley 


profitable hardware products. 
National Builders’ Hardware is sold direct to 
the retail dealer—a policy that promotes 
quality, service and direct selling cooperation. 
NATIONAL MANUFACTURING 
COMPANY 
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FORKS © RAKES ¢ HOES © SHOVELS © AXES * HATCHETS * HAMMERS © SCYTHES © FISHING RODS AND BAITS * GOLF SHAFTS 
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Accepted in the trade as the 
standards of value for half a 
century. Every Phoenix article is 



































correctly designed and fabri- 
cated to give maximum service. 
| METAL — Horse and Mule Shoes 
PP ote a ®Blanks ® ToeCalks ® Lawn Mower JUMATA SHOES 
end. Spuds ® Tractor Wheel Spuds 
® Grab and Slip Hooks ® Cold NOISELESS 
| : RUBBER SHOES 
Shuts ® Forgings ® Tank Flanges. ue tae, Cte 0 g 
Lown Monee tractor, | RUBBER—Horse and Mule Shoes einen ; 
All standard sizes. ® Door Mats ® Force Cups,new style 
® Radiator Hose, 3-ply ® Moulded NOISELESS MULE SHOES 
Rubber Goods, to order. Sizes 2, 3, 4 and 5. 
SLIP 
HOOKS Sold by Leading Jobbers everywhere on 
Round an established policy through regular ; 
| StraightEye trade channels. ¥ 
or Twisted ¥ 
| Eye, for yy" 
' to 1" chain. 
| ion PHOENIX 
| : > ate MANUFACTURING COMPANY areat SHOES 
‘or i le ’ 
1” chain Joliet, Ill. Catasauqua, Pa. codes anaub. a a See | 
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TO THE YEAR’S BIGGEST CLOCK NEWS 





TO RETAIL FOR ONLY 












_ . the lowest price ever 
quoted for a genuine G-E Alarm! 

THE SERGEANT 
Model 7H-94 


With plain dial and Model 
7141-94-L with luminous dial, 
are available in a tenes 


A real leader— backed by a complete line 
of self-starting General Electric clocks. 


PRESCRIPTION FOR STIMULATING BUSINESS 
Six clotks plus a sure fire individual display 
for the leader, all packed in a single carton. 

Introductory Assortment No. 1 


List Price 
1 7H-94 Sergeant Alarm, black $2.95 
1 Mo oe Sergeant Alarm, ivory 3.50 
1 
1 







moulded plastic case 
black or ivory finish oe 

all five models in the - 
eral Electric low priced He ? 
and feature the Sergeant on *~ 
its tailor-made display, de- 
signed to draw maximuin at- 
tention while occupying the 
minimum amount of space. 


H-94-L Sergeant Alarm, black 3.95 





(Luminous dial) 


7H-94-L Sergeant Alarm, ivory 4.50 MATCH THESE FEATURES WITH ANY CLOCK SELLING FOR $2.95 
(Luminous dial) ; 
1 7H-78 Acorn Alarm, brown 3.95 @ Electric alarm © Always accurate 
. ae em, 3.50 © Self starting © Long, trouble-free service 
Buy eee si ome, plus free eae ® Sealed-in-oil motor © No winding 
ispia or on J . ° 
Sell aan 4 no cine at all for 22.35 ¢ Styled plastic ones © No regulating 
Pocket $7.53 © Easy-to-read dial ® Guaranteed 


THERE IS A COMPLETE LINE OF G-E CLOCKS WHICH RETAIL FOR LESS THAN $5 





GENERAL @ ELECTRIC 
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ou a Catalog Slave? 
Then You will Welcome this Book 


Corbin announces the publication of a new modern, clearly indexed 
catalog to simplify the work of hardware buying. ... Known as catalog 
No. 100, this book will comprise four sectional catalogs as follows: 
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Catalog No. 101—Cabinet Locks 


Including Cabinet Locks, Night Latches, Special Purpose Locks and 
Cylinders, Suit Case and Trunk Locks, Strikes and Escutcheons. 


Catalog Catalog No. 102—Padlocks 
No. 100 


includes {Catalog No. 103—Miscellaneous Hardware 


Including Cabinet Hardware, Letter Boxes, Suit Case Catches, Name Plates, 
Hinges, Hasps, Stays, Brackets, Case Corners, Mending Straps, etc. 


Catalog No. 104—Keys and Key Blanks 


As a user of all the above lines, you will receive all four sectional catalogs 
in a sturdy loose leaf binder with handsome stiff covers and sectional 
dividers with visible index tabs. If your requirements are more limited, 
you will receive sectional catalogs covering the Corbin merchandise 
in which you are interested. .. . Each sectional catalog comes to you in 
a strong, loose leaf cover, with filing tab, and is complete with indexes 
and general information. . . . No mystery — find what you want with 
ease and save time! Watch for this new Corbin Catalog which will 
reach you shortly. 


CORBIN CABINET LOCK CO. 


The American Hardware Corporation, Successor 
New york —NEW BRITAIN, CONN. —cuicaco 
CORBIN LOCK COMPANY OF CANADA, LTD., BELLEVILLE, ONT. 
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Published Every 
Other Thursday 


Publication Offices 
Chestnut and 56th Sts., 
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Editorial and 
Executive Offices 
239 West 39th St., 
New York, N. Y. 


Philadelphia, Pa. 
Established 1855, succeeding and embodying “Hurdware” of New York; 
Vol. 141 No. ll “Stoves and Hardware Reporter,’ St. Louis; “The Western Hardware 
Journal,’ Omaha; “Iron Age Hardware,’ New York City; “The Hard- 
ware Reporter,” St. Louis; “Hardware Salesman,’ Chicago; “Hardware 
Dealers Magazine,” New York and “Good Hardware,” New York. 
GEORGE H. GRIFFITHS 
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ano ROPE musT BE DURABLE, TOO! 


Columbian Pure Manila Rope stands up longer under harder wear, 
because of the way it is waterproofed and lubricated. 
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Waterproofed in individual fibres before bemg spun into rope, 
COLUMBIAN is protected against watersoaking which makes most 
ropes swell and stiffen. 


Lubricated to reduce internal friction, each individual strand of 
COLUMBIAN ROPE carries its share of the load with a minimum of 
friction and wear. That's why COLUMBIAN lasts longer, doesn’t "go 
to pieces” inside. 


COLUMBIAN ROPE COMPANY 
352-80 Genesee Street, Auburn, “The Cordage City,” N. Y. 
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Informal Editorial Comments 





EVERY WEEK:- 


Dealers who took advantage of 
National Hardware Week and 
dressed up their window displays 
unquestionably improved _ their 
business volume. This being so, 
why is it not a fair argument to 
urge that hardware dealers make 
every week a good hardware sell- 
ing week, using the same sales 
promotion weapons as were used 
during the special campaign. The 
average hardware stock is sufh- 
ciently varied to provide suitable 
goods for special display promo- 
tion every week in the year. If 
special attention to window dis- 
play helps sales records any one 
week it is fair to assume that sim- 
ilar special display efforts all 
through the year will build up 
better business every week. It is 
with this thought that HARDWARE 
Ace has for & great many years 
offered original window display 
suggestions and ideas and will 
continue to do so, presenting those 
ideas in such form that they may 
be easily followed. 


FORTY BILLIONS :— 


During the past five years the 
Roosevelt Administration has 
spent forty billion dollars. This 
sum is larger than all the sums of 
money spent collectively by all ad- 
ministrations from George Wash- 
ington to Woodrow Wilson. As 
this is written a further three bil- 
lion “pump-priming” plan is get- 
ting under way. The very pro- 
Administration newspaper, The 
(N. Y.) World-Telegram editor- 
ializes on this subject, in part, as 
follows: “Pump-priming is merely 
a device intended to get us out of 
a predicament caused by unsound 
economic policies without aban- 
doning those policies; to the ex- 
tent that it succeeds at all in this 
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altempt it simply postpones the 
day of reckoning and complicates 
problems which must ultimately 
be faced.” And in that simple 
statement you have the entire 
problem in a nutshell, expressed 
impressively by a news organ that 
has ever been a staunch supporter 
of the New Deal and its many and 
various strange economic and so- 
cial philosophies. An individual, 
a business or a government cannot 
indefinitely spend beyond income, 
increase indebtedness and survive. 
It is high time that an aroused 
and outraged citizenry take cog- 
nizance of this situation, assert 
itself and call a halt to reckless 
government spending. Business 
cannot much longer struggle under 
its increasing tax burdens, its 
threatened existence due to regu- 
latory legislation and the further 
threat of government competition. 
The stockholders of a_ private 
business would not tolerate such 
tactics and, as tax-paying citizens 
of this country, we are all stock- 
holders in the greatest business 
the world has ever known. We 
have a vote and a voice in the 
affairs of our government and 
must determine to make the most 
of this franchise and insist that 
office holders, high and low, pledge 
their support to more economic 
operations. 





VOTES and MONEY :— 


Although no charges are made 
or implied it is highly significant 
to read the findings of a recent 
study of votes in the last presi- 
dential election conducted by the 
competent American Institute of 
Public Opinion. Published in co- 
operating and supporting news- 
papers of varied political faiths 
these figures of 1936 election pref- 
erences are most informative. They 
show that Mr. Roosevelt received 
votes in 1936 from:—57 per cent 
of the people not on government 
payroll; ‘62 per cent of those who 
shared in the soldiers’ bonus; 73 
per cent of farmers who received 
Federal loans and 80 per cent of 
those on relief. Says the New 
York Times, which published the 
figures in full, “It is difficult to 
read these figures without finding 
in them corroboration of the theo- 
ry that the reward of spending is 
support at the polls on the part 
of those who are beneficiaries of 
the spending.” Here again is a 
distressing picture of our current 
state of affairs. It is easy to imag- 
ine recipients of “pump-priming” 
supporting indefinitely the philos- 
ophies of politicians who promise 
continued spending of this nature, 
in marked contrast with the views 
of the decreasing number of over- 


21 

















lew HANDLES foe (etter BUSINESS 


4 “ape 3 me 


INTERIOR DOOR HANDLE SETS 


Osterville and Cataumet Designs 


Lockwood's Cape Cod tine of lock sets 
featuring the two designs illustrated beiow 
Ostervilie and Cataumet, is xm adaptation 
of two pre-revolutionary designs to modern 
needs. The thumb-latch is used on both 
sides of the door, eliminating the unat- 
tractive original lift latch, which usually 
rattied in a draft and protruded so that it 
caught in one’s clothing 

By placing identical, attractive handies 
on both sides, and developing an incapensive 
mortise lock, Lockwood is able to offer these 
distinctive lock sets at prices in keeping with 
the cost of smal! Cape Cod type cottages 


o 


The twe Lockwood versions of the 
Cape Cod pattern are shown together. 
On the left is the ‘ 
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Lockwood has re-designed two 
charming Colonial handles, elim- 
inated the objectionable lift latch, 
and added an inexpensive mortise 
lock, resulting in practical lock 
sets that appeal to the eye and sell 
fast. 


You'll find the two Cape Cod 
designs—“Osterville” and “Catau- 
met”—described in Sweet’s 1938 
Architectural Catalog, together 
with other recent Lockwood de- 
velopments. These improved prod- 
ucts have been widely recognized 
in professional circles and in the 
trade. They also carry the ap- 
proval of the Associated Industries 
of Massachusetts. 


Creative design and mechanical 
improvement are building up a 
big demand for Lockwood Build- 
ers’ Hardware. Convert this grow- 
ing demand into profitable new 
business. 
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burdened tax-payers who must 
furnish these moneys for this pur- 
pose. If, as the Times estimates, 
more than 11,000,000 people are 
now receiving all or part of their 
income from the Federal Govern- 
ment it is clear that a substantial 
voting support is ready-made to 
fight against reforms premised on 
sound economic principles. Thus 
the problem of shedding the yoke 
of unreasonable tax-burdens, gov- 
ernmental interference and com- 
petition become an_ increasingly 
startling problem to be faced in 
coming elections, this fall, next 
fall and in the 1940 presidential 
campaigns. It is a fight in which 
privately employed tax-paying 
citizens must rally with business 
leaders and without regard to 
normal partisan political banners. 


MINNESOTA :— 

Opponents of fair-trade legis- 
lation consider a recent unfavor- 
able U. S. Court decision in Min- 
nesota as an important victory 
for “their side.” This court de- 
clared Minnesota’s Unfair Trade 
Practices Law _ unconstitutional, 
siding with the plea of the A & P 
chain which attacked that part of 
the law requiring all food stores 
under the same ownership to 
charge identical prices ‘regardless 
of any variance of business and 
shipping costs involved. Although 
this specific part of Minnesota’s 
fair trade law may be a legal 
weakness from the constitutional 
law viewpoint it is obviously a 
desirable feature. It eliminates 
the common, and grossly unfair, 
chain store strategy of killing off 
a competitor by sacrificing all 
thought of profit from some one 
or two chain units. The chain is 
able to do this because of its other 
stores operating elsewhere at a 
profit. This practice has been 
particularly acute in the food field 
and somewhat less serious in the 
drug field. Whether or not A & P 
followed such procedure I do not 
know but the problem is a well- 
known one and for the time being 
the Minnesota decision gives the 
chain system its only important 
recent victory in fighting legisla- 
tion intended to take from chains 
their unfair competitive advan- 
tages. Minnesota has particularly 
well-organized retail groups, in all 
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fields, and through the Minnesota 
Retail Council, embracing hard- 
ware and other retail bodies, a 
real fight can be expected that 
should lead to a U. S. Supreme 
Court hearing. It was this organi- 
zation that helped enact the legis- 
lation and in this recent action 
supported the fight to preserve the 
law. Here again is the value of 
coordinated retail group action— 
the coordination of hardware mer- 
chants, druggists, grocers, etc., 
fighting for a common aim that is 
in the best interests of all inde- 
pendent retail business in the 
state. Such laws and their defense 
cannot be successfully maintained 
by any single retail group but re- 
quire the combined action of all 
retail bodies fighting shoulder-to- 
shoulder. Wherever there is such 
union there are helpful laws. 


RETAIL UNIONS :- 

For two or three years we have 
been urging hardware men to keep 
their eyes open and to watch the 
unionization activities that have 
prospered under the current Ad- 
ministration in Washington. There 
has been a strange indifference 
toward this problem. The growth 
of retail clerks’ unions has been 
very steady. It is true that retail 
hardware stores have not been 
bothered very much, except in cer- 
tain locations, yet the threat of 
hardware store unionization is 
ever-present. Wholesale hardware 
firms, having more employees and 
therefore more potential income 
from dues, have had a heavy taste 
of unionization and it has not been 
a pleasant experience. A _ few 
large retail stores have also been 
subjected to union organization, 
picketing, etc. Once the pickets 
march before the door it is too 
late to make a good bargain or to 
completely protect your own best 
and proper interests. Hardware 
organizations should definitely 
study the progress of retail clerk 
unionization and constantly inform 
members of plans that can be de- 
veloped to assure equitable con- 
tracts when and if necessary and 
inform members of an employer's 
rights in union negotiations, etc. 
In today’s political picture both 
Federal and local governments are 
strongly pro-labor which makes 
this problem more difficult to 


handle when one is suddenly con- 
fronted with professional agitators 
and organizers. Don’t anticipate 
too much consideration from po- 
lice or other public officials, for 
the records are strongly against 
any such hope. An employer still 
has some rights in connection with 
labor bargaining but unless he is 
prepared, and knows his state’s 
regulations as well as_ Federal 
rules, a sudden union attack on 
his business may prove disastrous. 
As most retail establishments op- 
erate on an intra-state basis, the 
state labor laws maintain. There- 
fore no general data on Federal 
labor laws is worth much to the 
average dealer. This makes it im- 
perative that state-wide organized 
dealer interests, regardless of lines 
of goods handled, be prepared to 
maintain employers’ rights in 
labor disputes. Primarily the 
Wagner Law has been the guide 
for most state labor laws but there 
are sufficient differences in all 
states to warrant state-wide study. 


LEISURE HOURS :- 


The tendency toward shorter 
hours, five-day weeks, part-time 
employments and other factors in- 
cident to business conditions and 
the general trend of working con- 
ditions mean many more leisure 
hours for American families. Ad- 
ded leisure hours mean more fish- 
ing, more gardening, more hunt- 
ing, more golf, tennis and other 
sports for all of which equipment 
is needed. It would be well for 
hardware stores to capitalize on 
this trend and to promote the sale 
of sporting goods and other goods 
used in leisure pastimes. During 
the winter season, particularly, the 
sale of home workshop supplies 
and equipment is gaining steadily. 
Such pastimes as gardening, fish- 
ing, hunting and home workshop 
activities not only serve to occupy 
spare time but also permit the 
saving of money for foods and for 
home repairs and the more simple 
furniture wants. So there is also 
the element of necessity involved 
in these hobbies. They all require 
merchandise common to hardware 
store stocks. It would surprise 
most hardware dealers if they were 
to study their local opportunities 
to sell such goods. Every com- 

(Continued on page 27) 














By ADON H. BROWNELL 


Chapter 28—Intermediate Course 


Window Hardware 


ASEMENT windows, the ac- 
C cepted term for window 
sash hinged at the side to 

open in or out, are, next to double- 
hung windows, the most common- 
ly used type of window in resi- 
dence work. This type of window 
offers many problems to the build- 
ers’ hardware man and you should 
master this chapter thoroughly if 


Fig. 2 Fig. 3 
Fig. 1—Heavy surface bolt. 
Fig. 2—Cremorne bolt. 
Fig. 3—Espangolette bolt. 
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you desire to be able to intelli- 
gently discuss the problems of 
your clients. 

We have already discussed butts 
and accordingly it will be well to 
review a few points as they effect 
casement window openings. 

In case the sash open out, butts 
should be of brass or bronze where 
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Fig. 4—Flat strike for bolts 
with application at right. 


the job will stand the cost. If 
brass butts bring the cost too high 
hot galvanized butts with brass 
pins to be painted should be used. 

Check carefully for the throw 
required to properly open the 
windows and never use butts of 
a larger size than is necessary. 
Also take into consideration the 
weather-stripping. Most of the 
better grade homes now _ use 
weather-stripping on all windows. 

Casement windows come singly 
or in pairs. If in pairs, they are 
usually rabbeted at the meeting 
rail. The sash that closes first 
must be fastened when closed. As 
outlined in our elementary chap- 
ter, surface bolts top and bottom 
often serve for this purpose. Fig. 
1 shows the type which is a bet- 


ter grade than was previously 
discussed. 

The next step up is the Cre- 
morne bolt shown in Fig. 2. Care 
must be taken in ordering this 
bolt to bring the handle operating 
the bolt to the proper height from 
the floor in order to operate eas- 
ily without stretching or using a 
step ladder. 

The Espagnolette bolt, shown 
in Fig. 3, is a further step-up in 
sales. This bolt acts as a lock for 
both sash of the pair and the 
same care must be taken on this 
with respect to the position of the 
handle. 

Details of window construction 
must be carefully noted to see 
that the correct strikes are used 
for the frame and sill on all three 
types of bolts. There are three 
general types for all these bolts. 
Fig. 4, the flush type, as used with 
Fig. 1 bolts, is used mostly on 
the sill of windows opening out. 


Fig. 5—Rim strike for bolts 
with application at right. 


Fig. 6—Flat lip strike showing 
application at right. 
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Fig. 7—Casement window fastener 

with surface strike at top, rim strike 

lower left, and mortise strike at 
lower right. 


Fig. 5, the surface type, as used 
with Fig. 2, is used mostly on win- 
dows opening in where the frame 
permits its use. It is the best type 
from the standpoint of appearance 
as is the box strike on a lock, but 
so many conditions in architect’s 
details prevent its use that Fig. 
6, the universal type, has come 
into use probably more generally 
than either of the other types. 

Having bolted the sash, which 
closes first, by one of these meth- 
ods the next problem is that of 
fastening the other sash and this, 
except for the type of strike re- 
quired, is identical with single 
casements. 

As we have already illustrated 
the three general types used on 
casements in Chapter 8 of the 
elementary series, | am sure that 





Fig. 8—Concealed friction 
casement adjuster. 
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Right — Fig. 9 — Sur- 
face adjuster for win- 
dows opening out. 








you have these types well in mind. 
The same method regarding strikes 
for bolts described in detail in 
that chapter holds good for the 
casement window fasteners. On 
all single sash opening out, mor- 
tise strikes must be used. On 
pairs of sash opening in or out 
the surface strike can be used, but 
the universal strike is by far the 
most popular. Fig. 7 shows a 
better quality casement fastener 
with all three types of strike. 

Cremorne or Espagnolette bolts 
are often used instead of casement 
fasteners on both the last closing 
sash of the pair and on single 
sash. 

Another problem presents itself 
with the casement window hung 
on butts, bolted and fastened. That 
is holding the window partly or 
all the way open so that a light 
wind will not blow it shut or flap 
the windows back and forth. 

During the elementary course 
we discussed friction casement ad- 
justers both galvanized and brass. 
These can be put at the head of 
the window, preferably on the 
outside, so there is no interfer- 


Right — Fig. 10 — Sur- 
face adjuster for win- 
dows opening in. 


ence with the curtains and drapes. 
Care must also be taken to see 
that they will fit into the detail 
of the window frames. Fig. 8 
shows a concealed type of friction 
adjuster which has the advantage 
of appearance over the surface 
type. All these friction adjusters 
have various methods of adjust- 
ing the friction in order to take 
up wear and varying wind condi- 
tions. 

The standard casement adjuster 
made by window hardware manu- 
facturers for years, illustrated by 
Fig. 9 for sash opening out and 
by Fig. 10 for sash opening in, 
are still used on occasion though 
they have lost some popularity 
with the advent of friction ad- 
justers. Appearance and window 
screen conditions have had much 
to do with this. 

What builders’ hardware dis- 
play room of any of the older 
firms is not filléd with mounted 
samples of concealed casement 
window adjusters? It seemed that 
the making and sampling of va- 
rious types would never end. 
Many of them were not very rigid 




















Fig. 11—Casement adjuster to 


operate through screen. 


and allowed the sash to rattle with 
the wind. They required special 
details of frame construction 
which had to be built into the 
house when it was being erected 
which were expensive and served 
to curtail their use. 

Do not misunderstand me, there 
is a place for good concealed case- 
ment window adjusters and fortu- 
nately through the years there 
have been developed some excel- 
lent concealed which 
have overcome the problems, look 
altractive and eliminate the neces- 
sity of opening screens to operate 
the casement windows. These are 
distinct advantages which you as 
a builders’ hardware man should 
cash in on whenever possible. 
Selling these types of adjusters 
adds greatly to the sales volume 
and profit so many overlook. 


adjusters 


Fig. 11 shows an adjuster with 
worm gear operation, suitable for 
installation on the top of the sill, 
permitting the screen to be fitted 


over it or installed under the sill 
with only the handle showing as 
is seen in Fig. 12. 
Another problem 
with single casement windows is 
that of cleaning especially where 
they occur on a second floor win- 
dow. The manufacturer 
whose adjuster is shown in Fig. 
11 makes a special hinge shown 
in Fig. 13 to use with his adjuster, 


encountered 


same 


Fig. 13—Extension cleaning hinges. 
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Right — Fig. 12 — 
Adjuster, Fig. 11, 
applied below sill. 


Fig. 14, to accomplish this pur- 
pose. 

One manufacturer has devel- 
oped a combination adjuster 


which does the same trick, elimi- 








Fig. 14—Adjuster for use with 
extension cleaning hinge. 














Fig. 15—Semi-reversible 
sash fixture. 


nates the use of any butts and 
permits the cleaning of the out- 
side of the windows from the in- 
side of the house. This is shown 
in Fig. 15. 

While considering windows we 
can properly describe another 
type—-the pivoted sash. Fig. 16 
shows a typical type of friction 
center for this purpose. It will 
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swing over far enough to permit 
cleaning the outside of the win- 
dow from the inside of the build- 
ing. I well remember one church 
job that I furnished in Pittsburgh 
20 years ago that used over 100 
sets of these in its Sunday School 
building with good results. 

Then there is the problem of 
the large pivoted sash which, al- 
though seldom found in residen- 
tial work, fits naturally into this 
chapter. Fig. 17 shows the lifting 
pivot used for this type of win- 
dow. 

Transoms used with catches and 
chains were discussed in our ele- 
mentary series. However, they are 
not nearly so much used as in 
former years. The adjuster, as 
shown in Fig. 15, and surface or 
mortise friction adjusters as in 
Fig. 8 are now more commonly 
used. 


SAW WOOD | 
SQUARE ACROSS) 


ADJUSTABLE 
— SPRING 


BEVEL 


EXTENSION 
COVERS ANY 
IRREGULARITY 
IN MORTISING 


DEPTH OF 


METAL TO METAL 
PREVENTS 
SPLINTERING 


Fig. 16—Friction sash center. 
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The usual surface transom lift, 
' shown in Fig. 18, is used on tran- 
soms over doors. Care must be 
taken to see that the arms are of 
the proper size for the recess of 
the transom sash, if there is any. 
In case there is no place on the 
trim within 2 in. of the edge of 
the transom on which to place the 
guides for the lifter the bracket 
must have a greater offset. The 
amount of the offset depends on 
the extra distance you will have 
to set the guides back on the trim. 

Keep in mind the recess and 
offset required when ordering tran- 
som lifters. The height from floor 
(lifts should come within 4 ft. 
from the floor) and the thickness 
of the lift. Use %4-in. only on ex- 
tremely light transoms, 5/16-in. 
on medium transoms and 14-in. or 
%-in. on heavy transoms. Also 
order for top-hung, bottom-hung 
or pivoted transoms. This is im- 
portant. 

Concealed transom operators, 
Fig. 19, are sometimes used, but 
these are mostly used on larger 
public buildings and very seldom 
on residences. 

If you have stored away an un- 
derstanding of these last two chap- 
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Fig. 17—Elevating sash fixture 
for vertically pivoted sash. 


Application is shown below. 






































ters you will have a good founda- 
tion for understanding window 
hardware problems. 


In our next chapter we will dis- 


cuss shutter and screen hardware, 
often a complicated problem to 
solve. 





Right— 
Fig. 19— 
Concealed 
transom 
operator. 








Just Among Ourselves 


(Continued from page 23) 


munity has its normal quota of 
anglers, hunters, sportsmen, and 
home workshop fans, all worth 
cultivating through displays in the 
windows and store interiors and 
through personal sales appeals 
augmented by advertising and sell- 
ing letters. 


BUY AMERICAN :-— 

Racial and religious projudices 
have no place in the American 
scheme of things. In the retail 
business where one necessarily de- 
sires to sell to those of all creeds 
and classes, it is never good pol- 
icy to be identified with any 
marked form of bias or intolerance 
regarding creed or race. In the 
present upset international situa- 
tion, age-old hatreds are prevalent 
and pressing and are inspiring, in 
this country, an assorted group 
of organized boycotts. Whatever 
one’s private and personal views 





may be it is quite unnecessary to 
be anti-any group, be it anti- 
German, anti-Polish, anti-Italian. 
etc. The same general effect is 
better expressed in a strictly pro- 
American attitude. Feature and 
promote “Buy American” to put 
“more Americans back to work.” 
The net results are the same and 
the theme is generally accepted as 
constructive. It 
positive approach as distinguished 
from the negative view. The quar- 
rels of the Old World, as before, 
may rapidly become our own 
problems—and, if not, it is still 
fair to assume that in any Ameri- 
can community there are adherents 
to both sides of any foreign con- 
Until we are officially 


represents the 


troversy. 


aligned it is not only prudent but 
also perfectly proper that our 
feelings on this general subject be 
the constructive plea of 
American.” 


“Buy 











This “Odds and Ends’ Sale 


This advertisement, 
run in the March 3, 
1937, issue of “The 
Middletown Times 
Herald,” announced 
this unusual sale. 


OR the first time in its his- 
F:: Ayres & Galloway Hard- 

ware Co., Inc., Middletown, 
N. Y., held a store-wide sale in 
March, 1937, an “odds and ends 
sale.” This “stunt” was put on to 
clear the stocks of odds and ends 
of obsolete merchandise and to get 
rid of slow moving items. As a 
result much old merchandise which 
might otherwise have remained in 
stock for years was turned into 
cash and many new customers 
were attracted to the store. 

Featured in this sale were hard- 
ware, housewares, farm goods and 
an assortment of odds and ends 
which just would not sell. Cus- 
tomers were advised that certain 
advertised items would be sold at 
prices the customers set. A news- 
paper advertisement in the Mid- 
dletown Times Herald occupying 
approximately half a page — or 
about three-quarters of five col- 
umns—carried the following an- 
nouncement: 

“We're not in the habit of run- 
ning sales. But after our recent 
inventory, we found some mer- 
chandise, from our regular stock— 
some two of a kind, some three of 
a kind and other odds and ends. 
We have grouped these articles for 
quick disposal. Read below and 


SALE STARTS TOMORROW 
THURSDAY AT 9 A.M. 





IT’S ALMOST UNBELIEVABLE — BUT IT’S TRUE * ° 


YOU CAN BUY AT 
YOUR OWN PRICE 


ANT TO 
LECT ARTICLE LISTED BELOW — TELL US WHAT YOU W: 
- _ PAY FOR IT AND THE ARTICLE IS YOURS 











ONLY ONE 


Miscellaneous 


Eveready Razors COA L 
Gem Rezors RANGE 
tert Suitable for camp or small 
home. In. black, 4° lids, 
with oven. Large ash pit 
ne any ned of ot 
Equipped with grate for 
coal of wood. Easy te keep 
clean. Complete with 1 

ih of stove pipe. 
rns 


FOR THE FARM 


Corn Sheller 
Root Cutter 
Cow Manger 
Horse Manger 


HOUSEWARE 


Polishing Cloths 
Furniture Polish 


HARDWARE 





Bird Cage Stands 
Enamel Pitchers 
Enamel Teo Pots 
Enamel Coffee Pots 
Aluminum Pitchers 
Seuce Pans 
Tin Milk Pails 
Custord Cups 
Strainers on 
ETC. vom 
te $1.50 Velues up to $10. Values up to ! 
ice. Pa ae Pte on But buy ot your price. | But, buy ot your price. 


NO C.0. D's — NO EXCHANGES — NO REFUNDS — ALL SALES FINAL ON THE ARTICLES LISTED ASOVE 

! 

IN CONJUNCTION WITH OUR SALE WE ARE OFFERING THESE SPECIAL — 
$395 IRONS 


Stanley 4-foot Rules 


DANGLER 
Gesoline Lights “AB 
Tile and Porcelain delivery or in- 

Cleaner 


BUY AT YOUR 
OWN PRICE 





























Cabinets 
COAL RANGE 295, $1.29 
39¢ | rere | | our 


$133.50 | on 


‘1008 Sheets 
29¢ This stove will be reduced in price $1 per day until so'd. ‘onc a1 





AYRES & GALLOWAY 


HARDWARE CO., INC. 


85 NORTH ST. 


see what you may buy at your 
own price.” Further down, in big 
type, was a box which read, “It’s 
almost unbelievable—but it’s true. 
You can buy at your own price— 
Select any article listed below—- 
tell us what you want to pay for 
it and the article is yours.” 

Four columns in the advertise- 
ment listed, “hardware values up 


MIDDLETOWN, N. Y. 


to $5.00. Housewares values up to 
$1.50,” items “for the farm,” val- 
ues up to $10 and an assortment 
of razors, gasoline lights, etc. The 
advertisement pointed out that 
there were, “No C. O. D.’s—No 
exchanges—No refunds—AIll sales 
final on the articles listed above.” 

During the “Odds and Ends” 


sale a few specials were offered at 
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Built Store Traffic 


The present headquarters of the Ayres & Galloway Hardware Co., Inc. 


Ayres & Galloway Hardware Co., Inc., 
Middletown, N. Y., cleared out obsolete 
stock and created good will by means 
of a decidedly unusual “you can buy 
at your own price” selling campaign 


set prices, some of which were noi 
advertised. About 50 old, stock 
egg beaters were priced at 15 cents 
each and were placed in a basket 
on an open table. They did not 
move well at that price so were 
placed in a heap on an open table 
with a big sign offering them at 17 
cents. The bargain idea clicked 
and in about three hours the en- 
tire lot was sold. A coal range, 
which had beer in stock for a 
number of years, was advertised 
in the newspaper with bold type 
saying, “Buy at your own price.” 
A woman saw the range, fancied 
it for her summer home and 
bought it for $8.50. A 35-year old 
corn sheller was sold for 50 cents. 

Douglas F. Kinnear, floor man- 
ager of the store, says, “We had 
two old, home, dry cleaning out- 
fits, which we were going to throw 
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out, but two women were willing 
to pay 35 cents each for them. 
Neither of these women had ever 
been in our store before, but since 
the ‘odds and ends’ sale they have 
become regular customers. Several 
men, who came in to look at the 
sale merchandise, bought oil stoves 
selling at $25.95 each. Most of the 
folks who came to buy ‘odds and 
ends’ also bought other merchan- 
dise at regular prices. We scold 
about 500 ‘odds and ends’ during 
that sale. 

“We cleaned out considerable 
old merchandise in our ‘odds and 
ends’ or ‘pay what you want’ sale 
and got a greater price for it than 
we would have realized had we 
sold the entire lot to one source. 
If you offer somebody a piece of 
merchandise that formerly sold for 
$5.00 and smile when they offer 


you a penny for it they will talk 
about your store and the sale. We 
had a lot of builders’ hardware 
items in finishes which would not 
sell in Middletown and some of 
that hardware was so old it was 
in finishes no longer available. 
Our sale cleaned out this entire 
lot. We worked on the fair mind- 
edness of people in offering these 
odds and ends, placing high values 
on some of the items offered so 
that folks would not offer too low 
a price for them. Had some of this 
merchandise been left over after 
the sale we would probably have 
junked it.” 


Golden Jubilee Sale 


The firm’s second store-wide sale 
was held to celebrate its golden 
jubilee in March, 1938, and like 
the “odds and ends” event was a 
success both as a volume builder 
and as a creator of good will. De- 
spite heavy rain during its first 
two days, the sale got off to a good 
start. Cash sales for the six days 
of the jubilee sale amounted to al- 
most four times those for the same 
period of the 1937 sale. During 
the first and second days of the 
sale, respectively, cash sales to- 
talled six and six-and-one-half 
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A REPRODUCTION FROM OUR SPRING CATALOGUE 1905 





Agents For 
STEVENS-DURYEA 
AUTOMOBILES 


If Interested We Would 
Be Glad. to Send You a 
Catalogue 


CALL AND SEE ONE IN USE 














85 North Street 





A LARGE STOCK OF 
DEVOE LEAD AND ZINC PAINTS 
ALWAYS ON HAND 


AYRES & GALLOWAY HARDWARE CO., 


INC. 


Middletow 








A section of the golden jubilee announcement that tells its own story. 


times the volume enjoyed during 
the same days in the 1937 event. 
Results for the other four days 
were: third day, sales tripled: 
fourth day, sales three-and-one- 
half times those in °37 and fifth 
day a gain of 10 per cent. Dvr- 
ing the final day of the sale cash 
transactions totalled three times 
those of the same day the previou- 
year. 

Charge 
showed a wide variance during the 
six days, four days showing good 
increases while the remaining two 
days showed declines in compari- 
son with similar type sales for the 
same days in 1937. The average 
charge account volume increases 
were: first day, 90 per cent; sec- 
ond day, 10 per cent; third day, 
40 per cent and fifth day, 70 per 
cent. The fourth and sixth days 
of the sale charge account volume 
showed declines of 10 per cent and 
5 per cent respectively. 

That the sale was a success was 
proven by the fact that many peo- 
ple who came chiefly to extend 
their best wishes, in response to 
printed invitations from John H. 
Galloway, president of the com- 
pany, bought both sale and higher 
priced lines. Selling what the 
store wants its customers to buy 

-the profitable lines—is a big 
trick in any sale. In addition the 
event attracted many people who 
had never before patronized the 


account — transactions 


store. 
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One woman visited the store to 
look at 29-cent aluminum ware. 
which had been advertised for the 
sale, and was sold $16.00 worth of 
higher grade aluminum goods. A 
man interested in some discontin- 
ued shades and numbers of paint. 
offered at sale prices, bought in- 
stead $18.00 worth of paint num- 
bers that the store is continuing in 
stock. Eight gallons of enamel and 
19 gallons of paint—in discontinu- 
ed sizes and shades—were quickly 
disposed of at sale prices, as the 
result of the firm’s decision to re- 
duce stock from 36 colors to 21 
fast-moving shades. 

A section of one show window 
featured a display of old photo- 
graphs showing the store in its 
earlier days, clippings and copies 
of older newspapers, stamps, coins 





and bills used 50 or more years 
ago, etc. The other windows were 
devoted to sale merchandise or 
seasonal lines. Colored bunting 
was draped on the outside of the 
store, but it was used sparingly. 
and served to attract attention to 
the store without taking attention 
from the merchandise displays. 

During the jubilee sale a youne 
lady was stationed at the door, as 
hostess. to welcome all visitors 
and to present each visiting lady 
with a carnation. Pink carnations 
were given out on the opening day 
and on the following day (St. Pat- 
rick’s Day) green-tinted carna- 
tions were distributed. White car- 
nations were presented to the 
ladies during the other days of the 
sale. The hostess, who was a dem- 
onstrator for a floor preparation 
concern, did not give the carna- 
tions out as the visitors entered 
the store but allowed them to 
browse around for a while before 
she offered the flowers. The regu- 
lar staff of six salesmen and the 
floor manager was supplemented 
by two extra salesmen hired for 
the duration of the sale. 

Officers of Ayres & Galloway 
Hardware Co., Inc., are: John H. 
Galloway, president, a member of 
the Harpware Ace Fifty Year 
Club; Harold S. Close, vice-pres- 
ident, who is a director of the 
New York State Retail Hardware 
Association, and Henty D. Sayer. 
secretary and treasurer. Douglas 
IF. Kinnear, floor manager and as- 
sistant buyer, was, prior to his 
connection with the company, a 
divisional merchandise manager 
for one of the large mail order 
houses. 








The wholesale hardware division, Albert Steinfeld & Co., Tucson, Ariz., re- 
a 


cently showed this display of Arizona 





pper products in its window. 
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The Cornwell & Kelty personnel, left to right: Earl Beachamp, sporting goods buyer; W. W. Swanson, 
sales; Wallace Robbins, sporting goods sales; R. I. Sturm. 


bookkeeper: 





Albert G. Cornwell, proprietor; 


Raymond Cleeland, delivery: E. C. McLure, cutlery. paint, electric buyer: J. A. Byerly, tools, hardware buyer. 


Here's a Profit-Sharing Plan 
That Gets Results! 


HE question of whether or 
not profit sharing is good 


business has been discussed 
pro and con for years, but Albert 
G. Cornwell, proprietor of Corn- 
well & Kelty, hardware firm at 
115 Brand Boulevard, Glendale, 
Cal., has a decided pro argument. 
provided sanity and good business 
are used in the plan when it is 
formulated. 

Mr. Cornwell's plan has been in 
use now for about 11 years, and it 
has worked, doing everything that 
he hoped it would do when he in- 
augurated it. 

Briefly. the provisions of the 
plan are as follows: 

(1) Mr. Cornwell is individual 
owner of the firm, has no partners 
and has relinquished no part of 
the executive control. 

(2) Mr. Cornwell draws a 
moderate salary, as does every one 
of the other nine employees of the 
company. 
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Albert G. Cornwell of 
Glendale, Cal., has a 
plan that pays div- 
idends, bridges gaps 
and eliminates all 
personnel turnover 


(3) Capital is paid a 7 per cent 
dividend; 3 per cent of net profits 
goes into a reserve or surplus 
fund, and the balance is divided 
50-50 between capital and labor. 

(4) The budget is based on the 
average for the period of the time 
the store has been operated; the 
week is considered a 40-hour week 
with a 10-hour maximum for any 
one day. 

(5) Losses, if any, would be 
computed monthly so that they 
could be adjusted at once without 
a heavy blow, a year’s losses, fall- 


ing all at once with stunning effect 
perhaps. In actual practice. a loss 
has been registered only one 
month and that was during the 
depths, of the depression. 
(6) Any loss is to be 
good monthly from the reserve 
fund and if that fund should at 
any time be insufficient to meet 
the loss, then it would be made up 


made 


on a pro-rata basis from salaries. 
However, while this is the written 
provision. Mr. Cornwell freely 
makes it known that the 7 per cent 
dividend on capital would be sac- 
rificed before salaries would be 
assessed, 

(7) In case of assessment 
against salaries, the amount of 
assessment is to be paid back as 
soon as possible even if that be the 
following month, as would also be 
done in case of loss made up from 
capital dividends. 

(8) Salaries are to be as good 


(Continued on page 36) 
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Front of the file card used in opening credit accounts. 


_ A Credit System Without 


OW to conduct a progres- 

sive retail hardware busi- 

ness which sells for both 
credit and cash, yet not to be 
known as a “credit” house has 
been successfully solved by the Mc- 
Pherson Hardware Co. whose fine 
neighborhood store is located at 
8416 South Vermont St. in the 
Southwest section of Los Angeles, 
Cal. 

In talking over the satisfactory 
solution to this problem which 
troubles many hardware retailers 
with Angus McPherson, owner of 
the business, and his manager, 
C. E. Thomas, these two able 
hardware men were found to be 
in a very happy frame of mind. 
And for a very good reason, too. 
Normal cash sales during the 
year’s period this system has been 
in operation are showing a steady 
increase while the credit end of 
the business is showing a very 
healthy substantial growth in vol- 
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The McPherson Hardware Co. of Los 
Angeles inaugurated its 90-day 
charge account plan just one year 
ago. Thirty-eight per cent of all 
accounts pay within 60 days’ time. 


‘ 


ume with absolutely no “kick- 
back” of any sort. 

A brief résumé of how this 
hardware store came to go into the 
credit business as it did. The orig- 
inal owner of the store went broke 
because he had too much regular 
charge business on the books. 
Then when Angus McPherson took 
over the business a couple of years 
ago, he immediately went on a 
straight cash basis. 

In analyzing the problem of 
diminishing sales, it was soon dis- 
covered that the California Fair 
Trade Act was working to their 
disadvantage. Out-and-out credit 


stores and those stores making a 
practice of extending credit were 
selling big ticket appliances and 
other good profit merchandise car- 
ried in the McPherson store at 
exactly the same price as were all 
relatively small independent cash 
stores. 

Customers could see no logical 
reason for planking down the en- 
tire purchase price when they were 
importuned by large advertise- 
ments to buy the same article at 
the same price by stores which 
were offering seemingly attractive 
terms “of your own making.” 

In talking this over with Sec- 
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Reverse of the card. It’s a legal contract in California. 


* retary Joseph V. Guilfoyle of the 
‘@ | Disadvanta 3 Southern California Retail Hard- 
ware Association, it developed he 
knew of a local retail clothing 
store which had worked out a 
comprehensive credit system, one 
having all the advantages of credit 
selling with none of the disadvan- 
tages. So forthwith, McPherson, 
Thomas and Guilfoyle adapted 
this plan to the retail hardware 
business, on the theory that “Busi- 
ness Goes Where It Is Invited.” 
“Credit” has been converted into 
a worthy servant of sound mer- 
chandisers, abandoning the role it 
has played so often, that of a false 
stimulant of additional hardware 
sales achieved merely by advanc- 
ing the date of purchases and 
by encouraging purchases which 
should never be made. 

As outlined by Mr. McPherson, 
the purpose of this system of 
credit is: 

To establish the use of credit as 
a desirable, normal daily action, 
as a standard measure of individ- 
ual financial and social standing. 

To elevate in the minds of the 
sound middle class of purchasers 
who make up the great percentage 
of the store’s actual and prospec- 


The McPherson Hardware Co. believes in attracting attention to its — ca, the use of term 
merchandise by means of displays. The firm's policies do the rest. payment buying from McPher- 
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son's; also the practice of buying 
on a charge account. 

To create a wider general rec- 
ognition of the value of main- 
taining personal credit on a sound 
basis by the prompt meeting of 
all obligations. 

The very first time a customer 
comes in under this credit plan, 
he is given a file card to fill out. 
This 5 by 8-in. card gives the 
management all the necessary data 
needed in opening an account. 
Furthermore, when properly filled 
out and signed, this card becomes 
a legal binding contract in Cali- 
fornia. Considerable care is used 
in filling out the form in its en- 
tirety as each item is of impor- 
tance. 

Los Angeles is served by an ex- 
cellent Retail Merchants Credit 
Association, an organization 
founded 28 years ago by a group 
of responsible merchants, banking 
and professional interests. This 
organization gives immediate re- 
liable credit information on 90 per 
cent of all persons desiring to open 
an account. In cases where the 
complete data is not on file at 
R.M.C.A. headquarters, the deal is 
held up for 24 hours as that time 
is ample for them to make a com- 
plete check. 


A $10.00 Minimum 


Minimum to open an account is 
$10.00 because it does not pay 
to open the books for smaller 
amounts. This eliminates the man 
who hurries in just before closing 
time on a Saturday who wants to 
pick up a few tools that he prom- 
ises to pay for “next week, sure.” 
The rules require that 25 per cent 
be paid when the goods are taken 
and that the balance be paid in 
30, 60 and 90 days of equal pay- 
ments of 25 per cent. 

Doing this means that 50 per 
cent of the total purchase is re- 
ceived by the store in 30 days, « 
most important feature to many 
hardware retailers. A carrying 
charge of one per cent a month, 
with a minimum charge of 50 
cents is made. This covers the 
cost of the credit investigation. 
All customers take this carrying 
charge item without dispute, as 
they have been educated to carry- 
ing charges when buying their 
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cars, homes, furniture, etc. So far 
there has never been a single ob- 
jection to the carrying charge item 
by a customer. 

The minimum addition to an 
account is $2.00. This eliminates 
the adding of small items from 
time to time with the resultant 
bookkeeping necessary to keep the 
account straight. Likewise, mini- 
mum payments are $2.00 for the 
same reason. 

This system has been in opera- 
tion for over a year with decided- 
ly satisfactory results. One of the 
first questions asked by an inter- 
hardware retailer is the 
number of delinquent 
and the trouble in closing them 
out. Due to the excellent credit 
reporting agency of the R.M.C.A., 
only the best selected names are 
put on the books. So far just one 
account has been 30 days delin- 
quent and just one has been 60 
days behind in his payments. The 
records show that 38 per cent o! 
the accounts paid in full within 
60 days of the original purchase. 
This is the result of hand picking 
good accounts. 

All payments, which were ob- 
served in going over a cross-sec- 
tion of the cards, come in with 
clock-like regularity. There has 
never been a single loss. As 
against possible losses, a reserve 
has been established through the 
taking of all carrying charge 
moneys and making this into a 
separate fund. At this writing. 
this reserve now represents some 
60 per cent of all outstanding 
accounts. / 


ested 


accounts 


Now for the practical results. 
This method of credit does attract 
the better trade of employed and 
business persons and eliminates 
the WPA workers and all those 
who do not pay their bills prompt- 
ly. In every community there are 
many families who do not feel 
able to pay $25.00 cash for an 
item but who can and will pay 
$6.00 a week or a month. 


All Sales Aided 


The regular cash business is in 
no way affected by the credit sell- 
ing. Naturally, this method has 
materially increased the trade of 
the store, as all goods sold on 


credit is extra business which 
would never have been secured if 
the management had stuck with a 
strictly cash basis of operation. 

Being located in a suburban 
community precludes any city 
newspaper advertising, so store 
publicity on the credit angle of 
their business is limited to direct 
mail, local “throw-aways” and to 
window cards. One of the latter 
reads, “McPherson’s Leads. We 
present the 90-day Charge Ac- 
count Plan. The first and only 
store of our kind in Southern 
California to offer this service.” 

And this tip from C. E. Thomas 
—people would rather deal with 
neighborhood stores than go to the 
usual credit houses so by not call- 
ing this “Credit” but by the softer 
term of “Extended Payment” a 
highly profitable volume to a re- 
tail hardware business may be 
built. 





Reminding passersby that spring time is also paint time. is this attractive 
window devoted entirely to brush displays and designed by C. B. McKee, 
window dresser for the Smith-Winchester Co.. wholesale and retail hardware 


firm of Jackson, Mich. 
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Light Your Own 


A darkened window illuminated 
by a clever lighting device was 
employed with success by a Colo- 
rado dealer recently to attract at- 
tention to a special display of his 


products. A sign above the dark- 
ened window read: “You can see 
this window by simply pressing 
the button.” People are said to 
have stood in line to press the but- 
ton which flooded the display with 
light as long as the button was 
held down. 


* * * 


Old Pictures 


Every family album has at least 
one old picture that is interesting 
to people living in the community. 
Realizing this fact, one aggressive 
hardware dealer placed an adver- 
tisement in his local paper re- 
questing customers to bring inter- 
esting photographs of bygone days 
to his store. He posted the pic- 
tures in his window with a type- 
written slip attached, giving the 
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Others have used them to advantage 


Why not try them in your own store ? 


names of persons portrayed and 
the time and place if an event was 
pictured. The local editor was 
prevailed upon to judge which 
was the most interesting and the 
dealer furnished the prize to the 
winner. The window attracted 
hundreds of persons and_ the 
dealer wisely tied up the exhibit 
with a display of his products. 
Needless to say, his efforts in 
gathering and posting the gallery 
paid good dividends in increased 


sales. 
* # * 


Binder Twine 


In order to stimulate interest 
in the brand of binder twine he 
handled, a Minnesota dealer dis- 
played a ball of it in his window 
with a placard announcing that 
a prize would be awarded to the 
three persons guessing nearest to 
the number of feet and inches of 
cord it contained. The contest 








attracted widespread attention and 
was instrumental in a big in- 
crease in the sale of this product 


for the dealer. Competition among 
the farmers was especially keen. 


* * * 


Sales System 


An aggressive dealer who has 
made an outstanding success of 
his business attributes his large 
volume of sales to a month-to- 
month merchandising system 


which he has devised. He has a 


series of 12 folders in a special 
file, each one of them labeled for 
a different month of the year. 
Every time he sees an idea in a 
trade magazine or in manufac- 
turer's bulletins he clips it and 
places it in the file representing 
the month which he believes will 
be the most effective time to use 
it. In these files he also places 
notes on his experiences such as, 
“featured these items too late last 
year—better start working on 
these two weeks earlier.” On the 
first of each month he takes the 
designated folder home with him 
and spends several hours outlin- 
ing a systematic campaign. “It is 
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surprising how many sales I over- 
looked on various items before 
I started this system,” the dealer 
recently wrote. “You may also 
be interested to know that a ma- 
jority of the ideas I place in my 
files are obtained from your in- 
teresting and practical magazine.” 


* * a 


Trade Survey 


A group of merchants in Glen- 
dale, Cal., which is located near 
Los Angeles, engaged university 
students to conduct a survey and 
discover why they were not getting 
more business from their local 
people. The question asked was, 
“What can Glendale stores do to 
obtain a larger percentage of your 
trade?” Following were the re- 
sponses and the percentage of 
those making similar suggestions: 

Per Cent 
Get better selections 42 
Meet Los Angeles prices 30 
Give better service 25 
Improve advertising 14 
Improve quality 6 
Better parking facilities 5 

The fact that 42 per cent of the 
customers wanted the merchants 
to have a wider selection of mer- 
chandise emphasizes the impor- 
tance of keeping a complete stock 


* « * 


Bicycle Race 
A Michigan 
many additional sales by holding 
a bicycle race on the street leading 
past his store with the finishing 
mark directly in front. The idea 


dealer realized 


attracted a large number of 


Re F: 
etintie 


cyclists and a good-sized crowd 
gathered to witness the event. 
Winners were rewarded with 
prizes of $5.00, $3.00 and $2.00 
in the order in which they placed. 
These amounts were allowed as 
down payments on a new bicycle. 
Publicity resulting from the event 
furnished the store with valuable 
free advertising and brought in 
extra profits for the firm’s bike 
department. As a humorous fea- 
ture the dealer arranged for a 
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second race between the fat men 
of the community with items from 
his stock offered as prizes. 


* * * 


Order Slot 


Many banks employ the idea of 
having a slot in the front of their 
building into which the customers 
may slip their deposits after clos- 
ing hours. In New Jersey, a hard- 
ware merchant decided that he 
could use the same plan to good 
advantage. He had a slot cut into 
his office door and placed a sign 
above it reading, “Leave Orders 


Here—They Will Be Delivered 
First Thing in the Morning.” 
Many additional sales were thus 
registered from patrons who at- 








tended the movies in the evening 
or passed the store on their way to 
the post office. The dealer’s place 
of business thus kept working for 
him while he slept. 





Here's a Profit-Sharing Plan 
That Gets Results! 


(Continued from page 31) 


as the best and as a matter of fact 
they are the highest for this type 
of labor in the vicinity. Profits 
are shared not according to sal- 
aries drawn but are equally 
divided. 

Results, according to Mr. Corn- 
well’s own statement, have been 
eminently satisfactory. 

In the first place there has been 
absolutely no turnover in help, 
only one person quitting in the 
11 years, and he to go into busi- 
ness for himself elsewhere. Every- 
one else, plus additions, starting 
with the plan are still with it. 

Enthusiasm and loyalty are 100 
per cent. It would not pay any- 
body to say anything against the 
boss around that ,store for he 
would soon land in the hospital. 

A free and complete exchange 
of ideas has resulted. As Mr. 
Cornwell has kept his own salary 
down to a very reasonable figure 
and demanded as a primary re- 
quirement only a reasonable re- 
turn on capital, the boys all know 
he is not trying to “hog the pie” 
and there is no hesitancy about an 
exchange of merchandising ideas. 

Mr. Cornwell is satisfied that 
the returns to himself and the 
capital structure of the firm are 
actually greater than they would 
have been under the usual set-up. 
He is certain that the loyalty of 
the men and their inspired atten- 
tion to detail have been the chief 
things that carried through the 


big depression with the minimum 
of loss, and that only on one oc- 
casion. Thousands of small firms 
did not survive. 

The comfort and assurance that 
the surplus fund gives the boss as 
well as the men are now something 
to talk about inasmuch as the fund 
has piled up to the place where it 
is a bulwark. The present “reces- 
sion” has put many a retail hard- 
ware dealer in the area on pins 
and needles, but Cornwell & Kelty 
are not worrying. They could run 
a long time on the surplus if losses 
accrued, and a long time still on 
make-up from salaries after the 
fund became exhausted. To date, 
no losses have been registered, 
and even this fine fact is due, Mr. 
Cornwell feels, to the intense per- 
sonal interest of all the men in 
making things move. 

Even if losses ever were to be 
made up from salaries, the plan 
would then be operating as a sort 
of “share-the-work” plan, for 
everyone now working would still 
be working, at a reduced salary, of 
course, but no doubt at a living 
wage. No one would likely be 
cut off entirely from a personal 
income. 

“T am fully satisfied,” says Mr. 
Cornwell, “that the plan means 
permanency. We weathered the 
worst depression in history. I am 
satisfied that we could, if need be, 
weather another one.” 
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BROOMS ATTACHED TO THE FRONT BUMPERS 
WERE USED BY INGENIOUS MOTORISTS OF 
LIMA, PERU, TO SWEEP ASIDE TACKS ~ 
SCATTERED IN THE STREETS BY 

TAX] DRIVERS DURING A RECENT STRIKE. 


A LIGHT IS 

PRODUCED BY A/REAL/ES 

= OF CUBA (FOUR TIMES AS 

= LARGE AS U.S. FIREFLIES) 

= THAT SOME POOR NATIVES 

CATCH THREE OR FOUR, 

PUT THEM IN A WICKER 
CAGE, AND USE THE 

CAGE FOR A 
LANTERN! 


“5 
SYTHE FORMATION OF 

THICK SKIN ON PAINT 

a _ Coe one —_ 
It'S “AGIN TH LAW" To BORROW \ N BE PREVENTED BY SHAKING 

A MONKEY WRENCH FROM THE THE CAN THOROUGHLY 

CHICAGO FIRE DEPARTMENT! THE Visa SEVERAL TIMES IN THE FIRST 24 

HOURS AFTER RE-SEALING I(T. 


STATUTE DATES BACK 70 THE DAYS 
WHEN MISCHIEVOUS BOYS USED TO THIS CAUSES THE PAINT TO ABSORB 


BORROW WRENCHES AND UNSCREW aii 
WATER PLUGS “LOR FUN." ' THE OXYGEN LEFT IN THE CAN. 
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JUSTICE DEPARTMENT WILL PUBLICIZE 


ADMINISTRATION'S PROSECUTION POLICIES 


Attorney General Cummings announces 
new policy of issuing information rela- 
tive to contemplated anti-trust litigation. 


(Washington Bureau 
of HARDWARE AGE) 

Embarking on a new policy of 
giving publicity to contemplated 
anti-trust suits as a guide to 
business and industry, Attorney 
General Cummings has outlined 
a Justice Department plan to is- 
sue a series of public statements 
on the Administration’s prosecu- 
tion policy. 

Describing the program as 
tentative and experimental, Mr. 
Cummings said it was a direct 
outgrowth of a discussion held in 
April with a group of trade paper 
editors plus the frequently heard 
complaint that business is un- 
able to learn with any degree of 
definiteness just what can and 
cannot be done under the pres- 
ent anti-monopoly statutes. 

The Attorney General is 
known to feel that it is next to 
impossible for his anti-trust di- 
vision to determine in advance 
whether a proposed arrangement 
is legal or illegal but he is ap- 
parently willing to go along with 
the new program and give it a 
trial. Almost without exception 
every attorney general in the 
history of the department has 
declined to give out advance in- 
formation from which might have 
come a clue as to what was con- 
sidered right or wrong, and the 
action of the Justice Department 
in adopting this new procedure 
is expected to receive favorable 
acceptance from all quarters. 

Future statements, Mr. Cum- 
mings told a press conference, 
will follow in general a standard 
form indicating: 

(1) The conditions which the 
Department believes to exist in 
the particular industry which 
create monopolistic control or 
restraint of trade; (2) Rea- 
sons why a particular procedure 
is followed, whether a civil suit, 
consent decree, criminal prosecu- 
tion, acceptance of pleas of nolo 
contendere, or dismissal of the 
proceeding; and (3) The eco- 
nomic result expected from the 
action. 





In this way, the Department 
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believes its announcements will 
serve as a key to industries seek- 
ing information on probable ac- 
tion under similar circumstances, 
will aid the Department in formu- 
lating a consistent policy of 
anti-trust law enforcement, will 
constitute a warning to those en- 
gaged in similar illegal practices, 


and will focus Congressional 
attention on anti-monopoly_in- 
terpretations. 


The Department has promised 
that statements on prosecution 
policy will not discuss the guilt 
or innocence of particular de- 
fendants and will not waive the 
presumption of innocence in a 
criminal case or the advantage 
of the burden of proof enjoyed 
in civil cases. 

Alleged violations of the anti- 
trust laws referred to a Mil- 
waukee grand jury last 


Chrysler Corp., and General Mo- 








year | 
against the Ford Motor Co., the | 


tors and their respective finance | 


companies have been re-instituted 
by the Justice Department and 
the announcement marked the 
first statement of policy under 
the new procedure. The case 
was dismissed last December by 
Judge Ferdinand Geiger, who 
charged the Department with 
“impropriety” in negotiating for 
a consent decree while a grand 
jury was sitting in the case. The 
specific charge is that the com- 
panies allegedly dictate a_par- 
ticular finance company plan— 


that of their affiliated finance 
company. 
The case also was the first 


major anti-trust move to be made 
by the Justice Department since 
the anti-trust division was turned 
over to the new Assistant At- 
torney General, Thurman Arnold, 
former Yale law professor and 
author. 


GEORGE H. GRIFFITHS CELEBRATES 25TH ANNIVERSARY 
AS EXECUTIVE HEAD OF HARDWARE AGE 





George H. Griffiths, president and general manager, HARD- 
WARE AGE, celebrated his twenty-fifth anniversary as execu- 
tive head of this publication on May 16, 1938. This photo was 
taken as Mr. Griffiths read some of the many telegrams and 
letters of congratulations from prominent hardware executives 


received on that occasion. 


The HARDWARE AGE staff pre- 


sented him with a fountain pen desk set, suitably engraved, and 
a round robin message engraved in metal. 








J. C. FOSTER 


NORTHWESTERN BARB WIRE 
CHANGES ITS NAME 


At a meeting of the share 
holders of the Northwestern 
Barb Wire Co., Sterling, Ill., the 
corporate name of the company 
was changed to Northwestern 
Steel and Wire Co. According 
to James C. Foster, president, 
“continuous growth and expan- 
sion of the business with in- 
creased facilities and greater di- 
versification of products pointed 
the way to this new company 
name, as it clearly expresses to 
the trade, the entire scope of 
our business, which now _in- 
cludes the Sterling line of elec- 
tric steel billets, rods, bars, 
bands, angles, shapes; also nails. 
barbed wire, fencing, netting. 
bale ties, hardware cloth and re 
lated items.” 

The Northwestern Barb Wire 
Co., established in 1879, was for 
many years a fabricator of wire 
products, but with the addition 
of a new steel plant, built in 
1935, the company now operates 
a completely integrated steel and 
wire mill. 


UNITED STOVE NAMES 
NEW REPRESENTATIVES 


The United Stove Co., Ypsi 
lanti, Mich., has announced the 
appointments of R. E. Snow. 
High Point, N. C., and F. O 
Chrysler, Greensboro, N. C., as 
representatives for its Savoil line 
of cook stoves and heaters for 
the state of North Carolina, suc- 
ceeding C. D. Haggard. United 
Stove maintains a warehouse 
stock at High Point. 
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$1.200,000 OF FEDERAL FUNDS IS AVAILABLE 


FOR EDUCATION IN DISTRIBUTIVE TRADES 


Training will be provided for purchasing agents, 
buyers, managers and operators, sales managers. 
sales persons, and others in contact with customers. 


(Washington Bureau 
of HARDWARE AGE) 


Assured of an annual appro- 
priation of $1,200,000 for alloca- 
tion to the states on the basis 
of population, the distributive 
trades division of the Office of 
Education has set the machinery 
in motion under which vocational 
education through Federal as- 
sistance will be available to the 
distributing trades for the first 
time. 

The biggest problem in getting 
the program under way is the 
establishment of state organiza- 
tions, after which educating the 
various trades to the possibilities 
of the program will be the next 
hurdle, according to officials. 

The Office of Education cites 
the high rate of turnover which 
it estimates at probably more 
than 25 per cent among dis- 
tributive workers and the large 
number of business failures 
among retailers in pointing out 
the advantages of improving the 
calibre of personnel through edu- 
cation. 

“The small independent dis- 
tributor of goods and services 
and his employees are most 
handicapped because of the lack 
of vocational training,” reports 
B. Frank Kyker, Special Agent 
for the Office of Education in a 
bulletin entitled ‘Organization 
and Administration of Distribu- 
tive Education’. There are hun- 
dreds of thousands of small, in- 
dividual establishments that do 
not have the money, the time, the 
staff, or the teaching ability to 
provide their own training. It is 
clear that this lack of training is 
contrary to consumer interest. It 
will be the purpose of the pro- 
gram in distributive education to 
serve this large group of dis- 
tributors.” 

Even department and chain 
stores organizations which pro- 
vide training for their employees 





are few and far between, accord- | 


ing to Mr. Kyker. And he 
estimates that in not more than 
25 cities have classes for dis- 
tributive workers been organized 
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by state and local educational 
authorities. 

Despite the estimated influx of 
150,000 youths between 18 and 
19 years of age and 130,000 be- 
tween the ages of 20 to 24 into 
the distributive field each year, 
vocational training for either new 
or existing workers has been 
negligible. 

Under the plan outlined by the 
Office of Education, any person 
in a distributive occupation, in- 
volving contact with customers, 
will be eligible to enroll in a 


part-time class if not less than | 


14 years of age, or in an evening 
class if not Jess than 16 years of 
age. Classes to be organized un- 
der the program will attempt to 
meet the needs of these general 
occupational levels in the distri- 


{ bution field: 


Managers and operators; sales 
managers, branch managers and 
local representatives; department 
heads, supervisors, etc.; purchas- 
ing agents and buyers; salespeo- 
ple, sales agents, canvassers, 
demonstrators; store service 
workers contacting the public; 
delivery men or driver salesmen; 
and other miscellaneous workers 
having contact with the cus- 
tomers. 

Retailers anxious to obtain ad- 
ditional information should write 
to the vocational education divi- 





sion of their state education de- | 


partments. Federal participation 
is limited to examining the vari- 
ous state plans for distributive 


education; approving the qualifi- | 


cations of personnel appointed 
under state set-ups; auditing 
financial reports of the state sys- 
tems and supervising the alloca- 
tion of funds available to the 
states and otherwise aiding the 
states in the program. 

The Commercial Education 
Service of the Office of Educa- 
tion, the administrative agency, 
will cooperate with the State 
Boards for Vocational Education, 
and offer the assistance of special 
agents familiar with the require- 
ments of distributive training. 
For every dollar advanced by 


the Federal Government up 
through June 30, 1942, the states 
will be required to put up 50 
cents although that ratio would 
be hiked 10 per cent each year 
until the states are matching 
Federal funds dollar for dollar 
by 1946. 

The law prescribes that the 
money be used for salaries and 
travel expenses for teachers, su- 
pervisors, and for teacher train- 
ing in distributive occupational 
subjects. 


WM. GEO. STELTZ HONORED 
ON FIFTH ANNIVERSARY 
On May 9, employees of the 

Supplee - Biddle Hardware Co., 

507 to 519 Commerce St., Phila- 

delphia, Pa., celebrated the fifth 

anniversary of their president, 

Wm. Geo. Steltz, with a banquet 

at the Downtown Club. More 

than 200 employees participated. 

The highlight of the evening 
was a floor show, which included 
the employees’ own version of 

“Snow White” and “Baby 

Snooks.” The playlets were writ- 

ten by L. B. Dreifus, buyer, and 

enacted by various members of 

the company. Mr. Steltz gave a 

very interesting address on 

“Plain Talk,” dwelling on the 

close relationship between Sup- 

plee-Biddle and its employees. 
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WILLIAM G. SHANELY 


RENOWN STOVE CREATES 
NEW SALES DIVISION 


B. A. Nagelvoort, general man- 
ager, Renown Stove Co., Owosso, 
Mich., has announced a rear- 
rangement of Renown’s seaboard 
sales district. William G. Shanely, 
Reading, Pa., will have charge 
of sales in eastern Pennsylvania, 
New Jersey, Maryland, and 
Delaware. He was _ formerly 
manager and director of sales 
for the Mt. Penn Stove Works, 
Reading. 


SOSS NAMES AGENTS IN 
MICHIGAN AND HALIFAX 


The Soss Mfg. Co., Roselle, 
N. J., manufacturer of the Soss 
Invisible Hinge, has appointed 
The Cassidy Carter Co., Federal 
Square Bldg., Grand Rapids, 
Mich., and J. D. Hogle, 108 Pres- 
ton St., Halifax, Nova Scotia, 
Canada, to its sales force as Soss 
representatives in those terri- 
tories. 


TENGWALD JOINS 
WAGNER SALES 


A. F. Tengwald has become 
associated with the Wagner Mfg. 
Co., Cedar Falls, Iowa, manufac 
turer of garage door hardware. 
and will travel the territory of 
Denver and West. Mr. Teng- 
wald will make his headquarters 
at 2157 Sacramento St., Los 
Angeles, Calif. He was formerly 
representative for Hughson & 
Merton, manufacturers’ represen- 
tative of 225 E. Pico St., Los 
Angeles. 








JACOB S. DISSTON, JR., HEADS 
EASTERN HARDWARE GOLF.ASS'N 


Disston, Jr., Henry 
Inc., Philadel- 


was elected president 


Jacob Ss. 
Disston & Sons, 
phia, Pa., 
of the Eastern Hardware Golf 





JACOB S. DISSTON, JR. 


\ssociation, following the asso- 
ciation’s fourth 
tournament held May 19 to 21, 
inclusive, at the Buckwood Inn, 


annual — golf 


Shawnee-on-Delaware, Pa.,  suc- 
ceeding Leo C. May, May Hard- 
ware Co., Washingon, D. C. John 
S. Ora, Mill Supplies, New York 
City, won the championship cup. 
There were 137 players, of whom 
126 were entrants in the tourna 
ment. 

The first day there was a 
round of 18 

Matches in flights 
qualifying 


qualifying holes 
medal play. 
of 16, in 
scores were played Friday, there 
being 18 holes of match play in 


order of 


the morning and nine holes in 
the afternoon. 
matches were arranged to enable 
all players to play right through 
the finals which comprised 18 
holes on Saturday. 
was fair on Thursday but Friday 
was somewhat rain. 
On Saturday the golfers enjoyed 
a real bright day. 

J. C. Miller, Bethlehem Steel 
Co., Bethlehem, Pa.. won the 
medal for the qualifying round. 
The championship cup was won 
by John Ora, Mill Supplies, New 
York City, the runner up being 
M. R. Peck, The McKay Co.., 
Pittsburgh, Pa. Other 
and runners up were: second 16, 
Sherrill Sherman, Roberts Hard 
ware Co., Utica, N. Y., and L. 


spoiled by 


winners 


Brewster Jackson, Riverton, N. J.. 


Wickwire Bros.; third 16, F. W. 
Berdan, National Carbon Co.., 


New York City and R. Hoehl: 


fourth 16, J. S. Davey, Russell, 
Burdsall & Ward Bolt & Nut Co., 


Port Chester, N. Y.. and Robert 
E. Doti, Igoe Bros., 

N. Y.; fifth 16, G. O. 
Fayette R. Plumb, Inc.. Philadel 
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Consolation 


Brooklyn, 
Clifford, 


phia, Pa., and Peter Igoe, Igoe 
} Bros., Brooklyn, N. Y.: sixth 16, 
C. E. Howard, Wood, Alexander 
| & James, Hamilton, Ont., Can- 
ada, and D. G. Baldwin, D. G. 
Baldwin Co., Inc., New York 
City; seventh 16, N. E. Drazan, 
New York City and Paul E. Hel- 
ler. Heller Bros. Co., Newark, 
N. J.; and eighth 16, E. A. Me 
Kenna, North Bros. Mfg. Co.. 
Philadelphia, Pa., and A. A. Bir- 
mingham, John H. Graham & Co., 
Inc. New York City. H. F. 
Zulauf, Union Fork & Hoe Co., 
Columbus, Ohio, 
awarded the tin cup for having 
the highest followed the 
usual custom of “filling the flow- 


who was 
score 
ing cup” and passing it around 


at the final dinner. Motion pic 
| tures, in actual color, were taken 


| during the tournament for show- | 


ing during the next annual 


| tournament. 


L. Brewster Jackson, Riverton, 
|N. J., representing Wickwire 
Bros., Cortland, N. Y., was chair- 
man of the tournament commit 
tee and was presented with a 
wrist watch for his efforts in 
connection with the tournament. 
Friday night, John S. North, North 
| Bros. Mfg. Co., Philadelphia, 
Pa., showed the films he made on 





his trip around “the Horn” on | 


the schooner “Wander Bird.” 
} H. L. 


Eastern Hardware Golf Associa- 
tion, New York City, represent- 


Gilliam, secretary-treasurer, | 


| ing The Wood Shovel & Too! | 


Co., Piqua, Ohio, exhibited the | 


color films he made at the 1937 
tournament. 

Retiring President Leo C. May 
presided at the banquet Satur 
prizes. 


presented the 


| day and 


The weather | 





LEO C. MAY 


The annual business meeting and 
election of officers was also held 
at that time. Membership in 
the association will hereafter be 


limited to 175, annual member- 
ships now being for individuals 
rather than for companies as 
was previously the rule. Dues 
of $5.00 per year will be pay- 
able the first of the year, the 
receipts to be used for buying 
prizes for the tournament and for 
defraying the costs of the secre- 
tary’s office. The date and place 
of the next annual tournament 
will be announced following the 
joint annual convention of the 
American Hardware Manufactur- 
ers Association and the National 
Wholesale Hardware Association. 

Jacob S. Disston, Jr., Henry 
Disston & Sons, Inc., was elected 
president. Vice-presidents are: 
A. Perly Chase, Chase, Parker & 
Co., Inc., Boston, Mass., and L. 
Brewster Jackson, Riverton, N. 
J.. representing Wickwire Bros.. 
Cortland, N. Y. H. L. Gilliam. 
9 Rockefeller Plaza, New York 
City, The Wood Shovel & Tool 
Co., continues as secretary-trea 
surer. Stuart A. Russell, J. Rus- 
sell & Co., Inc., Holyoke, Mass.. 
and Carlton B. Waller, Under- 
hill, Clinch & Co.. New York 
City, are new members of the 
board of which the newly elected 
officers are ex-officio members. 
Other members of the board are: 
E. W. Heymann, Edw. K. Tryon 
Co., Philadelphia, Pa.; Wilson 
F. Barnes, New York Wire Clot) 





H. L. GILLIAM 


Co., New York City; Henry A. 


Hoeynck, Simmons Hardware 
Co., St. Louis, Mo.; John S. 
North, North Bros. Mfg. Co.. 


Philadelphia; H. C. Miller, Kruse 
Hardware Co., Cincinnati, Ohio; 
Henry Funk, Albany Hardware 
& Iron Co., Albany, N. Y.; R. 
W. Chamberlain, Stanley Works. 
New Britain, Conn.; E. E. Bald- 
win, Corbin Screw Corp., New 
Britain, Conn.; Harold J. Under- 
wood, Babcock, Hinds & Under- 
wood, Binghamton, N. Y., and 
Sherrill Sherman, Roberts Hard- 
ware Co., Utica, N. Y. 





W. W. DRUMMY NOW WITH 
WELLIVER HARDWARE 


W. W. Drummy has become 
associated with the W. W. Wel 
liver Hardware Co., Danville, Pa.. 
wholesaler of general hardware, 
cutlery, tinware, oils and paints 
Mr. Drummy has spent many 





Ww. W. DRUMMY 


years in the hardware trade. 
Upon leaving the army in 1919 
he became associated with the 
Lee-Coit-Andreeson Hardware Co.. 
Omaha, Neb., where he remained 
in various capacities until 1928. 
Resigning in that year as assis- 
tant manager and director, Mr. 
Drummy became vice-president 
and general manager of the Sim- 
mons Hardware Co., Atlanta, 
Ga. After leaving Simmons in 
1931, he became associated with 
Sears, Roebuck & Co. as assistant 
to J. M. Barker, vice-president 
in charge of all eastern opera 
tion. During his connection with 
Sears, Mr. Drummy was in charge 
of merchandising hardware and 
houseware in all Sears’ eastern 
stores. He supervised the first 
arrangement of a model hard 
ware department in Sears’ Tren- 
ton, N. J., store. 


STAR BRUSH INCREASES 
SALES ORGANIZATION 


LeRoy Foulkrod, vice-president 
and sales director of the Star 
Brush Mfg. Co., Inc., Long 
Island City, New York, has an- 
nounced the appointment of 
George Barth as a member of 
his sales organization. Mr. Barth, 
former president of the Bigelow 
Brush Co., will be active in the 
eastern territory. 

Arthur B. Reed has been ap- 
pointed divisional sales manager 
to assist Herman D. Sobel, sales 
director for the Metropolitan 
area, New Jersey and New Eng 
land. 

David Rohberg has been ap 
pointed special representative 
for northern New Jersey. 
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UNEMPLOYMENT CENSUS INDICATES 
- §,033,401 TOTALLY UNEMPLOYED 








give a brief life’s history. 

present were interested 
entertained by the informal com- 
ments on their histories of: Wil- 
liam J. Green, The L. S. Star- 
rett Co.; H. L. Gilliam and 0. 
J. Beekman, Pittsburgh Steel Co. 


ALLEGHENY AND LUDLUM 
COMPANIES MERGE 


Directors of the Allegheny 
Steel Co., Brackenridge, Pa., and 
the Ludlum Steel Co., Watervliet, 
N. Y., on May 17, voted to 
merge the two companies, sub- 
ject to approval of stockholders 
of both companies expected at 
meetings to be held Aug. 10. 


Those | 
and | 


The name of the new organiza- | 
Lad 


tion will be the Allegheny Lud- 
lum Steel Corp. One share of 
stock in the new company will 


be given for each share of stock | 


of the two concerns. 
will be chosen from the Ludlum 


! and Allegheny boards with the 


ome 
Wel (Washington Bureau | the Government in emergency 
Pa.. of HARDWARE AGE) peers ak oe ‘ 
tasks, praised the parts played 
are, John D. Biggers, who took by other departments, and 
ints time out as president of Libby- | pointed out a voluntary registra- 
any Owens-Ford Glass Corp., Toledo, | tion affords the quickest: means 
| of appraising the unemployment 
; results. 
Mr. Roosevelt' appeared im- 
pressed that the census under 
Mr. Biggers direction had ac- 
tually saved the Government 
money. Out of the $5,000,000 
appropriated for the job, the re- 
port showed, only $1,986,000 was 
spent. The difference will be 
turned back to the Treasury. 
N. Y. HARDWAREMEN TO 
PLAY GOLF ON JUNE 14 
Plans for a golf party were 
announced at the May 17 meet- | 
ing of the Hardware Trade As- 
- . | sociation of New York, held at 
JOHN D. BIGGERS | the Railroad Machinery Club, | 
| 30 Church St., New York City. 
Je. Ohio, to become a dollar-a-year | The party, according to H. L. 
19 administrator of the unemploy- | Gilliam, The Wood Shovel & 
he ment census at President Roose- | Tool Co., who is chairman of the 
i velt’s request, has turned out | golf committee, will be held 
ed such a neat job that Mr. Roose- | June 14 at the St. Albans’ Golf 
8. velt hopes to use his services | Club, St. Albans, Long Island, 
ie. elsewhere in the Government now | N. Y. In the evening a banquet 
fr. that the unemployment count has | will be held at which prizes for 
“st been completed. | successful golfers will be awarded. 
=" Without indicating what post | The meeting which was con- 
" he had in mind for Mr. Biggers, | ducted by W. W. Edwards, Fed- 
my the President said last week that | eral Hardware Co., president of | 
th the unemployment census direc- |‘the Hardware Trade Association, 
~ tor had convinced him of the | was attended by more than 30 | 
” value of such a taBulation and members and guests. Three 
" that a similar census may be | members of the association were | 
h undertaken at regular intervals | called on, without warning, to | 
i in the future. The whole idea | 7 
d of conducting an unemployment 
i census was ridiculed in Congress | 
. before passage and Mr. Roose- 


Recently appointed to the sales 
staff of the American Screw Co., 
Providence, R. I., for the com- 
pany’s new American Plus screw 
with the patented Phillips Re- 
cessed Head, are: W. P. Getty, 


; velt himself was known to look 
upon the proposal as of little 
value. 

But Mr. Biggers has changed 
all that. Reading from a semi- 
final report prepared by the cen- 





sus administrator, the President 

said that the census not only 

‘ revealed the first accurate esti- 

: mate of the unemployed but pro- 

B duced certain figures and facts 

Z which would be valuable to the 

f Federal Government and to cities, 
f counties and states as well. 

i The report showed that out of 

‘ i 85,000,000 unemployment report 

; cards distributed last November, 

4 11,000,000 had been returned in- 

7 dicating there were 5,033,401 

; totally unemployed, 2,011,615 un- 

5 4 employed except for emergency 

1 work, and 3,219,502 as partially 

unemployed. Mr. Biggers wrote 


that the November census _ re- 
sults demonstrated the possibili- 
ties of quick action and 
operation between branches 





co- 


of 





W..P. GETTY, JR. 
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| sheared 


number in proportion to assets of 
the companies. No plants will 
be eliminated and 
will be made to melting capacity, 
according to manager announce- 
ment. 
Ludlum 
high carbon 
steels; heat 
resisting steels, valve steels and 
Nitralloy and other products. 
Allegheny manufactures ingots, 
blooms. billets and sheet 
plates, hot-rolled, an- 
nealed and cold rolled sheets, 
stainless steel plates, sheets, strip, 
bar, tubes, angles and_ wire, 
welded pipe and boiler tubes and 
seamless mechanical tubes. 


tool and 
stainless 


and wear 


produces 
steels; 
corrosion 


AMERICAN SCREW CO. ADDS THREE TO SALES STAFF 


Jr., who will cover metropolitan 
New York and the state of New 
Jersey; J. J. Coy, who will cover 
the middle west from Detroit, 
and John S. Dodge, who will have 
all the New England territory. 





bars, | 


Directors | 


no additions | 





C. R. Swisshelm, sales manager 
of the Crescent Tool Co., James- 
town, N. Y. (right), and L. D. 
Henninger, of the Blackstone 
Mfg. Co., also of Jamestown, dis- 
play a fine catch on the dock at 
Port Loring, Ont., where they 
spent a few days (May 15 to 
18th) fighting black flies and 
fishing. 


PROPOSE CURB ON 
MISLEADING LABELS 


(Washington Bureau 
of HARDWARE AGE) 

Representative Michael — J. 
Bradley, Democrat, of Pennsyl- 
vania, a staunch advocate of 
bigger and better labels on con- 
sumer goods, has proposed an 
exhaustive study of labeling 
practices in an attempt to carb 
consumer deception through 
“misrepresentation” and “con- 
cealment of essential facts.” He 
wants Congress to turn over 
$100,000 to the FTC to make the 
survey and an additional $5,000 
to print the story of its findings. 

Existing law as applied to 
malpractices in the use of labels, 
the Congressman feels, is inade- 
quate, since the consumer and in 
some instances the Government, 
are ignorant of trade terms used 
and the volume and type of in- 
formation necessary to carry the 
essential information to the pur- 
chaser. The FTC, as a part of 


its investigation, would survey 
the field of commercial stand- 


ards, rules of simplified practice, 
systems of grade or quality label- 


ing, purchase by specification, 
union labels and mechanisms for 
stamping out unfair labeling 
practices. 

The Federal Trade Commis- 


sion would not only scrutinize 
the extent of such practices, but 
would recommend remedial steps 
to be taken by the 76th Con- 
gress which convenes next Jan- 
uary. 
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ATKINSON TELLS BOOSTERS 
HOW TO HELP DEALERS 


At the May 20 meeting of the 
Hardware Boosters held at the 
Circle Club, 1819 Broadway, New 
York, Sydney Atkinson, R. J 





SYDNEY ATKINSON 


Atkinson, Inc., hardware dealer 
of Brooklyn, N. Y., told the 
members how they could co- 
operate with dealers to make 
greater sales and greater profits. 
Mr. Atkinson said the dealer was 
first a buyer, then a credit man, 
then a promotion man and then 
a salesman. The manufacturer’s 
salesman may consider his line 
the most important but to the 
dealer it is necessarily but one 
of many. Mr. Atkinson  sug- 
gested that salesmen, when call 
ing on hardware dealers, should 
state their business and then out- 
line what they have to offer. If 
he were selling to dealers, Mr. 
Atkinson remarked, he would 
take the trouble to see how each 
dealer was handling his line and 
then offer some helpful sugges 
tions, gleaned from the success 
ful experiences of his other 
dealer-customers. 

Preceding the talk, the meeting 
was dedicated to Fred Pfeifer, 
The Payson Co., who was cele- 
brating his 77th birthday. In 
his response, Mr. Pfeifer urged 
cheerfulness on the part of all 
hardwaremen. Twenty-four mem 
bers and five guests were present 
at the meeting which was pre- 
sided over by president M. E. 
Wyckoff, Hardware World. 


NATIONAL WASHER-IRONER 
WEEK PLANNED FOR OCT. 


National Washer-Ironer Week 
has been set for Oct. 23-29, 1938, 
by the American Washing Ma- 
chine Manufacturers’ Assn., ac- 
cording to an announcement by 
J. R. Bohnen, its executive sec- 
retary. Sales managers of the 
association’s member companies 
recently met to plan the first 
outline of the industry’s drive. 
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General promvtional aids for use 
by the washer and ironer pro- 
ducers will be prepared and in- 
dividual companies will map 
special drives by their dealers. 
The cooperation of suppliers, 
soap manufacturers, and _ all 
others with an interest in the 
home laundering equipment and 
supplies industries will be en- 
listed. A goal has been set dou- 
ble the normal washer - ironer 





sales for each participant. 





SAM CHILDS WITH 
DELL & CO. 
Sam D. Childs has become as- 
sociated with Samuel M. Dell & | 
Co., Inc., brush manufacturer of | 





SAM D. CHILDS 


134-136 Calverton Road, Balti- 
more, Md., as salesman. 


Mr. Childs has been a brush | 


man all his business life as was 
his father before him. On leav- 
ing school he took a job with 
the Ox Fibre Brush Co., later 
transferring to the Rubberset Co. 
In 1925 he became representative 
for J. C. Pushes & Sons, Boston, 
covering the country for that 
concern. In 1935 he was made 
vice-president of Pushee. Pre- 
vious to his going with Dell & 
Co., Mr. Childs was general sales 
agent for Gerts-Lumbard & Co., 


| Chicago. 


PENN APPOINTS 
SALES ENGINEER 


G. A. Wegner has been added 
to the factory staff of sales en- 


| gineers of the Penn Electric 


Switch Co., Goshen, Ind. Mr. 
Wegner for many years has been 
identified with the control and 
accessory branches of both the 
heating and refrigeration indus- 
tries. 


NIEDECKER IN LOS ANGELES 
FOR HUGHSON & MERTON 


M. E. Niedecker has become 
Los Angeles representative for 
Hughson & Merton, manufac- 
turers’ representative, 225 E. 
Pico St., Los Angeles. 





STENSGAARD APPOINTS 

NEW YORK MANAGER 

Howard L. Ross has joined W. 
L. Stensgaard & Associates, Inc., 
346 North Justine Ave., Chicago, 
as vice-president in charge of its 


New York office, RCA Building. 








FTC RULINGS GIVEN TEETH 


BY PASSAGE OF WHEELER-LEA BILL 


(Washington Bureau 
of Hardware Age) 


The Federal Trade Commis- 
sion’s new and rigid enforcement 
machinery became law on May 
21 when the Wheeler-Lea bill, 
revising the FTC Act for the 
first time in 14 years, became 
effective. 


Hereafter, if appeals are not 
taken to the U. S. Circuit Court 
to protest against the Commis- 
sion’s cease and desist orders, | 
they become final after 60 days. | 
Also, on May 21, all of the FTC’s | 
cease and desist orders issued 
since 1915, except those on which 
proceedings are in progress, be- 
came final. 

Hence, on that date the FTC 
found itself in the new Apex | 
Building administering a revised | 
law with new enforcement teeth 
and power to put the consumer 
on a par with an injured com- 
petitor in affording protection | 
against deceptive and unfair | 
practices. 


Its loose enforcement § ma- 
chinery has been the bane of the 
Commission’s life for years and 
it has complained repeatedly in 
annual reports to Congress that 
a respondent firm against which 
an order has been issued could 


| be defended at an FTC hearing, 


meanwhile continuing the unfair 
practices; that a firm could de- 
cline to adhere to the FTC order, 
or after a court order was ob- 


tained against the company, it | 


could follow the same course 
pursued by hundreds—appeal to 
the Supreme Court. 

That course can still be fol- 
lowed but action has to be started 
within the 60-day period. After 
that, if the FTC believes its or- 
der is being violated, the At- 
torney General is notified and 
can ask innovation of civil and 
criminal penalties in a U. S. 
District Court. 

For each violation of a Com- 
mission order after becoming 
final, the recalcitrant firm can 
be fined up to $5,000. 


CAMPBELL ELECTED PRES. 
NEW YORE PAINT ASS'N 
Thurlow J. Campbell, presi 

dent, Valentine & Co., New York 


City, was elected president of the 
New York Paint, Varnish & Lac- 





THURLOW J. CAMPBELL 


quer Association at the May 12 
meeting held in the Music Room. 
Biltmore Hotel, New York City. 
Stanley C. Dunning, The Muralo 
Co., Staten Island, N. Y., retir- 
ing president is the new vice- 
president. G. Austin Wharry, 
G. A. Wharry & Co., is secretary 
and Hendrick E. Hendrickson, 
S. Winterbourne & Co., continues 
as treasurer. W. H. De Camp, 
Jr., Harry R. Hillman and E. D. 
Murphy were elected members of 
the executive committee to serve 
for one year. Everitt J. Cole, 
A. R. De Vos and R. I. Wishnick 
were elected executive committee 
members for a term of two years. 
The association voted to amend 
its constitution so that officers 
would be installed on the day on 
which they are elected. Mr. 
Hendrickson, who has served the 
association as treasurer for 10 
years was presented with a foun- 
tain pen and pencil set as a 
token of appreciation for his 
services. 


E. S. Phillips, president, De- 
voe & Raynolds Co., Inc., spoke 
in behalf of the Greater New 
York Fund and introduced Paul 
Moss, New York City License 
Commissioner, who outlined the 
purposes of the Fund which is 
being collected to set up a non- 
sectarian group to absorb ll 
charity work in New York City. 
Other guests were Sir Donald 
Meek, India Trade Commissioner 
for shellac research, A. J. Gib- 
son, head of the London Shellac 
Research Bureau and Renshaw 
Smith, central zone vice-presi- 
dent, National Paint, Varnish & 
Lacquer Association. There were 
207 members and guests present 
at the meeting which was fol- 
lowed by a program of variety 
acts. 
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HARDWARE PROGRAM AT 
JUNE CREDIT CONGRESS 


The response from the chair- 
men of the various 





R. A. FISHER 


group activities and virtually 
every major industry will be rep- 
resented at the group meetings 
of the Credit Congress of the 
National Association of Credit 
Men, June 6-10, 1938, at 
Francisco, Cal. 


business 
groups throughout the country 
indicates a keen interest in trade 








square feet of Hour space at 730 
E. Washington St. The firm 
makes locks and padlocks for 
domestic and industrial use. Its 
principal sales and distribution 
activities will be concentrated in 
Indianapolis. 


MAKE WHITE-wWOOD 
LADDERS IN MOBILE, ALA. 
The White Wood Products Co.., 
Bogalusa, La., manufacturer of 
washboards, handles, and wood- 


enware, has opened a new step | 


| Inc., Chanin Bldg., New York, 


ladder plant in Mobile, Ala., 


from whence the company will | 


manufacture and ship its “White- 





Wood Wedge-Grip” step ladders. | 


All sales will continue to be 
handled through the firm’s of- 
fice in Bogalusa. 


BROOKLYN ASSN. HEARS 
TALK ON COUNTERFEITING 


A Secret Service agent, under 


| the auspices of the Treasury De- 


| 
| 
| 
| 


San | 


| feiters. 


Roy A. Fisher, secretary-trea- | 


surer, The Thomson-Diggs Co., 
Sacramento, Cal., is chairman of 
the Hardware Wholesalers Credit 


a program which should be of 
great interest to credit execu- 
tives in the wholesale hardware 


partment, addressed the May 19 
meeting of the Brooklyn Hard 
ware Association, at the Johnston 
Bldg., Brooklyn, N. Y., on how 
to detect counterfeit money. He 
told of some interesting experi- 
ences in apprehending counter- 
The dealers were urged 
to cooperate in bringing counter- 
feiters and passers of bad money 
to justice. Bad bills may be 


| detected by the inferior engrav- 
Group. Mr. Fisher is developing 


group which will gather in San | 


Francisco on June 5.. 

Other’ trade groups that will 
be represented at the Congress 
include: machinery manufactur- 


ers group, paint, varnish, and 
lacquer group, automotive and 
petroleum supply wholesalers 


group and many others. At these 
trade group meetings the credit 
man will have the opportunity 
of discussing with his fellowmen 
the problems peculiar to his own 
particular business. 


JERSEY SALESMEN PLAN 
DINNER-DANCE 


At the May 13 meeting of the 
Hardware and Allied Travelers 
Assn., 786 Broad St., Newark, 
N. J., in the South End Club, 
that city, the members decided 
to hold their first large affair, a 
dinner-dance, on Sunday night, 
Oct. 23, 1938, in the Robert 
Treat Hotel, Newark. 


SEATTLE LOCK PLANT 
MOVED TO INDIANAPOLIS 


The Best Universal Lock Co., 
Inc., is moving its plant from 
Seattle, Wash., to Indianapolis, 
Ind., where it has leased 20,000 
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ings and by their serial numbers. 
The latter information, which is 
always available to banks and 
business firms, was stated as 
being the best guide. A chart 
giving the serial numbers of 
counterfeit bills now in cir- 
culation should be placed near 
the cash register. 

Sydney Atkinson, R. J. Atkin- 
son, Inc., Brooklyn, and president 
of the Metropolitan Hardware As 
sociation told the members of 
plans now under way for the pub 


lication of a Metropolitan News 
with the cooperation of several 


dealer associations in the New 
York Area. This “News” as 
now planned will report the ac- 
tivities of the associations and 
offer helpful promotional sugges 
tions for dealers 


CYCLE TRADES PLAN 
MID-SUMMER MEETING 


The Mid-Summer meeting of 
the Cycle Trades of America. 


will be held June 27-29, 1938, at 
the Edgewater Beach Hotel, Chi 
cago, Ill. E. H. Broadwell i- 
manager. 








WIRT B. KING 


Veteran Pacific Coast sales rep- 
resentative of John H. Graham 
& Co., 113 Chambers St., New 
York City, who has been affili- 
ated with this company for 
many years. He will now have 


TEXAS WHOLESALE ASSN. 
CONVENTION PROGRAM 


During the two days of the 
43rd annual convention of the 
Texas Wholesale Hardware As 
sociation, 1133 Liberty Bank 





0. H. MANN 


Bldg., Dallas, Tex., to be held 
June 17-18, at The Buccaneer 
Hotel, Galveston, three sessions 
are planned. The first is to be 
a joint open meeting of whole 
salers, members of the Texas 
Hardware Boosters Club and 
other factory representatives and 
officials on Friday morning. Fri 
day afternoon and Saturday 
morning will be given over to 
executive meetings of the asso 
ciation. 

Included on the list of promi 
nent speakers are Benjamin F 
Fairless, president United State- 
Steel Corp. and Frank P. Hol 
land, vice-president and general 
manager of the Texas Farm and 


the assistance of Emmet F.| Ranch Publishing Co., Dallas. 


Harding, whose appointment was 
announced in our last issue. Mr. 
King is well known throughout 
the West Coast and enjoys a 
wide following among the whole- 
salers in that area. 


INDIANA MAY NOT APPLY ‘33 GROSS INCOME TAX 
TO SALES RECEIPTS FROM OUTSIDE THE STATE 


Company of Indianapolis. It con- | 


The Supreme Court held in- 
valid Indiana’s effort to apply its 
1933 gross income tax to receipts 
obtained from sales made outside 
the State. 

In a decision delivered by Jus- 
tice Roberts, the tribunal also 
held the State could apply the 
levy to interest received from ob- 
ligations issued by State munici- 
palities. 

State officials said before the 
decision the ruling would de- 
termine whether they could col- 
lect $11,000,000 of accrued taxes 
as well as $3,000,000 annually 
hereafter from companies en- 
gaged in interstate commerce. 

The opinion was on litigation 


filed by the J. D. Adams Mfg. 


tended the State’s action con- 
stituted an unconstitutional bur- 
den on _ interstate commerce, 
since 80 per cent of its business 
was outside Indiana. 

The Adams Company appealed 
from a decision by the Indiana 
Supreme Court sustaining the 
levy. The assessment ranged 
from one-fourth of one per cent 
on sales at wholesale to one per 
cent on retail sales and on in- 
terest from bonds. 

Justice McReynolds dissented, 
contending the Indiana Supreme 
Court judgment should be re- 
versed in its entirety. Justice 


Mr. Holland will discuss, “Put 

ting Legs to Agriculture.” 
The Texas Hardware Booster- 

Club will hold its third annual 


« meeting Friday morning, follow 


ing the joint opening gathering 
The Boosters on Friday evening 
will provide entertainment for 
the wholesalers and their ladies. 
Also on the program is the an 
nual banquet and dance and pos 


| sibly a floor show. 


| ciation 


Officers of the wholesale asso 
are: president, O. H. 
Mann, Higginbotham-Pearlstone 
Hdwe. Co., Dallas; vice-presi 
dents, D. P. Seay, Morrow-Thom 
as Hdw. Co., Amarillo and R. R. 
Witt, Builders Supply Co., San 
Antonio, and secretary-treasuret 
Nat M. Johnson, Southern Hard 
ware, Dallas. 

Officers of the Boosters are: 
president, L. S. Pickup, Stanley 
Works, Dallas; vice-presidents. 
W. E. Love, 417 Harrison Ave.. 
San Antonio and Dan M. Bell. 


Black dissented, contending the | 207 Slaughter Bldg., Dallas, and 


lower court judgment should be 
sustained in its entirety. 





secretary-treasurer, Nat M. John 
son, Southern Hardware, Dallas. 
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OBITUARIES 








JOHN H. MATLACK 


John H. Matlack, Camden, 
N. J., retired hardware dealer, 
died recently at his home in 


Merchantville, following a heart 
attack. He had been a_hard- 
wareman for more than 50 years, 
having started his career with 
the former Supplee Hardware 
Co., Philadelphia, Pa., wholesale 
hardware house. Thirty years ago 
he and his son opened a store 
in N. Camden. 
tired from 
months ago 
health. 


business several 


because of poor 


WILLIAM WREN 

William Wren, 59, Fairfield. 
Ala., hardware dealer died re 
cently at his home. 
tive in a number of 
men’s organizations and was first 
president of the Retail Hardware 
Association of Alabama. A son, 
a sister and two brothers survive. 


He was ac- 
busines: 


ALBERT B. CONLEY 


Albert Burton 
Kingfisher, Okla. hardware 
dealer passed away recently in 
Enid, Okla. He had 
business trip to Ryan, Okla., and 
returned to his home feeling very 
ill. Failing to respond to treat- 
ment he was removed to the hos- 
pital where he passed away. He 
was active in the Rotary Club, 
local Chamber of Commerce and 
in fraternal organizations. He is 
survived by his father, Mrs. Con 
ley, two sons and a daughter. 


Conley, Su, 


made a 


FERDINAND C. KIECKHEFER 

Ferdinand C. Kieckhefer, fac- 
tory manager of the National 
Enameling and Stamping Co., 
Milwaukee, Wis., died recently. 


He was 48 years old, the son of | 


the late Ferdinand A. W. Kieck- 
hefer, one of the founders of the 
firm. A brother, Alfred J. Kieck- 
hefer, is president of the com 
pany. 
AUGUST H. HEEP 

August H. Heep, 73, prominent 
hardware merchant of 
Valley, Ill., passed away recently. 
Mr. Heep had been active in 
business from the age of 10. In 
1885 he established the first hard- 
ware business in Spring Valley. 
having moved there from Braid- 
wood, Ill. He was the first to 


sink wells in the early pioneer- | 


ing days of Spring Valley. He 
leaves his widow and a_ son, 


George J. Heep, who is continu- | 


ing the business. 
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Mr. Matlack re- | 


} hess, 


Spring | 


MRS. MARY CARNEY 


Mrs. Mary Carney, 80, mother 
of William E. Carney, hardware 
merchant at Philmont, N. Y.. 
passed away recently. Mrs. Car- 
ney was noted for her many civic 
activities throughout her life and 
she was a counselor in the busi- 
ness of her family founded over 
50 years ago. 


WILLIAM D. BAGSHAW 


William D. Bagshaw, 80, an 
outstanding hardware merchant 
of Newburgh, N. Y., passed 
away, May 9, after a brief ill- 
Mr. Bagshaw as a youth 
was employed with a New York 
firm of lawyers, leaving the law. 
he became a clerk in the employ 
of Sargent & Co. Later he went 
to Minneapolis where he became 
associated with Miller Bros. He 
went to Newburgh more than 50 





FHA FINANCING OF RURAL | 
PROPERTIES IS POSSIBLE | 
| 


Bureau 
AGE) 


( Washington 
of HARDWARE 

The Federal Housing Admin- 
istration broadened its mortgage- 
insurance functions 
rural properties in addition to 
city and suburban dwellings on 
May 16, when new regulations 
under the revised FHA act be- 
came effective. 

Marking the first time the 
FHA has had this authority, the 
new regulations will permit the 
agency to insure loans on agri- 
cultural lands, on the erection 
of new buildings or for the re- 
pair of old ones, or for refinance- 
ing existing mortgage debts if 
at least 15 per cent of the money 
loaned is spent for materials and 
labor on buildings. 


to cover 


Some observers forecast that 
under the extended power 
through which the FHA will 


broaden its mortgage-insurance 
field many banks will extend 
their lending functions to rural 


and interest, 





areas, stimulating the sales of | 
agricultural properties and the | 
modernization of obsolescent | 
farms and substantially increas- 
ing the sale in rural regions of | 
builders’ hardware and_ other | 
building supplies and equipment. | 

The maximum loan which the 
FHA will insure is $16,000, with 
the maximum interest rate fixed 
at 5 per cent. The mortgage 
insurance premium is additional. 
Loans of not more than $5,400 
may, under certain’ circum- 





| stances, run for 25 years but can- 





| not be for more than 90 per cent 


years ago to form a partnership 
with N. K. Weed under the firm 
name of Weed & Bagshaw. Upon 
Mr. Weed’s death the name of 
the firm remained unchanged. 
Mr. Bagshaw was second vice- 
president of the Columbus Trust 
Co., a director of the Holden 
Home, an honorary member of 
the Y.W.C.A. trustee board. 


HERMAN A. SPEH 


Herman A. Speh, 55, president 
of the Drybak Corp., Bingham- 
ton, N. Y., passed away May 11, 
following an operation. Mr. Speh 
was a member of the Bingham- 
ton Board of Education and a 
former president of the local 
Chamber of Commerce. He was 
one of the “little business men” 
called to Washington recently by 
President Roosevelt. 





REUBEN ARMSTRONG 


Reuben Armstrong, hardware 
merchant of Alfred, N. Y., died 
at his home, May 17. He was 
associated with his father in firm 
of R. A. Armstrong & Co. 


of the appraised valuation. On 
loans greater than that amount 
but not more than $8,600, the 
amount of the approved loan 
must be between 80 and 90 per 
cent of the appraised valuation 
and not more than 80 per cent 
on loans of more than $8,600. 

The loans may be paid off on 
a monthly, semi-annual or an- 
nual covering principal 
insurance, taxes 
and other charges. 

A farm, in the opinion of the 
FHA, is a piece of land “ea- 
pable of producing an annual 
gross income of $350 in kind, 
cash or rent from agricultural 
uses or derives 25 per cent or 
more of its rental value from 
agricultural uses, or derives 25 
per cent or more of its capital 
value from its agricultural ca- 
pacity.” If the prospective bor- 
rower’s property doesn’t measure 
up to those specifications, a loan 
will not be insured by the FHA 
—that is, not a farm mortgage 
insurance loan. 


basis 


OPPOSITION TO PALMISANO 
BILL ACTIVE 


(Washington Bureau 
of HARDWARE AGE) 


Opposition in Congress to the 





crat of New York, co-author of 
a pending bill designed to re 
peal the Tydings law, has asked 
every member of the House to 
vote against the bill, which has 
been reported favorably by the 


House District Committee. Con- 
sumer groups are actively lobby- 
ing against the resale price main- 
tenance proposal, claiming that 
the bill, if enacted, will push 
retail prices up to excessively 
high levels. 

A sub-committee of the House 
District Committee was told dur- 
ing public hearings that out of 
33 states having fair trade prac- 
tice legislation there were only 
five or six which held public 
hearings on the question of legal- 
izing resale price maintenance. 
O. M. Kile, Washington represen- 
tative of the Mail Order Asso- 
ciation, testified that in most 
cases consumers knew “practi- 
cally nothing about” the proposals 
while they were pending and 
neither did most legislators. 

Mr. Kile declared that the 
Tydings-Miller law and its many 
state counterparts open the way 
for “the most beautiful price- 
fixing arrangement between man- 
ufacturers that can be imagined.” 
While recognizing that horizon 
tal agreements are banned, he 
pointed out that because enforce 
ment of the price contracts are 
assured through activities of 
wholesalers in a_ given. state. 
manufacturers are enabled to 
skirt the anti-trust laws with 
impunity. 

While the Palmisano bill has 
prompted further discussion of 
the merits and demerits of the 
Tydings law, the President’s mes- 
sage on monopoly has also stir- 
red discussion in that direction. 
Interpretations of the Presidential 
remarks vary but advocates of 
the Tydings-Miller measure in- 
sist that because of the emphasis 
placed in the message upon free 
competition and greater protec- 


' tion for the small business enter- 
| prise, the resale price mainte- 


nance laws will not be looked 


| upon with disfavor by an anti- 
monopoly study committee. 


On the other hand, opponents 
contend that the message sounds 
the death knell for the Tydings 
law and point to the President’s 
denunciation of the law before 
he approved a revenue bill to 


| which it was attached as a rider. 


The Federal Trade Commission 


| has been rather outspoken in its 


Palmisano bill, which would add | 


the District of Columbia to the | 


43 states already legalizing re- 
sale price maintenance contracts, 
threatens to become more vocal 
than it was when the Tydings- 


Miller measure was pending last | 


session. 


Representative Celler, 


Demo- | 


opposition to the bill while 
spokesmen for the Department 
of Justice have remained quiet 
ever since it was put on the stat- 
ute books. Both of these Gov- 
ernment agencies would have a 
representative on ‘the anti-mo- 
nopoly study committee, accord 
ing to present plans. 
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Mill Supply Ass’ns Discuss 
Distribution and Manufacturing 


Sales training, a practical analysis of the Wagner Act. 


price maintenance and trends in Federal legislation 


taxes were some of the pertinent topics discussed before 


an audience of 1200 members and guests at the triple 
convention which was held in Pittsburgh, May 9-11, 1938 


ISTRIBUTOR - MANU. 
D FACTURER relations, 

sales training, practical 
analysis of the Wagner Act, price 
maintenance and trends in Fed- 
eral legislation taxes, were only 
a few of the important distribu- 
tion and manufacturing problems 
discussed at the triple convention 
of the Southern Supply & Ma- 
chinery Distributors Association, 
Inc., National Supply & Machinery 
Distributors Association and the 
American Supply and Machinery 
Manufacturers Association held at 
Pittsburgh, Pa., May 9-11, and at- 
tended by welkover 1200 members 
and guests. 

Of special interest and highly 
beneficial to members was one 
joint session at which various skits 
were presented with distributors 
and manufacturers participating. 
graphically illustrating such im- 
portant subjects as selective dis- 
tribution, suggested resale sched- 
ules, sales promotion meetings and 
the evils of reciprocity. 

As usual, a great many hard- 
ware distributors attended this 
convention and several well known 
hardware manufacturers partici- 
pated in the sessions. The officers 
elected also include names well 
known in hardware circles. 

High-lighting the manufactur- 
ers’ association meeting was a well 
received talk on the value of trade 
paper advertising by William E. 
McFee, director of copy and plans, 
American Rolling Mill Co. In 
covering the “why” of magazine 
advertising, Mr. McFee said that 
one of the most important reasons 
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is to educate, persuade and move 
to favorable action the members 
of an editor’s audience. This goes 
back to the study~ and evaluation 
of markets and magazine advertis- 
ing cannot be successful unless it 
is sensitively in tune with the ad- 
vertisers’ marketing strategy, he 
said. Giving as an example his 
idea of a publisher at his best, 
Mr. McFee said, “A representative 
of an industrial magazine came 
into my office the other day. 1 
had never seen him before. This 
was the essence of what he said: 
‘Mr. McFee, I don’t know whether 
we have anything for you or not. 
But we'd like to find out. If you 
will tell me something about the 
products you are selling in the 


markets reached by our publica- 
tion, we will analyze your prod- 
ucts and methods of distribution 
in terms of our reader-interests 
and try to give you an absolutely 
unbiased opinion. If you have 
something the majority of our 
readers want or could use, we'll 
recommend a schedule. If both 
of us are convinced that you 
haven’t, we'll withdraw. How’s 
that?’” 

As to “when” to advertise, the 
speaker said there is only one 
answer to this and that is all the 
time, admitting that the product is 
right, the markets are ripe and 
distribution adequate to the needs 
of the hour. In covering “where” 
to advertise, Mr. McFee highly 


THE THREE NEW PRESIDENTS 


J. B. DALE W. A. PURTELL W. T. RYAN 
New President New President New President 
Southern Assn. Mirs. Assn. National Assn. 
Cutter, Wood & 


Sanderson Co., 
Cambridge, Mass. 


Briggs-Weaver 
Machinery Co.. 
Dallas, Tex. 


Holo-Krome Screw 


Cc 
Hartford, Conn. 
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THE THREE RETIRING PRESIDENTS 


R. S. PAGE 


Retiring President 
Southern Assn. 
The Henry Walke 
Co., Norfolk. Va. 


complimented the National Indus- 
trial Advertisers Association, Pub- 
lishers Statement Form, which 
emerged in 1937 after five years 
of research and study. With the 
proper information filled out on 
the form, the speaker said that for 
the first time in industrial adver- 
lising history, guess work has been 
eliminated from the purchase of 
advertising space. In covering 
“how” to advertise, the speaker 
said to find out what prospective 
buyers want to know about your 
product and keep putting that in- 
formation into your  advertise- 
ments. He cautioned manufactur- 
ers to be sincere, interesting, in- 
formative, considerate of readers 
lime as well as his interest, per- 
suasive and convincing. 

\ considerable portion of time 
at the different association meet- 
ings was taken up with the present 
outlook in regard to the Tydings- 
Miller Act and George A. Fernley, 
advisory secretary of the National 
Association, emphasized that al- 
though resale price-setting by 
manufacturers is legalized in 43 
states by the Tydings-Miller Act, 
there have as yet been few manu- 
facturers who have taken advan- 
tage of this provision. Recent 
court decisions indicate that if a 
contract is made with one distribu- 
tor in a state, it holds for all dis- 
tributors in that state. 

At a joint luncheon of the asso- 
ciations, in presenting an address 
prepared by B. F. Fairless, presi- 
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ROGER TEWKSBURY 


Retiring President 

Mirs. Assn. National Assn. 

The Oster Mfg. Co., 
Cleveland, Ohio 








R. C. DUNCAN 
Retiring President 


R. C. Duncan Co., 
Minneapolis, Minn. 


dent, U. S. Steel Corp., John Les- 
ter Perry, president of Carnegie- 
Illinois Steel Corp., said “With re- 
spect to a basic industry which is 
operating at an average rate of ap- 
proximately one-third of its ca- 
pacity, this much may be said— 
there is vastly more room to move 
upward from 33 per cent than 
there is to move downward from 
that point. The normal needs of 
the country are not being really 
satisfied at the present rate of pro- 
duction, and business is rapidly 
approaching the point at which 
whatever benefits may accrue from 
a prudent reduction of inventories, 
will have been realized. For the 
moment we do not feel constrained 
to adopt a decided attitude of 


‘ 





either optimism or pessimism, nor 
to indulge in prophecy for the 
short range, but simple to signify 
an abiding personal faith in the 
ability of men to work together 
effectively for better things.” 

Mr. Fairless’ talk emphasized 
the fact that steel companies, man- 
ufacturers and distributors all 
talked the same language in the 
last analysis and that all parties 
should and do place a tremendous 
accent on sales. 

In discussing records that pro- 
duce sales at a National meeting, 
G. Cheston Carey, Carey Ma- 
chinery & Supply Co., Baltimore. 
emphasized the fact that no rec- 
ords are of value unless they are 
used. He described a recent form 
in use by his company. It is a 
salesman’s customer list. Informa- 
tion includes name of the com- 
pany, territory number, call fre- 
quency, line sales code, industry 
code, sales to different companies 
for the previous year, sales by 
quarter and calls by quarter for 
the previous two years, and spaces 
for names of the officials of the 
company. Salesmen use this rec- 
ord in planning their weekly calls 
on the Saturday previous to start- 
ing out in their territory. 

R. D. King, purchasing agent. 
Koppers Co., Pittsburgh, em- 
phasized that prices quoted by 
distributors should not be higher 
than if the buyer bought direct 
from the manufacturer. Require- 
ments of a good distributor, he 
said, were: buy from a good man- 
ufacturer, have adequate ware- 
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house space, keep catalogs up to 
date, have essential credit, and ex- 
tend credit to substantial custom- 
ers, consider salesmen as a vital 
part of the organization, maintain 
proper contacts, use no substitu- 
tions unless allowed by customers, 
and quote only one price—the best 
price. 

Interest in bonus plans for sales- 
men has always run high and con- 
siderable discussion has been pro- 
voked around this subject. Ray 
C. Neal, R. C. Neal Co., lic., Buf- 
falo, described.a bonus plan in his 
company which is based on two 
efforts and 
salesmen and results of net income 


factors: results of 


for the company. It is possible 
for salesmen to participate in as 
three different 


many as bonus 





FELIX H. LEVY 


Prominent New York attorney and 

former Special Assistant Attorney 

General of the U. S., who addressed 
the convention on labor laws. 
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THREE CONVENTION SPEAKERS 


B. F. FAIRLESS 


United States Steel 
Corp., whose address 
was read by J. L. 
Perry 


A 10 


per cent bonus is given on an in- 


plans by their own efforts. 


crease over bogeys based on aver- 
age quarterly sales, a certain per- 
centage running from 1 to 5 per 
cent on certain lines which are be- 
ing pushed and a 2 per cent bonus 
on net sales where the salesman 
sells as much during the first three 
months as the customer bought 
during the entire preceding year. 
All salesmen have a fixed mini- 
mum salary which takes into con- 
sideration living standards. 
Bonuses are only paid once a 
month although the company has 
two pay days in a month. This is 
to keep the attention focused on 
the minimum salary. Inside men 
receive a bonus based on the ef- 
forts of the salesmen which results 
in cooperation between the two 
After a set net profit for 
the company is reached, the re- 
mainder is divided to provide a 
bonus for all em- 
ployees. The money is accumu- 
lated and specific bonuses are 


groups. 


percentage 


guaranteed for from three to six 
months so that the 
knows definitely how long he will 
receive the added amount. 

In selecting lines that can be 
sold profitably, A. J. Sparks. F. 
Raniville Co., Grand Rapids, 
Mich., cited the following require- 
ments: User benefits, proper mar- 
gin of profit to take care of 
investment, investigate fully possi- 
bilities of volume sales, close at- 
tention to stock requirements, 
prestige of the company, the prod- 


employee 





uct and the user, merits of the 
product, cooperation of the man- 
ufacturers, and the proper terms. 

A. A. Berle, Jr., Assistant Secre- 
tary of State, Washington, at an 
American meeting, covered in de- 
tail business conditions previous 
to 1929 and up to date, with em- 
phasis on reasons for rises and de- 
clines in industrial activity. He 
stressed cooperation between gov- 
ernment and industry. 

The average worker wants rea- 
sonable compensation and wants 
to meet management without em- 
barrassment, J. H. Goss, vice- 
president, Scovill Mfg. Co., Wa- 
terbury, Conn., told American As- 
The personal 
important 


sociation members. 
touch is one of the 
things in employee relations and 
the human factor exemplified by 
good-natured “razzing” in the 
mills and shops among employees 
is the same fundamental which em- 
ployees bring in to meetings with 
management, the speaker said. 
Those executives who “can take 
it” will get along much better in 
their employee relations and a 
cool head will show the employees 
that the boss is no different than 
they are. According to the 
speaker, many manufacturers 
know too little about handling 
labor and need to know the philos- 
ophy of the human problem, they 
need to study human emotions and 
they need to pick the right man 
for the job which involves con- 
tact with employees. 

In commenting on the distribu- 
E. Lillev, 
Bluefield. 


(Continued on page 78) 


tors’ buying policies, C. 
Superior-Sterling Co. 
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Outdoor Men and Summer 


HE two original, attractive 
window displays shown on 
these pages are most appro- 
priate at this time for use in 
hardware stores. The desired ef- 
fect can be very easily obtained 
without having the knowledge or 
skill of a trained professional dis- 
play man. A little ingenuity on 
your part will quickly reproduce 
these sales- stimulating displays 
which feature accessories for the 
outdoor man and necessities of 
summer sportsmen. 

The necessity for timely, sea- 
sonal displays is always para- 
mount in the eyes of a modern 
hardware merchandiser. Planned 
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window displays have definitely 
proven sales-getters. The hodge- 
podge method of displaying hard- 
ware items is passé—the variety 
usually displayed being such that 
it commands little or no attention. 
However, a concentration of sea- 
sonal items, at a time when such 
items are in demand, always 
proves a good investment. Store 
prestige demands planned dis- 
plays. All of the materials used 
in these displays are stock items- 
ready for immediate delivery— 
easily obtained at a very nominal 
price. 

Materials required for the out- 
door man display consists of a 





background of Acme Redi-Trim 
sailboat valance (hand sprayed on 
colorful, rigid corrugated paper 
20 in. wide) which costs but 
$4.00 in a 25-in. roll. This leaves 
plenty of extra display back- 
ground for future windows. The 
pedestals are cut to fit the ring 
sets which, when assembled, make 
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sturdy, attractive columns on 
which merchandise can be ele- 
vated. A roll of Redi-Trim costs 
only $3.00, while one dozen ring 
sets can be purchased for $1.90. 
The “swimming fish” and other 
cut-out portions of this display, 
including the “B-A-S-S_ S-E-A- 
S-O-N—J-U-L-Y 1”, are all cut 
from Redi-Trim. By following 
the squared off guide diagram 
you will have very little difficulty 
in duplicating these silhouettes. It 
is a simple matter to cut these to 
scale, in all instances, in propor- 
tion to the size of your window 
background. This supply of mate- 
rial will more than take care of 


this window, with sufficient left 
over to decorate at least two more 
windows. The total amount of 
$8.65 covers the display material 
—the greater part of which will 
be available for future displays in 
your window or the interior of 
your store. 

The summer sportsmen’s dis- 
play requires very little material—- 
in short, all that is need is one 
roll Acme Redi-Trim, 30 in. by 
20 in., at $1.60, one set of Acme 
yacht flags with 15 ft. nautical 
rope at $2.75, one regatta panel 
in four colors costing $3.50 and 
one dozen sets of 6 in. ring sets at 
$1.90. Here, for a total price of 
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Sportsmen's Window Displays 


$9.75 (with plenty of material left 
over for future displays), you can 
set up an original display that will 
undoubtedly cause comment in 
your particular territory and will 
immediately brand you as a pro- 
gressive merchant. 

All the display material, fea- 
tured in these suggested original 
window displays, is available at 
the prices indicated, from Acme 
Window Display Service, Inc., 305 
E. 46th Street, New York City. 
Without charge you can obtain a 
“very complete and helpful display 
materials catalog from this organi- 
zation—just mention that you are 
a reader of HARDWARE AGE. 
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At the top of the page is a display which should bring in profits during the picnic season. The tree is 
of brown felt with paper plates for leaves and stacls of paper cups for flower stems. Have fixtures and 
background in green. The lower display features various items used on the beaches during the hot days 
of summer. Use a sand tint for fixtures and background and have the ball reproduced in blue and white. 
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EHIND-THE-SCENES attempt 

to tighten enforcement of the 
Wagner labor-relations law under a 
CIO and Labor Board-sponsored 
measure would tie additional strings 
to RFC loans to business. Recipi- 
ents of loans would be made subject 
to the collective bargaining law ir- 
respective of the intrastate character 
of their business. Opposition to the 
move may be sufficient to drop that 
portion of the bill. It would then 
apply only to*firms doing Govern- 
ment business. 

xk kk 


WHAT’S the most democratic 
part of ouf national life? The 
American system of selecting busi- 
ness leadership. So said B. C. Hea- 
cock, president of the Caterpillar 
Tractor Co., Peoria, Ill., in address- 
ing the annual convention of the 
Chamber of Commerce of the United 
States. Mr. Heacock contrasted the 
different routes 4raveled by business 
men and politicians in reaching posi- 
tions of leadership. The political 
leader, he said, gets his job by the 
customary method of rounding up 
political votes, while the business 
man rises to the top by turning out 
a better and cheaper product than 
his competitor. 


xk 


IN THE first pronunciamento on 
the subject to come from the FTC, 
the Commission, to whom the Tyd- 
ings-Miller resale price maintenance 
law has been downright repugnant, 
has finally expressed itself on what 
it considers taboo under the new 
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BY L. W. MOFFETT 


Washington Representative 
of Hardware Age 


law. Containing only a hint that it 
was laying down some Tydings-Mil- 
ler standards, the FTC’s announce- 
ment said in effect that a company 
cannot go out and make price 
contracts and at the same time en- 
gage in any coercive measures in an 
attempt to strengthen its resale 
price maintenance plans. Practices 
ruled out by the Commission in- 
cluded: Reporting dealers who fail 
to observe retail selling price and 
later blacklisting them and supply- 
ing only those dealers who sell at 
the suggested price. The FTC’s 
view was made known when it an- 
nounced that distributors of Schick 
and Packard electric razors had 
agreed to discontinue certain com- 
petitive practices which the Commis- 
sion deemed to be unfair. 
xk k* 


THE interest on the national debt 
is piling up at the rate of $26 a 
second, $1,560 a minute, $93,612 an 
hour, and $2,246,691 a day. 

x * 


WITH the national income for ihe 
first quarter 5.4 per cent behind the 
corresponding period of last year; 
retail display advertising for the 
same period 9 per cent behind a 
year ago; market prices for major 
farm commodities 13 to 50 per cent 
less than a year ago (but 33 to 177 
per cent higher than the lows re- 
corded during 1932 and, 1933), the 


inner cirele of the New Deal is map- 


ping plans for an intensive drive 
against the depression this summer. 
The President has warned newspa- 
per men to make way in his outer 
office for a heavy stream of con- 
ferees — including Government fig- 
ures, business leaders, economists 
all in the interest of fighting the 
current economic reversal. Admin- 
istration strategists are re-oiling the 
relief and recovery coordination 
machinery centered in the National 
Emergency Council, which was 
scheduled to be liquidated on 
June 30. 
xk 

POLITICOS in Washington re- 
main unperturbed about the LaFol- 
lette third-party movement.  Vet- 
erans of the art, they recognize the 
rough-and-tumble road _ that lies 
ahead for the LaFollette lieutenants ; 
getting a place on the ballot in 
many states for a new party is like 
moving a mountain; the army of 
job-holders will never turn to an 
untried party because of its utter in- 
ability to provide the security of an 
established and well-oiled machine. 
But most of their complacency is 
attributable to the belief the Presi- 
dent will not let them down and al- 
low a new movement to steal much 
of his former progressive thunder. 
They confidently expect him to leave 
no stone unturned when it comes to 
pulling the props from ambitious 
third-party rivals and point to Mr. 
Roosevelt’s anti-monopoly message 
in which he stressed the necessity 
of a business system which provides 
employment. manufacturing and dis- 
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tributing facilities “to sustain an 
acceptable standard of living.” Also 
his move to broaden the Administra- 
tion’s Social Security program. They 
also find much solace in reports that 
the progressives assembled in Des 
Moines under the LaFollette banner 
greeted mention of Mr. Roosevelt’s 
name with ripples of applause. 
x**«k 
YALE’S Arnold thinks that a de- 
pression is the best time to start 
anti-trust cases. Running counter to 
the contrary orthodox opinion the 
Department of Justice’s trust buster 
contends that it is when business is 
in a nose-dive the big fellows can 
most easily put the little fellow 
behind the eight ball through unfair 
trade practices. This slant, when 
coupled with the President’s request 
for $200,000 additional for the Arnold 
division, is taken to indicate the 
Administration is planning impor- 
tant anti-trust drives. Arnold also 
sounded a new note when he said 
the Department of Justice will give 
reasons for action against corpora- 
tions or trade associations. Which 
has been interpreted as a tip-off that 
legislation will be asked to bar like 
practices in the future. But there 
will be no prejudging as to the 
legality or illegality of practices in 
effect or contemplated. 
x*x«k 
ONLY two Administration repre- 
sentatives addressed the Chamber of 
Commerce of the United States at 
its recent annual meeting—RFC 
Chairman Jesse Jones and Secretary 
of War Harry H. Woodring. Unin- 
vited was Secretary of Commerce 
Daniel C. Roper, who usually is on 
the chamber program and is friendly 
to business. The realistic RFC 
chairman, liked when he grants 
loans, but no easy lender, chilled the 
audience when he warned that the 
Government will do the banking if 
private banks fail to do it. Irritated 
because billions (about $60,000,000- 
000) in idle funds lie in the banks, 
Jones bluntly declared that “If 
banking is to remain in private 
hands it must meet the credit needs 
of the country.” The Jones blast 
was seen as another move to make 
bankers bring credit out of hiding 
in the face of banker insistence that 
they are only too eager to make the 
sales but cannot find desirable mar- 
kets. Jones’ fellow Texan, busy 
Representative Wright Patman, is 
happy over the address. He thinks 
it strengthened his Federal Reserve 
Bill to control credit. 
xk * 
THE $500,000 the President 
wants Congress to ante likely will 
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be forthcoming for an investigation 
looking to sweeping revision of the 
anti-trust laws. Mr. Roosevelt asked 
that the inquiry be made by the De- 
partment of Justice, The Federal 
Trade Commission and the Securi- 
ties and Exchange Commission. The 
O’Mahoney resolution to create a 
temporary national economic com- 
mittee for the anti-trust investiga- 
tion would add two Senators and 
two Representatives to the DoJ-FTC- 
SEC set-up. The message largely 
conveyed the thoughts of Attorney- 
General Homer S. Cummings and 
muffled reports that the angular 
head of the Department of Justice 
was on his way out. But the mes- 
sage also carried a hodge-podge of 
Jackson - Arnold - Cohen - Corcoran - 
Richberg views, and is said to have 
pleased none of them _ entirely. 
Richberg’s Bureau of Industrial 
Economics was given Presidential 
approval to the delight of the for- 
mer NRA legal warrior. The bet is 


that if the bureau is set up it will 
go to the Federal Trade Commis- 
sion, White House darling, and not 
to the Commerce Department, White 
House waif. 

xk * 


RETAILERS who can convince 
the Secretary of Labor that their 
employees are engaged in a local re- 
tailing capacity can claim exemp- 
tion from the Administration’s wage 
and hour standards; otherwise the 


‘ceiling for hours and the floor for 


wages will apply. Complaints heard 
repeatedly that the bill allowed too 
much discretionary power were di- 
rected at just such provisions. The 
Secretary can give the term a rather 
broad or restricted interpretation, 
but it is completely up to her and 
her colleagues to draw the line. 
NRA experience points to a broad- 
ened interpretation and resultant 
broad coverage. 


MODEL KITCHEN WINDOW PULLS SALES 











This window, made up like a model kitchen, pulled sales so well for 
the Otto Herrmann, Inc., hardware store, Glendale, Long Island, N. Y., 
that it was kept intact for more than seven weeks. A dozen or more gas 
ranges, some of them larger than the one shown, five or six complete 
cabinet set-ups, and more than a dozen cabinet sinks were sold largely 
as a result of this attractive display. A number of table appliances 
shown were also sold during the time the display was used. Chris. 


Fisher, Herrmann’s display man, created this “kitchen”, painting the 
. “scene” showing through the “window”. Every item in the display, that 
was not used just to create the proper kitchen atmosphere was from the 
store’s stock, and all larger items offered by the store were priced. 
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MODEL No. 609 








all SELLING FEATURES 


Proved-Dependable Performance ! 


It’s going places...this New Streamlined Coleman Self- 
Heating Iron! It’s going to set the pace for new sales records! 
And right now is the time for YOU to share in the profits. 


LY) Cote (-) Mo] Oh< ab ts oy <- bale MMB ath, ame 5 <0) cc UE Col CoM c1-1-) OED 5 do) cE CG 
chromium plated base to its new Natural-Grip handle...up 
to the minute in modernistic beauty and streamline design 
MMP VaWelbtc-ic-balobbatem-Vod abtchc burl sat whem Ore) (-yut-bem-valephal:\-vebale mt) ot0m 
It’s the iron thousands of women want. Many new selling 
features. It retains the same burner structure and the same 
sb Ted atebate ME-bale MMe) ol-be-Lobate ME oy abates)o)(-MR. ged lol WM ct-t-B o) coh 4-1> ME -ToMmoltt as 
standingly successful and dependable in former models. 


One look will convince you that Model 609 is a “right- 
now’ seller. Ask your jobber for prices and discounts. Ask 
us for new Sales Helps. Write today. 


THE COLEMAN LAMP AND STOVE COMPANY 


Wichita, Kans.; Chicago, II].; Philadelphia, Pa.; Los Angeles, Calif. (1p7) 
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Business Needs Improved 
Service That Will 
Create Sales 


Fair trade laws, etc., are advocated chiefly 
to regulate “the other fellow”, whereas busi- 
ness could better help itself with ideas 
that help build profits through improved 
service and better values for merchandise 


By MARK J. LACEY* 


President and General Manager, 
Peck, Stow & Wilcox Co., 


Southington, Conn. 


SUCCESSFUL business-man 
A frien of mine, C. J. Whip- 

ple, president of Hibbard, 
Spencer, Bartlett & Co., Chicago, 
frequently states that “We cannot 
be legislated into success.” Like- 
wise, in my humble judgment, I 
find myself floundering in my 
attempts to expect any help for 
business from the current so-called 
fair-trade or price-regulation laws. 
My own observation seems to lead 
me to conclude that most advocates 
of such laws are enthusiastic for 
instruments which will regulate the 
other fellow. 

In my opinion, instead of man- 
ufacturers, distributors and retail- 
ers trying to get the Government 
to enact laws to control the ex- 
cesses of competition, they could 
help themselves more by rendering 
improved service. Service im- 
proved to the point where it will 
create and increase sales. To do 
that, it must be impregnated with 
ideas. Such builds profit and then 
the regulating can become fairly 
automatic, because to risk losing 
participation in something worth- 
while causes even the irregulars to 
hesitate. 

No business is more competitive 





*Addressing the U. S. Chamber of 
i ae at Washington, D. C., May 
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than the one that I am in; and | 
would like to picture what we have 
attempted in this direction. 

The use of mechanics’ tools to 
a large extent depends upon build- 
ing and when the building indus- 
try started on its rapid toboggan 
slide our problems became increas- 
ingly serious as the depression 
became more acute. Orders to us 
from jobbers specified for smaller 
and smaller quantities and as our 
volume of business went down our 
unit cost came up. We were faced 
with a vital problem. When | 
contacted one of the largest dis- 
tributors for a suggestion, I was 
told that nothing could be done 
unless prices could be reduced. A 
further study convinced me of the 
fact that there was a market for 
tools left if I could only evolve 
some method for getting the prices 
down to a level that the consumer 
could afford to pay. Trying to re- 
duce prices with our manufactur- 
ing costs increasing was simply 
reviving hopeless attempts which 
had already been made again and 
again. I reasoned, therefore, that 
the only vulnerable point was dis- 
tribution; wholesaler to retailer; 
who in turn reaches the ultimate 
consumer— and that became my 
point of attack or approach. To- 
day I am happy to find ourselves 





MARK J. LACEY 


able to believe that this reasoning 
has been proved sound. 

Our initial task was to study 
the complete line of tools that we 
manufacture, a very extensive one, 
and to select the tools and sizes 
which are required in large vol- 
ume, at least potentially, drasti- 
cally eliminating any and all that 
would never sell in supporting 
quantities. Likewise we moved 
away in our plans from any super- 
fluous finish. We endeavored to 
view the problem from the stand- 
point of the consumer; planning 
to supply him with tools that 
would honestly answer his pur- 
pose but at the same time eliminate 
every possible item of expense in 
both the manufacture and distribu- 
tion of the goods. Finally all of 
that objective began to appear pos- 
sible, up to the end of our manu- 
facturing the tools, and if we could 
get them to the consumer economi- 
cally enough to leave their final 
price—what the consumer could 
afford to pay. I remembered from 
years of sales work that the aver- 
age storekeeper, referred to here 
in contradistinction to the mod- 
ern, efficient merchandiser of to- 
day, instinctively shied away 
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HERE’S THE NEW 


. ley-HOT 


TRADE-MARK REG. U.S. PAT. OFFICE 















@ A vacuum bottle flashing with color— more popular than ever before. It displays 
smartly styled to meet today’s (and to- well, and moves fast. 
morrow’s) demand—with streamlined alu- Available in all sizes, and with kits for 
minum cup of extra large capacity ... that’s lunch-carrying folks from seven to seventy 
the new Icy-Hot Vacuum Bottle. years of age. Distributed exclusively through 
The Icy-Hor name is known to count- wholesalers to the independent retail trade. 
less thousands of vacuum bottle buyers. In Manufactured by Icy-Hor Division, The American 
its snappy red and black dress, Icy-Hor is Thermos Bottle Company, Norwich, Connecticut. 
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from the wise policy of trying to 
see how much he can give for the 
money; and tried, instead, to fol- 
low the inevitably unprofitable 
one of “How much money can I 
get for this?” 

For the sake of emphasis in il- 
lustrating the improved store at- 
mosphere that exists today, I may 
be permitted to mention an in- 
stance which might otherwise 
sound like disparagement. I re- 
called observing two retail hard- 
ware men in a wholesale house 
some 20 years ago, one tugging at 
the sleeve of the other who had 
manifested interest in a_ special 
offering of paring knives, saying, 
“I thought I’d buy an order of 
those special paring knives.” The 
other quickly ridiculed the idea 
adding: “Didn’t you notice that 
they have the retail price etched 
right on to the blade of each 
knife? You can go over to so 
and so and buy the same knives 
without those prices shown and 
you can then ask twice as much 
for them.” Another time I saw 
a paint brush, defective to be sure 
—the particular one reaching my 
attention — returned for replace- 
ment by the retailer; and that 
brush had been sold by the whole- 
sale distributor as a special at 
99 cents, for retailing as a gen- 
uine bargain at $1.19, but the 
retailer’s own price-mark now 
shown upon that brush was $2.25! 

This brings me up to the sub- 
ject of “deals,” commonly known 
as “assortments.” We foresaw that 
we must achieve the economy or 
saving that would come out of the 
very air if we could sell our tools 
in deals. But any merchandising 
plan or experience soon meets the 
history of how so-called shrewd 
traders, of old, used to offer 11 
dozen Windsor dippers and a 
single dozen of 10-quart pails as 
an assortment of one gross of 
“tops” sellers—and of course the 
great grandson, who eventually in- 
herited that store still had some 
of those unsold Windsor dippers 
—good for nothing except donat- 
ing to some cause in the commu- 
nity that he didn’t like! That is 
why the name “assortment” is 
looked upon as something not to 
buy. 

In considering costs, either to 
manufacture or costs to sell it is 
axiomatic that the larger the order 
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the smaller the unit cost. So by 
now all we had left to plan was 
how to get our large lots moving 
through the trade channels. I 
might add that once we got started 
the pace became rapid and even 
less difficult—probably because 
daily proving itself. 

Faulty pricing had long been 
common practice; not only too 
high but sometimes too low final 
prices to the ultimate consumer 
were met with. We carefully stud- 
ied all the markets that we could 
find and thus eventually ascer- 
tained what a certain tool, all an- 
gles considered, ordinarily should 
rate in equivalent of the public’s 
money. 


The Next Step 


Then remembering those paring 
knives with the retail price etched 
onto the blades and, therefore, not 
easily eliminated, we attached 
plainly printed paper price-tags 
which could be removed. But we 
were confident that the laziness 
factor could be depended upon 
for causing the final seller to de- 
lay—until, because the price was 
reasonable, the tools would have 
sold themselves and be out of his 
hands, too late to retard their 
sale by trying to make a so-called 
profit via a too high mark-up. 

Next, we packed the largest but 
still economical deal or assort- 
ment for an average retailer to 
buy, including not at all only what 
we wished to sell but only what 
the public would buy. Proof to- 
day is reflected by the fact that 
six years after that initial offer- 
ing—our selections remain prac- 
tically unchanged. This deal car- 
ries a useful variety, in properly 
proportioned quantities—two fac- 
tors required by the final seller 
in order to indicate an interesting 
source to the consumer prospect. 
I should make clear right here that 
we used the very highest quality 
of materials but saved everywhere 
we possibly could in the matter 
of finish so as to keep the costs 
down; and as a result we devel- 
oped what we call an “arrested 
finish.” Many of the costs we 
eliminated were once considered 
essential. 

I then submitted our deal to 
one of the country’s largest whole- 
sale distributors of hardware, who 





had told me a year before that 
his firm had decided back in 1926 
that “tools don’t sell.” Well, after 
studying that offer less than two 
hours he gave us an order for 


’ $22,000 worth net—a lot of any- 


thing that six years previously it 
had been decided could not be 
sold. He has bought over half 
a million dollars worth of this 
line from us since then. By now 
we also sell this line to 32 other 
wholesale distributors. Surpris- 
ingly, with the temporary return 
of what were called better times, 
this competitive priced tool line 
helped the sale of the more highly 
finished tools which, of course, we 
also manufacture. 

What we really did was supply 
merchandising plans which work; 
therefore, our participants, both 
wholesale and retail, gain profit 
from them. The value of these 
plans created desire to participate 
and as a natural result; the more 
or less automatic “policing” regu- 
lated its own competition—better, 
I believe than any like-the-late-pro- 
hibition-law ever could. Working 
along with the fundamental law 
of supply and demand is much 
more effective than any “regula- 
tion of trade,” expressed in price- 
fixing; because this is often in- 
fluenced by the hope for abnormal 
profits—besides being almost im- 
possible to enforce. 

To recapitulate, we think that 
we eliminated the cost factor that 
thoughtless, and I might call it, 
unintelligent expensive piece-meal 
buying creates. We kept our selec- 
tions rigidly honest and we showed 
wholesalers that these economical 
larger-than-average deals of tools 
could be sold. 

Perhaps the best thing that has 
come out of our experiment is a 
closer and a more genuinely 
friendly relationship, a relation- 
ship of understanding, with our 
wholesale distributors. We have 
convinced them that our prob- 
lems are mutual and in working 
out the details we have found their 
suggestions helpfully valuable. 

I told at the outset of my sub- 
scribing to Mr. Whipple’s state- 
ment that we cannot be legislated 
into success; and in closing, I wish 
to add that I fear, however, We 
Might Be Legislated And Taxed 
Out of Even All Chance For Suc- 


cess in Business. 
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HON. GEORGE VIN- 
CENT AYRES, president, 
Geo. V. Ayres & Co., Inc., 
Deadwood, S. D., hardware 
and mine supplies dealers, 
continues at the age of 85 as 
active head of the concern 
bearing his name. His busi- 
ness career began in a drug 
store in Beatrice, Neb., in 
1870 where he remained for 
six years after which he went 
to the Black Hills which were 
then part of the Sioux Indian 
reservation. With other men 
he walked from Cheyenne to 
Custer City—a distance of 
more than 300 miles—most of 
the way through heavy snow. 
In May of the same year he went to Deadwood where 
his first business activity was helping fill a contract for 
100,000 feet of saw logs. He returned to the retail busi- 
ness as an employee of the general store of Harlow & 
Co., Custer, in October, 1876, and later managed a 
branch store for the same company in another town. For 
a time he also engaged in placer mining in Sunday 
Gulch near Hill City. His hardware career began on 
Nov. 15, 1877 with the R. C. Lake Hardware store, Dead- 
wood, S. D., which later became the firm of Isman & 
Ayres with Mr. Ayres as junior partner. Of his early 
days in the hardware business he says, “The nearest rail- 
road station was 300 miles away, our freight being trans- 
ported by mule and bull teams. The condition of the 
roads was such that it took from 20 to 60 days for mer- 
chandise to be taken from the railroad station to the 
store.” All tinware sold by the store was manufactured 
at that time in the company’s tinshop and much of the 
merchandise and materials sold by the store had to be 
imported from Germany, England, Norway and Sweden. 
The business assumed its present name in 1934, when 
the firm was incorporated with Mr. Ayres’ son, Albro C. 
as vice-president. Mr. Ayres served as a member of the 
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provisional city council of Custer City until the signing 
of the treaty with the Sioux Indians, Feb. 27, 1877, by 
which the Black Hills area was ceded to the United States. 
He has held numerous public offices, having been:—a 
member of the Deadwood City Council; member, 
Lawrence County Commissioners for 10 years, four years 
of that time as chairman; receiver of public monies, U. S. 
Land Office, Rapid City, S. D., and a member of the South 
Dakota Legislature for two terms. He has been active in 
county and state Republican party committees, is a 33rd 
degree Mason, a Shriner and president of the board of 
trustees of the Masonic Grand Lodge of South Dakota. 
He is a Rotarian, member of the Deadwood Chamber of 
Commerce and is chairman of the board of directors, First 
National Bank of Lead. At different times in his career 
he has been president of the Deadwood Business Club, 
president of the board of trustees of the Adams Memorial 
of Deadwood and a director of the South Dakota Chil- 


drens’ Home. 


ADOLPHUS CATLIN 
CADE, president and treas- 
urer, Allen & Jemison Co., 
Tuscaloosa, Ala., wholesale 
hardware distributors, grew 
up with that company. In 
September, 1887, Mr. Cade 
who was then but 13 years of 
age became an office boy for 
Allen & Jemison Co., which 
was then in its infancy having 
been founded just four years 
before. On June 30, 1907, he 
was elected assistant secretary 
and,treasurer of the company, 
becoming secretary and treas- 
urer, seven years later. He 
was elected vice president and 
manager in June, 1926, and 
since June, 1930, has been president and treasurer of 
Allen & Jemison Co. He is well known throughout the 
southern hardware trade and has long been an active 
member of the Southern Hardware Jobbers Association, 
having served that organization as a director and member 
of the executive committee. Mr. Cade is an active church- 
man being steward of the local Methodist Church. His 
business organization affiliations are numerous. He has 
been president of the local Rotary Club, local Credit As- 
sociation and local Traffic Bureau as well as a director 
of the Chamber of Commerce. Mr. Cade has been vice 
president and director of the First National Bank of 
Tuscaloosa and a director of the Industrial Bank of 
Tuscaloosa. He is particularly fond of playing golf and 
is a director of his country club. His hobby is farming. 
When Mr. Cade recently celebrated his 50th anniversary 
as a hardwareman his employees presented him with a 
bronze plaque at the bottom of which were given the 
names of all the company’s employees. 
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ADVANCES 


Light “U” Type Self-Fastening Fence Posts. 


DECLINES 


Some 2nd, 3rd Line Hammers. 
Some Makes Parers. Lead. Zinc. 


Farm Fence Posts —The 
American Steel & Wire Co. has in- 
creased the price of light “U” type 
self-fastening fence posts $3.00 per 
ton, by reestablishing the former 
differential of mark-up for 
posts over the angle posts. 


these 


& * * 


Hammer Prices—Slight de- 
clines have been put out by David 
Maydole Tool Corp. on the second 
line and third line nail hammers 

with no change on Maydole first 
quality numbers. Norwich 16-02. 
nail hammers are reduced to $8.00 
per dozen, and the similar size in 
Maydox brand, to $6.00 
costs to the retailer. 


these being 


x * + 
Building Materials — Prices 
on prepared roll roofing. after re- 
covery from the recent low price 
levels are holding firmly. Small ad- 
vances made in April on 75 and 90- 
lb. slate-surfaced and on the com- 


petition talc-surfaced grades have 
held. No general advance on other 


roofings, shingles and accessories is 
expected before July 1. 
* * * 
Steel Price Revisions 
ing revisions in 


Sweep- 
classifications of 
flat rolled steel products, eliminat- 
ing the inconsistencies and overlap- 
ping that have resulted from the 
wide adoption of the continuous mill 
in recent years, were the most strik- 
ing feature of the third quarter 
price announcement issued by the 
Carnegie-Illinois Steel Corp.. says 
the May 26 issue of The Iron Age. 
Bethlehem Steel Co. and some of the 
other independent companies have 
also issued new prices. The adjust- 
ments in flat rolled steel include the 
abandoning of a separate hase price 
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Linseed Oil. Copper. 
Some Copper Products. 


for No. 24 gage hot rolled annealed 
sheets, formerly designated as black 
sheets, and the adoption of one base 
price for all hot rolled sheets and 
another for cold rolled sheets, re- 
placing dual basing covering heavy 
and light sheets in these classifica- 
tions. Hot rolled strip, which in- 
cluded width up to 24 in., is confined 
to a maximum of 12 in., with wider 
sizes to be governed by sheet base 
prices and extras. Tin mill black 
plate will be sold as such only in 
gages of 29 and lighter; heavier 
gages to be on the sheet card. 

Cold rolled strip steel has been 
reduced $2 a ton with no changes 
in extras. Commodity cold rolled 
strip, used by the automobile indus- 
try and other large consumers, will 
also be revised downward to con- 
form to sheet and strip base price 
changes. An announcement is ex- 
pected momentarily on galvanized 
sheets, on which there will probably 
be a lower base price, but with 
changed extras and an increase in 
the additions for less-carload lots 
and possibly the elimination of the 
functional discount to jobbers, says 
The Iron Age. A few pig iron 
makers have reaffirmed current 
prices for the third quarter and 
others are expected to take similar 
action. 

The adoption of new base prices 
and extras for sheets and strip re- 
sults in higher net prices on some 
items and lower net prices on others, 
the changes about balancing each 
other. Light gages and narrow 
widths are generally higher, while 
heavy gages and extreme widths are 
lower. Until June 30 buyers may 
avail themselves of either the old 
or new system, whichever results in 
a lower net price. 


Linseed Oil and Turpentine 
Prices on these lines are at an ex- 
tremely low level, and at nearly the 
peak of the season’s demand. While 
there is no immediate outlook for 
betterment, inventories have been 
reducing sharply for many months 
past. and prices are hardly likely to 
continue dropping. Quotations on 
linseed oil are below the low aver- 
age of 1936, yet the latest market 
changes again were declines. on 
May 13, a drop of 214 cents per 
gallon, and on May 20. another of 
114% cents. Turpentine is lower than 
in any recent year. 

* * * 

Copper Reduced- -A highlight 
of the news on May 19 was the re- 
duction of one cent per lb. in the 
wholesale price of copper, to 9 cents 
at Connecticut Valley basing points 

the lowest level since October, 
1935. Domestic copper had held at 
10 cents per lb. since last Novem- 
ber, except for a brief upward flurry 
in January. Last year’s high mark 
was 17 cents, but relatively little 
copper actually changed hands 
after the price passed above 14 
cents early in the year. Copper sta- 
tistics have been increasingly bear- 
ish for several months. Reserve sup- 
plies had fallen sharply to a low 
in April, 1937, of less than 100,000 
tons. There was no disturbing in- 
crease until September. since which 
date. however, stocks have accumu- 


lated. rapidly. to an April. 1938. 
total of above 355.000 tons. 
* * * 
Copper Products— Wire 
drawers and_ sheet fabricators 


promptly put out new prices con- 
forming to the cut in copper. bare 
and magnet wire being marked down 
one cent per lb., and weather- 
proofed 34 cents per lb. Reductions 
of 34 to 114 cents per lb. also were 
announced on the varieus brass. 
bronze, and nickel silver alloys, in- 
cluding sheets and tubing, but no 
change has appeared in brass pipe 


or copper water tubing. at this 
writing. 
* * 
Other Commodity Prices 


The break in copper has signaled 
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further weakness in other wholesale 
commodity prices, the Moody daily 


disappointingly light, so that total 
January-April, 1938, production of 


Steel pipe prices were unchanged. 
The Bureau of Labor’s index of 


index dropping on May 20 to 134.8 plumbing and heating products av- wholesale plumbing and heating 
per cent (of late 1931) compared eraged 45 per cent less than for the equipment prices advanced from 


to this year’s high on Jan. 10 of 
152.9 per cent, and a 1937 high of 
228.1 per cent. Tin, rubber and 
hides were weaker, rubber now hav- 
ing slumped to about half the year- 
ago levels. On May 10 a reduction 
of 15 cents per 100 Ib. on slab 
zine completely cancelled the short 
recovery of last month and brought 
zinc again to the three-year low 
basis of $4.00, East St. Louis. Stocks 
of zinc have been increasing. but 
there is general recognition of $4.00 
as an attractive buying level. On 
May 23, lead prices were reduced 
25 cents per 100 Ib. to $4.10 
St. Louis, comparing with $5.85 at 
this time last year. A relative mark- 
down is possible on such lead prod- 
ucts as pipe. sheets, and the cheaper 
babbitts. 
* * % 

Plumbing Supplies—Dun re- 

ports that buying interest has been 


similar 1937 period. Heavy depen- 
dence has been placed on govern- 
ment-aided modernization work to 
bolster this year’s volume. Under 
the revived FHA Credit Plan, funds 
for the installation of heating and 
sanitary systems, in old or new 
dwellings. are available at low in- 
terest rates and on long terms. The 
public, however, has been slow to 
take advantage of this plan. Weak- 
ness in the price structure, dating 
from last September, has continued 
through the opening months of 1938. 
Most wholesale quotations on May 1 
were estimated at 10 to 20 per cent 
below a year ago, with some lines 
down 25 to 30 per cent. The decline 
on many large boilers reached 20 
per cent, and on radiators 10 per 
cent. Certain iron and brass items 
were off 15 to 20 per cent from a 
year ago, with plumbing enamel- 
ware down 5 to 7 per cent. 


the all-time low of 59.4 for April, 
1933. to a six-year high at 80.6 for 
October. 1937. By April. 1938, it 
had receded to 78.9 per cent. 


* * * 


dir Conditioning Sales —-Sales 
of air conditioning equipment in 
March amounted to $5,419,116, com- 
pared with February. 1938. sales of 
$4,428.469. This was an increase 
of 22.3 per cent, as reported by the 
Air Conditioning Manufacturers’ 
Association. Sales represent a nom- 
inal seasonal gain since last De- 
cember, when the total amounted to 
$2.081.672. Sales in March, 1938, 
were the largest for any month since 
July. 1937, when the total was $7,- 
508.778. 
* * * 
Tin Consumption Decline 

Apparent world consumption of tin 


(Continued on page 74) 
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How Does Business Feel About 
the Political Situation Now? 


A resume of reactions developed during 
the recent U. S. Chamber of Commerce 
Convention in Washington, D. C. 


OW that the recent annual 
| \ meeting of the Chamber 

of Commerce of the United 
States has come and gone, it is 
interesting to reflect on its atmos- 
phere. How does business feel 
about the political situation? Has 
it changed its mind—undergone 
an evolution of thinking with re- 
spect to its treatment by Washing- 
ton? The impressions gathered 
from association and discussion 
with the delegates are offered as 
an answer to the query for the 
subject is important in its bearing 
on Government-business relations 
and the concomitant prospect of 
hitting the trail of recovery. So 
here is an attempted summary of 
the impressions. 

Business came to the Chamber 
meeting this year in a calmer, less 
emotional frame of mind than in 
previous years of the New Deal. 
It reflected a progressive trend 
away from earlier passionate criti- 
cism of Administration policies. 
But the more moderate tone em- 
phasized better than did the more 
bitter tone the wide rift that exists 
between the Administration and 
business as represented by the 
Chamber, with its 1,000,000 mem- 
bers. Its membership makes up a 
nation-wide cross-section of small, 
medium-sized and large business 
and finance. The opposition to 
Administration policies — labor, 
taxation, spending, monetary, crop 
control, etc.—was more settled 
and determined than ever, but ex- 
pressed more thoughtfully and 
constructively. If any difference 
in degree of opposition was to be 
found either in formal addresses 
or in informal conversation, small 
business appeared to be more im- 
patient than big business. This 
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circumstance is ironic when it is 
kept in mind that the Adminis- 
tration has affected so much sym- 
pathetic interest in and professed 
to be so helpful to the former 
while directing vigorous attacks 
and legislation against big busi- 
ness. 

Both little and big business 
manifested fully a desire to co- 
operate with the Administration 
to restore recovery. By cooper- 
ation they meant business working 
with the Government and Govern- 
ment working with business. There 
was wide feeling that the Govern- 
ment in urging business coopera- 
tion has been insisting on cooper- 
ation on a one-sided basis—the 
Administration’s side. Freely in- 
terlaid also was a feeling of re- 
sentment that Administration 
spokesmen have ovetworked warn- 
ings that the Government would 
take this, that or the other action, 
if business and finance do not 
open the way for recovery, the 
spokesmen serenely disregarding 
charges that the path has been 
kept closed to business initiative 
by Administration policies of re- 
straint. 

The business attitude is epito- 
mized by the resolution adopted. 
The outstanding complaint by in- 
dustrialists as a group was against 
the one-sided labor policy of the 
Administration. Even more force- 
fully, even if in relatively re- 
strained terms, it was insisted that 
the National Labor Relations Act 
be broadened to give the employer 
his day in court on an equality 


with labor. It was amendment 
rather than repeal of the act that 
was asked. Coupled with the at- 
tack on the act as it stands was 
strong criticism of its administra- 
tion by its present CIO-biased 
board. There was a common oif- 
the-floor expression that, by rea- 
son of its definite prejudice, the 
board personnel is a hindrance 
rather than an aid toward develop- 
ing agreeable labor-business rela- 
tions and should be ousted. Im- 
probable though a new board per- 
sonnel is, business is no more 
desirous of seeing a change than 
is the American Federation of 
Labor. It was, therefore, sig- 
nificant that AFofL, sensibly 
enough, sought to give force to 
the sentiment while it was being 
expressed at the Chamber meeting. 
In a statement by President Green 
AFofL urged teamwork _be- 
tween labor and industry. Though 
not a new thought, nevertheless it 
was well-timed for the purposes 
intended—to play to industry, and 
to take a crack at both the CIO 
and the NLRB. Moreover it fitted 
in with pleas for such cooperation 
made by such speakers as G. 5. 
Chiang, director of industrial and 
public relations for the United 
Rubber Products, Inc. There was 
considerable quiet criticism by 
delegates that the Chamber offi- 
cially disregarded the Green ges- 
ture. It was the feeling of critics 
that the Chamber should at least 
have acknowledged the Green 
statement and expressed gratifica- 
tion at its offer of labor coopera- 
tion with industry to bring about 
recovery. 

The desire for labor-business co- 
operation was just as prevalent as 

(Continued on page 76) 
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HE Chamber of Commerce 
of the United States has just 
closed its meetings in Wash- 
ington. I have followed the pub- 
lished speeches very carefully. A 
great variety of subjects was 
touched upon and discussed with 
great frankness. In the nature of 
the case, with such a large mem- 
bership, with such varied inter- 
ests, it is difficult for an organi- 
zation such as this to get right 
down to tacks, to analyze all that 
has been said and to select the 
most important. What would be of 
great value following a meeting 
of this kind would be for some 
well-informed, sharp-witted ana- 
lyst to boil down the most essen- 
tial things that were said and pro- 
posed at ihe meeting, and then 
publish this résumé. 

Of course in an open meeting 
such as this, every member who 
wants to talk must be allowed to 
talk as much as he pleases. This 
leads to many members discuss- 
ing their fads or pet ideas. Some 
of them are important and others 
are trivial. Nevertheless, taken as 
a whole, when studied carefully, 
this meeting of the Chamber of 
Commerce has developed pretty 
clearly what the average business 
man thinks about conditions as 
they are in this country, and the 
bearing that government, business 
and labor have had on the present 
business situation. 


Government Interference 


There was a general complaint 
about the interference of govern- 
ment in business. Figures were 
given of the number of reports 
and questionnaires the average 
business house has to answer. 
Complaints were made of the vis- 
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its of government officials who 
consumed a great deal of the time 
of the leading executives and law- 
yers paid by these corporations, 
to help answer the government 
questions. Many executives stated 
that it took so much of their time 
now to look over the reports made 
to the government, to fill in 
answers to questionnaires, to meet 
government representatives, that 
they actually had no time or 
strength left to push their busi- 
ness. For this reason, Winthrop 
Aldrich of the Chase Bank sug- 
gested a resting period of three 
years so business could get its 
bearings and digest all of the new 
ideas and reforms. 


Too Much at One Time 


It is quite evident to any im- 
partial thinker that the main trou- 
ble in Washington has been that 
they have attempted to make too 
many reforms at the same time. 
It will require a period of many 
years to carry out these reforms, 
éven if they are desirable, which 
no doubt many are. 

The scandals that have recently 
developed in Wall Street indicate 
that the President was right, and 
that Wall Street sorely needed a 
cleanup. One speaker at the 
Chamber of Commerce meetings 
stated that the trouble with the 
New York Stock Exchange in the 
past had been that it was run as 
a private club, instead of being 
run openly and in the public in- 
terest. There have been a num- 
ber of minor scandals in Wall 
Street that for some reason the 
leading newspapers of the coun- 
try have not aired. Probably the 
idea of these papers has been that 
with conditions such as they are 





it was to the public interest to 
“soft pedal” some of the bare- 
faced looting and buccaneering 
that have been done, especially in 
the conduct of investment trusts. 

Much could be written and said 
on the above subject. However, 
we now have a new board of gov- 
enors for the Stock Exchange, 
composed entirely of young men 
and new men. The chairman of 
this -board, young Mr. Martin of 
St. Louis, is only 31 years of age. 
Let us wish the new board and 
the new president, who will now 
draw a salary, success in straight- 
ening out the difficult affairs of 
Wall Street, and in continuing 
these efforts in the future in such 
a manner that Wall Street will re- 
gain the confidence and good will 
of the investment public. 

The taxation of business was 
given a large measure of attention 
at the Washington meeting. In in- 
dusty after industry it was shown 
that the annual taxes of those in- 
dustries were more than the divi- 
dends declared to the stockhold- 
ers. Many were surprised to learn 
that most of the states were taking 
a larger share of taxes than the 
Federal government. 


Low Tax States 


From time to time, during the 
last few years, I have written 
about these local and state taxes. 
It is only when the actual figures 
of the various states are placed 
before you that you can grasp 
what has been happening. As I 
have pointed out before, some 
states, such as Connecticut, have 
practically no state debts. Taxes 
are low. If your home happens to 
be over the line in New York 
State, instead of Connecticut, the 
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New Yorker with apparently no 
advantages over the resident of 
Connecticut has to pay much 
greater taxes. It is interesting, in 
studying these figures to note that 
even in these times certain states 
have no state debt and very low 
taxes. Nebraska is an excellent 
example. However, a large part 
of this tax situation, especially 
that in the states, is the fault of 
the taxpayer. He was not vigilant. 
He did not study what was hap- 
pening. He has been looted by 
politicians and contractors. While 
many buciness men have been de- 
voting all of their time to business, 
some of their neighbors have 
taken advantage of their lack of 
attention to local affairs and have 
fattened at their expense. 


Pump-Priming 


Now we are threatened with an 
outpouring of money to prime the 
pump. Five billion dollars seems 
to me an enormous sum of money. 
If this plan goes through, whether 
the plan is a success or failure, 
this burden will have to be carried 
by a future generation. As the old 
saying goes—“nothing is sure ex- 
cept death and taxation.” 

All of us are wondering if the 
five billion dollar pump-priming 
gets started, who will get the 
money. Will it go where it will do 
the most good for the country, or 
will it feather the nests of the priv- 
ileged class of political loafers? 
Business men I meet are very pes- 
simistic in regard to how wisely 
this great sum of money will be 
spent. 

Labor and the Labor Board 
came in for their share of severe 
criticism at this meeting. It was 
felt that the demands of labor 
have been excessive. A study of 
some of the wages paid certain 
classes of labor shows just how 
ridiculous it all is. For instance, 
engineers on a special train be- 
tween New York and Washington 
are paid at the rate of $4.40 an 
hour. This is certainly an exces- 
sive price for the work done, when 
one considers that the running of 
trains nowadays is largely a mat- 
ter of remote control, and the re- 
sponsibility of engineers have been 
very much curtailed. 


There has been developed here 
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in New York City on a very large 
scale a new method of buying and 
selling goods. Large buyers, such 
as mail order houses, chains, de- 
partment stores, etc., have estab- 
lished buying offices here in New 
York. These offices are well or- 
ganized under a group of buyers 
who understand values. Manufac- 
turers, especially those who have 
distress merchandise to offer, are 
invited to send their salesmen with 
samples to this organized buying 
group. I understand that goods 
are being bought at unheard of 
low prices. These goods are to be 
used by the members of this group 
for pump-priming sales purposes, 
to attract consumers. From the 
information I have gathered, all 
kinds and lines of goods are being 
bought through this association. 
In many cases it is reported that 
for immediate sale and immediate 
cash payment, salable goods are 
being offered at from 10 to 25 per 
cent of their usual selling prices. 
Naturally, the goods offered are 
not nationally advertised brands. 
It is reported that at one of these 
meetings 500 manufacturers’ sales- 
men appeared with their samples. 


Special Brands 


Now that many manufacturers 
are attempting to maintain their 
resale prices according to the fair 
trade laws, many large buyers are 
turning to special brands. At 
breakfast the other morning I was 
interested in a large folder near 
my plate. When I spread it out 
on the table I saw the goods of- 
fered for sale were articles in the 
drug, cosmetic and house furnish- 
ing lines. They were common 
items bought almost daily for the 
average family. The sale of these 
goods was to take place the fol- 
lowing week. All of them were 
priced very low. Almost every- 
thing in the circular was under 
one special brand “BOB” Bloom- 
ingdale’s Own Brand. No doubt 
thousands of these circulars have 
been sent out in the sales district 
of this large department store in 
New York. 


* * * 


It is interesting to note that in 
the first four months of this year 


the leading drug journals state - 





that the drug business of the 
United States was only off 1.5 per 
cent, as compared with the same 
period last year. It is claimed by 
these drug journals that the reason 
the drug houces have not suffered 
like those in other lines is because 
standard manufacturers’ brands of 
drugs in times past were kicked 
around like footballs by the price 
cutters. Now, under the fair trade 
laws, the consumer of the country 
finds that he can buy these favor- 
ite brands at just as low prices 
in the drug stores as he can in the 
chains. In other words, by reason 
of the fair trade laws the drug 
stores are now getting back busi- 
ness that they formerly lost to 
the price cutters. 


Here’s an Idea! 


J. M. Jackson, 320 Market St., 
San Francisco, Cal., has sent me 
a very interesting device, called 
the “Ever-Last Label Protector.” 
The object of this little gadget is to 
mark plants. There are a lot of 
gardeners and flower lovers in this 
country. There are garden clubs 
everywhere. When, for instance, a 
special plant is bought, the gar- 
dener usually attaches a tag with 
a string to the plant. Unfortu- 
nately, when it rains, or when the 
plants are watered, the strings rot 
and the tags disintegrate. 

This new item for marking 
plants consists of a small glass 
tube about 3 in. long and ¥% in. 
in diameter. One end of the tube 
is open. The other end has an eye 
in which is inserted a copper wire. 
The name of the plant is written 
on a piece of paper, it is inserted 
in the tube so it shows on the out- 
side and the open end is corked 
with a composition cork of a ma- 
terial resembling rubber. Then 
this little glass tube is attached 
to the plant by means of the wire. 
The point is that this marker is 
not affected by heat, cold or 
water. Mr. Jackson writes me that 
most of their sales are made to 
nurseries and to agricultural col- 
leges. J. A. Webb of Union City, 
Okla., originator of the purple 
cotton plant, which we understand 
is immune to the boll weevil, says 
this “Ever-Last Label Protector” 
is the most perfect and handiest 
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5 REASONS 


sandpaper! 


HE CONTAINER used in packing 
Clover Green-Stripe Sandpaper is illus- 
trated above. It is the drawer type — the 
most convenient abrasive-sheet dispenser for 
the shelf-hardware dealer. 
The box has a handy tab so that the 


drawer may be easily withdrawn without dis- 





turbing the boxes above or under it. It also 


Osa has the new gauge-hole, which tells you at 


a glance the contents of the box and when 

P RESS U RE CoO KER it is time to replenish your stock of a grade. 
This is quite an innovation. 

xr all aT KIN G, CAN NI NG Although sandpaper is a low-priced item, 


The hi odern, fast way to cook with 1-4 the fuel, 1 3 the time we pack it in a quality container, attractively 
only safe way to can meat, fowls, no — ge >te Peme: . . ~ 
ays U. S printed in colors. Clover Green-Stripe Sand- 


3 t. Agriculture. Endors ed by ery home 
paper in its new shelf display box will mean 


EX C L y 5 VE F EA TU R E S more sales for the hardware dealer — and 


ucts comers ties super sate S-A-L-E-S spell P-R-O-F-L-T-S. 
essu cookin tutomati nNaintains workable 

ea ere refinements i Always specify Clover Green-Stripe Sand- 
paper — the better sandpaper — and insist 


NATIONALLY ADVERTISED enone wa 


NATIONAL « idvertising < 1ppears in 4 rith a ) . i 
monthly circulation totalling 3,655 pep 1omemaker's PS. If you haven C tried our Green-Stripe 


pages feature the NATIONAL way of c und lore seb et belo B 


LARGEST MANUFACTURERS Sg gmp 


Fully 90°. of pressure cookers in toda NATIONAL 
a leaders for 25 years. tien oT _ samples. I know 


DEALER COOPERATION 


ee makes it easy to sell pressure cookers, fur 
ishing window displays, literature, mats, etc., also 
instructions for demonstrations, and other promotions 


MUP meGmniGmkhn | CLOVER MFG. CO. 
Department A | NORWALK, CONN. 


Eau Claire, Wisconsin 
COLL BM MALL PLR” 
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you will like them. 





























label protector for plants he has 
even seen. 

It has occurred to me that retail 
hardware dealers would be glad 
to get at least a small supply of 
these label protect}rs?just to show 
something new to the gardeners 
who call at their stores. . 


* + % 


Carl Wollner, president of the 
Panther Oil & Grease Mfg. Co., 
Fort Worth, Texas, writes that he 
has struck a new idea that has 
worked very well in his establish- 
ment. It is not for salesmen, but 
for house people. He states that 
house people usually only have to 
handle claims and other troubles 
of the business. They never hear 
about the good things. Mr. Wellner 
believes, especially in these times, 
that it is a good idea to get out a 
weekly house letter containing 
bright and cheerful information 
about the business. This letter 
goes to every employee in the 
house from top to bottom. Un- 
usual sales by salesmen are men- 
tioned. Employees are compli- 
mented on extra good work of any 
kind that they perform, Mr. Woll- 
ner said that many houses devote 
a lot of time and attention to cir- 
culars and letters to the salesmen. 
Much thought is given to keeping 
up the salesmen’s morale. He has 
noticed, however, that very few 
concerns in the country pay any 
attention to the inside man. 


Excellent Results 


Mr. Wollner has been sending 
out this house letter for some time 
and states the reaction has been 
very satisfactory. The employee 
feels that the house is sufficiently 
interested in him to tell him about 
the business, and so in turn he be- 
comes interested in the house sufh- 
ciently to make suggestions. Good 
suggestions that are adopted, are 
given prominent space in this 
house letter. 

I know of a number of large 
concerns that have been using a 
plan of this kind for a number of 
years. The Hercules Powder Com- 
pany, for instance, sent me their 
house organ for a number of 
years. This magazine was espe- 
cially well gotten up, and I re: 
member they even went to the ex- 
tent of presenting the pictures of 


66 


new babies with their mothers. 
Now of course, I know some of 
my readers may laugh, but don’t 
forget that the men and women 
who occupy more or less humble 
positions in business must be in- 
terested in something, and why not 
interest them in the affairs of the 
house they work for, and the af- 
fairs of their fellow employees? 
After all, “one touch of nature 
makes the whole world kin.” 


“Lighter Reading” 


From one of Oliver Brothers 
letters to their customers, we quote 
the following: 

“LIGHTER READING: Owens-Illi- 
nois Glass Company can make 
more than two million yards of 
glass thread out of a glass marble 
weighing one ounce.—Switzerland 
sprays molten steel on its bank 
notes. It gives them a metallic 
sound, lengthens the life of the 
bills and is a protection against 
counterfeiting.—One-third of all 
the automobiles in the United 
States are owned by seven million 
families having incomes of le:s 
than $20.00 a week.—an Acte for 
Conveyance of all Letters Con- 
cerning the State and Publik Af- 
fairs” is the title of a Maryland 
law of 1661 requiring that letters 
were to be sent from house to 
house until they should reach their 
destination. Each householder, 
upon receipt of such letters was 
required to see that they were on 
their way to the next house within 
half an hour of their receipt ex- 
cept at nightfall and in extremely 
bad weather. 

“GLEANINGS from the article on 
railroads in the April issue of 
Fortune: Pittsburgh, Shawmut and 
Northern. Railroad, incorporated 
in 1899, has been in receivership 
ever since 1905.—The New York 
Central has for over fifty years 
paid interest on West Shore Rail- 
road bonds that will mature in the 
year 2361.—The Erie Railroad 
has never paid a dividend on its 
common stock.—Railroad labor 
union rules do not permit the en- 
gineers of the new electric loco- 
motives on the New York to Wash- 
ington run to work more than 
eighty hours a month to earn their 
$350.00 monthly wages.” 

From the Stone & Webster Bul- 


letin for March, 1938, I quote the 
following: 


**AMERICA’S RESOURCES 


“*The United States contains 6 
per cent of the world’s area and 7 
per cent of its population. It nor- 
mally consumes 48 per cent of the 
world’s coffee, 53 per cent of its 
tin, 56 per cent of its rubber, 21 
per cent of its sugar, 36 per cent 
of its coal, 42 per cent of its pig 
iron, 47 per cent of its copper and 
69 per cent of its crude petroleum, 

“*The United States operates 60 
per cent of the world’s telephone 
and telegraph facilities, owns 80 
per cent of the motor cars in use, 
operates 33 per cent of the rail- 
roads. P 
“*The United States possesses 
about $11,000,000,000 gold, near- 
ly half the world’s monetary metal. 
It has two-thirds of civilization’s 
banking resources. The purchas- 
ing power of the population is 
greater than that of the 500,000,- 
000 people of Europe and much 
larger than that of more than a 
billion Asiatics.’ 

“The above is quoted from an 
article in the London Sphere. 
While our ‘bulging economy’ is 
the envy of the world, the Sphere 
warns us against those who ‘sol- 
emnly declare that the methods by 
which it was created are all wrong, 
ought to be abandoned, must be 
discarded, and that the time has 
come to substitute political man- 
agement for individual initiative 
and <upervision.’ ” 


Advertising Fan 


Taking advantage of an oppor- 
tunity to tie up advertising with 
the hot weather, a Wisconsin 
dealer attached long narrow 
placards to an electric motor to 
resemble a fan. The names of 
products he handled and perti- 
nent messages about their quali- 
ties were lettered on the blades. 
He arranged to have the fan in 
motion for a time and then come 
to a stop. The whirling device 
attracted those who passed the 
window and when it stopped they 
were able to read the advertising 
messages which made an impres- 
sion on their minds and helped 
greatly to increase sales. 
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: —FROM VENETIAN BLINDS 
old TO HEAVY MACHINERY 


a “There’s no getting away from it”—and that goes for both PAINE Lead 
Expansion Anchors and Toggle Bolts. They represent twenty-five years 
of working closely with architect, contractor and builder out of which 

g has grown the world’s leading line of Builders’ Anchoring Devices . . . 





completely described in the NEW BOOK—Metal Specialties for Indus- 
try. Send for a FREE copy today. See PAINE Catalogue—Sweets 16-53. 


very FOR HOMES, APARTMENTS . . . THROUGHOUT INDUSTRY 


LEAD TOGGLE 
BOLTS 
PAINE has the toggle that works in 
gypsum and machalite. Works in- 


You simply place the anchor in the hole, set it 
stantly in any hollow place—in any 
COMPANY > position. Made in all style 


with a few sharp taps on the tool 
that’s furnished free—then place 
heads and sizes, with Spring 


the work in position and tighten 
with an _ ordinary 
wrench. That’s all! 
No special skill— 
no exact alignment—just 





a time and money saving x ° ee 

anchorage that lasts as nate by Wing toggle (original PAINE 
long so the belt ce. the ICAGO ve. invention) or PB One-Piece 
set. CHIC and with either trunnion nut 
Fig. 910 (Bolt and Nut 79 Barclay Street or riveted-on head. It is the 
Type)—A nut, a bolt, a anc ; ; “ 
ee one S NEW YORK IN GYPSUM anchoring device of a thou 
cone. BOLT has fins PARTITIONS sand uses. 








which sink in the cone and prevent turn- 


or Bolt and nut are Cadmium plated. DON'T MISS THIS_1.- new PAINE bock—METAL 
Fig. 900 (MS Type)—A knurled brass cone = SPECIALTIES FOR INDUSTRY is full of valuable tips for 


i ‘ ich r 1 
peat mer gig aa = Jobber, Dealer, Salesman, Architect and User; and also shows 
or machine bolt. Will not turn while the complete PAINE Line, world leader in the field. Write for 


being tightened. your copy ... IT’S FREE. 
NOW IM Se CONSUMER 


BRIGHT WIRE GOODS 


et ae IN Be CONSUMER PACKAGES 








THESE TWELVE ITEMS 























THOUSANDS OF HARDWARE DEALERS 
QUIT GUESSING ABOUT PROFITS! 


Instead of just “hoping” for profits on Bright Wire Goods, prac- 
tically one out of every three hardware stores in America today 
are assuring a FIXED PROFIT ON EVERY SALE by stocking 
¢ the new Androck compact, colorful, easy-to-sell, 5 consumer packages. Experi- 
4 ence has shown that these alert dealers save time, spted turnover — turn 
< Ftsutee “nuisance” sales into money-makers. Get in touch with your jobber today— 
A EASY TO BUY AND or wire our nearest office for full details on this waste-stopping method of 


igh aie SELL AT A“Fixed” PROFIT handling Bright Wire Goods! 
Liberal quantity of each 

Bright Wire Goods item 

, = packed in its own colorful 


5c consumer package. Re- LET PROSPECTS SELL THEMSELVES 


packed two dozen to attrac- 


A%y i at 


tive shelf storage carton. . , , with this eye-arresting, all-metal, self-vending 7% atten ~ 
= 4 ae p heap nas me counter display. Loads easily. Prospects sell them- ey s wy 
~, ( yt i <-aeeodin sales. No Selves, help themselves. Place one beside your cash a : 
. guessing—youKNOW you resister—watch the sales ring up. Ask for details on , 
a make a fixed, liberal profit Deal No. 1140, which includes display. ’ 
—— A \ on every sale! ‘ 
, j 
a 
all 


Raed ae Yenc APok  — 


THE WASHBURN COMPANY, WORCESTER, MASS., ROCKFORD, ILL. 
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FOR RETAIL 
HARDWARE 
STORES 








New and Improved Merchandise—Dis play Helps—Sales Literature— 
Window Trims — New Packages — New Colors — Catalogs 


Pienic Cooler 


This Master Picnic Cooler will keep 
foods and beverages cool by using 
cracked ice or cubes stored in bottom. 





It is 17 inches high and will hold 
enough beverages and food for six or 
eight persons. Has removable shelves. 
Suggested retail selling price, in East, 
$4.50; in South and Midwest, $4.75, 
and in Pacific Coast States, $4.95. 
Master Metal Products, Inc., Buffalo, 
ms Be 


“Grab-It” Barrel Truck 


Made in four models, each one ad- 
justable to three different sizes of con- 
tainers by altering the position of the 
grab members. Device automatically 
grabs containers; tilting the handles 
raises container to transporting position, 
and automatically releases it at destina- 
tion by tilting handle forward. Truck 
has roller bearing iron wheels. Opera- 








tor needn’t touch container with hands. 
Wash Co., 720 Bowman Ave., Dan- 
ville, Ill. 





Basche-Sage Catalog 


No. 38—476 pages on shelf and heavy 
hardware, tools, farm implements, min- 
ing supplies, plumbing, builders’ hard- 
ware, paint, house furnishings, tinware, 
cutlery, sporting goods, fishing tackle, 
automotive parts and equipment. Basche- 
Sage Hardware Co., Baker, Ore. 





All-Steel Lawn Mower 


This Model “A” all-steel mower has 
case hardened steel gears and pinions. 
Cutter bar has heavy lip, hardened high 
carbon tool steel knife, riveted to build- 





up steel bar. Steel wheels are equipped 
with Snap-On rubber tires. Mowers are 
made in 14, 16, 18 and 20-in. widths. 
Johnston Lawn Mower Co., Ottuma, 
Iowa. 


Hunt & Mottet Catalog 


No. 11—1032 pages of mechanics’ 
tools, electrical supplies, logging and 
lumbering supplies, heavy hardware and 
wire products, builders’ and shelf hard- 
ware, house furnishings and appliances, 
sporting goods, automotive equipment, 
etc. Hunt & Mottet Co., 2112 Pacific 
Ave., Tacoma, Wash. 


“Multichrome” Cabinet Pull 


No. 4478CM—has an interchangeable 
color feature. Pull is of wrought brass 
and is chromium plated. In the face 








of each pull is a slot in which a strip 
of colored Viscaloid can be inserted 
easily by salesman. Colors are red, 
ivory, black, blue, green, orchid, yel- 
low, and white. First three color strips 
are packed 12 with each 12 of this 
pull. Other color strips furnished on 
request. The Stanley Works, New Brit- 
ain, Conn. 


Pro-Tex Pads In New Sizes 

Two new sizes of Pro-Tex pads have 
been announced by Ballonoff Metal 
Products Co., 5800 Kinsman Rd., Cleve- 
land, Ohio. They are 9 by 20 in. and 
17 by 19 in. Special sizes made on 
request. The pads are of heavy asbestos 
hoard tipped with metal and are made 
in two finishes—satin stripe (nickel 
plated) and a serviceable crimped pat- 
tern. Made to prevent marring stove 
and refrigerator tops. 
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Every hardware store sells nails—every 
hardware dealer sells paint. But, does 





every hardware merchant make money? The 
answer is no! However, some of you do, be- 
cause you make EXTRA sales . . . sales for addi- 
tional profit. It is here that Warren Tools will 
help you. Put Warren picks and mattocks where 
your customers are bound to see them. This 
power of suggestion will make EXTRA profits for 
you. Dig in, with Warren Tools—it’s the season. 
Write us or see your jobber about this profit- 


able line for extra profits. 


WARREN TOOL 


CORPORATION 


WARREN, OHIO 
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There’s real money to be made selling UNION HARDWARE 
Gun Cleaning Implements. A big marke? exists—every gun 
user knows that proper cleaning equipment is as essential to 
accurate shooting as good firearms and ammunition. You can 
realize worthwhile profits from this market by featuring the 
popular priced UNION HARDWARE line. Every item is care- 
fully made and guaranteed to do a thorough cleaning job. 
UNION also manufactures Game Calls and complete equip- 
ment for loading shot gun shells. Ask for a copy of Catalog 
No. 8. It describes all these products in detail and simplifies 


ordering from your jobber. 


BRASS RIFLE 
CLEANING ROD 


RIFLE CLEANING BRUSH 


Made in two styles — bristle or brass wire brush. 
Twisted core and shank. .22 to .50 cal. 


SHOT GUN CLEANING BRUSH 


Adaptable to all shot gun cleaning rods. Especially 
designed to remove rust, lead and caking. Made with 
both bristle or brass wire brush, 8 to 28 and .410 ga. 


ees * " on ee 





Slotted with remov- 
able threaded tip to 
take brass or bristle 
brush. .22 to .50 
calibre, 


EUREKA SHOT GUN CLEANING ROD 


Birch wood, three jointed with brass trimmings, and 
wool swab, wire brush and wiper. 10 to 28 and 


(mEeWEE © | 
HARDWARE COMPANY 


REC.WS. PAT. OFF. ESTABLISHED 1854 


TORRINGTON, CONN. 


NEW YORK OFFICE ISI CHAMBERS STREET 
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Self-Heating Iron 

This iron, with which preheating is 
unnecessary, lights easily and quickly 
from the outside with a match. 


Body 





of iron is finished in black vitreous 
enamel, and the air-cooled hood and 
base are plated with chromium. Maker 
states all finishes are non-tarnishing and 
chromium-plated base slides _ easily. 
Handle is of black Bakelite molded to 
fit the hand. The Coleman Lamp and 
Stove Co., Wichita, Kan. 


Booklet On Scouring 


“Scouring Through the Ages” is a 
new consumer booklet being offered by 
the Metal Sponge Sales Corp., 2726 
North Mascher St., Philadelphia, Pa. 
It is a 16-page instructive booklet writ- 
ten especially for the housewife and 
tells of the methods used in scouring 
household utensils from early to modern 
times The booklet, fully illustrated 
and printed in color, is now being sup- 
plied in quantities, with dealer’s im- 
print at actual cost. 


All-Glass Coffee Brewer 


The latest Cory drip coffee brewer is 
of Pyrex Brand glass throughout and 
can be had with an 80-watt electric 
unit for keeping coffee at serving tem- 
perature, or without the electric feature. 
Upper glass and decanter are decorated 
with platinum striping. Decanter has 
an ever-cool handle, giving a firm grip. 
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Features of this new model are posi- 
tive control of brewing period, and 
absence of metal contact with the 
coffee. This model is featured in new 
Cory catalog available from the Glass 
Coffee Brewer Corp., 325 N. Wells St., 
Chicago, Ill. 


Shelby Bicycles 


The 1938 Shelby Deluxe boys’ and 
girls’ models have smooth flowing lines. 
Gadgets and attachments have been 
eliminated. Horn, headlight, and bat- 


teries are enclosed in the tank, which 
fits around and extends forward of the 
head, giving it a similarity to modern 
automotive design. Luggage carrier is 
built-in and not an extra or an attach- 
ment. Pedals are “tear-drop” shaped. 
Models are available in bright enamel 
colors with chromium trim in several! 
variations. Shelby Cycle Co., Shelby, 
Ohio. 


Jelmeter 


This device in a one-minute test tells 
exactly how much sugér is needed to 
produce perfect jelly. The Jelmeter 
will tell if the proportions of sugar. 





pectin, and acid, necessary for making 
good jelly, are correct. Jelmeter is 
packed six in a display box with dis- 
play card fastened to box. The Jelmeter 
Co., Bridgeton, N. J. 


Delta Poweray 

This 6-volt hand lantern gives an 
800-foot spot beam; has a large 4%4-in. 
highly polished reflector and unbreak- 





able Jens and lists at $1.50. Model 
A1800—finished in blue opalescent 
enamel. Delta Electric Co., Marion, 
Ind. 





New Starrett Indicator 


“Universal Junior” No. 564—has a 
ball contact which is frictionally held 
and may be set to touch the work at 
any desired angle. Sleeve, holding con- 
tact point, may be turned completely 
around and the entire indicator may be 
swung through a full circle when 
mounted on the shank. This keeps the 
graduated scale in a comfortable and 
convenient position for easy reading, 
regardless of the operation or nature 
of the work. Indicator can be mounted 
on side of end of the shank or on top 
of the other when used in the tool post 
of a lathe, or it can be removed from 
the shank and attached to the jaw. of 
a height gage. -Readings are made in 
thousandths over a range of .012 by 
means of a needle and graduated scale. 
Indicator case is 2% inches long, %4 
inch thick, and tapers from 11/16 at 
the scale end to % inch at the contact 
points. Shank is approximately %4 by 
Y% by 5 inches. L. S. Starrett Co., 
Athol, Mass. 
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No. 2755 
Write for Details 





DESIGNERS 


AND 


MANUFACTURERS 


RWE-TITE 


AND TIGHT-PIN OPERATION 
DRIVE-TITE fills the long needed demand for a hinge 


offering quick and easy installation plus permanent security 
and safety. 

McKinney Drive-Tite Hinges are widely used in the 
automobile industry and have demonstrated their ability 
to ‘take it’ on the proving ground, where hinge pins must 
stay fast even though subject to conti vibrati 

There's no extra cost for Drive-Tite Hinges—available 
in plain steel—any standard finish. 


McKINNEY MANUFACTURING COMPANY, PITTSBURGH, PA. 
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Show Customers How They Roll 


Demonstrate “ACME” Ball Bearing Casters,—show 
how sfhoothly “ACMES” roll in any direction. Then 
let the customer try it and,—a sale is made. Dealers 
everywhere use this method to sell more “ACMES.” 


cil yy 


BALL BEARING 


CAS INES 


The ball bearing feature of “ACME” Casters makes 
moving furniture a pleasure on floors, rugs and carpets. 
Heavy furniture moves with ease. 
caster that appeals to every housewife who takes pride 


in her home. Demonstrate “ACMES” and increase 


Gs 


your caster sales. 


THE ScHAtz MANUFACTURING Co. 


POUGHKEEPSIE, N. Y. 


Here is the modern 


OR ON PALM OF YOUR HAND 
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Electric Hedge Trimmer 


The balance and light weight of this 
hedge trimmer, according to the manu- 
facturers, makes it easy to trim the 





hedge from any position or angle. It is 
suited for vertical or horizontal trim- 
ming and readily adapts itself to special 
hedge shapes or contours. Specially de- 
signed blades with both radial and 
reciprocating action, provide clean, 
smooth cutting motion. High speed 
power is supplied by a light Dunmore 
motor. Weight is 3% lb.; entire length, 
18% inches, cutting width, 9 inches. 
Dunmore Co., Racine, Wis. 


Bradley Serpentine Shower 


This sprinkling device has a whirling, 
whipping action, covering an area ap- 
proximately 50 feet in diameter with 
a gentle shower similar to normal rain- 
fall. Sprinkler is arranged for con- 
nection to an ordinary garden hose and 
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is held rigidly in a vertical position 
by sturdy 9-inch prong thrust in the 
ground at desired location. There are 
no motivating parts, the oscillation be- 
ing caused entirely by pressure of the 
water. These Serpentine Showers are 
of %-inch steel tubing with malleable 
and brass fittings, Latex gum hose out- 
let, cadmium-plated steel reinforcing 
coil springs, and are finished in attrac- 
tive gray enamel. Height above 
ground is 5 ft. 6 in., and net weight, 
3% Ib. Bradley Washfountain Co., 
Milwaukee, Wis. 


Red Arrow Insect Spray 


The new counter display carton for 
Red Arrow Insect Spray shows a beau- 
tifully colored flower garden with an 
attractive cottage in the rear, sur- 
rounded by fine shrubbery. Carton con- 
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tains two dozen of one-ounce bottles 
Red Arrow, each sufficient to make from 
six to eight gallons of finished spray, 
and is part of a special assortment 
that also includes two 4 oz. size bot- 
tles. McCormick & McCormick, Inc., 
Baltimore, Md. 


K-M Fans 


Two complete new K-M lines of elec- 
tric fans are the “Jack Frost” and the 
“Koldair,” both streamlined in chrome. 
Blade design allows a maximum 





amount of air circulation. They are 
moderately priced lines and come in a 
variety of table and pedestal models. 
Knapp-Monarch Co., St. Louis, Mo. 


“Come-Along” Tool 


This device is a handy tool for many 
uses such as binding loads, moving 
machinery, small buildings, pulling cars 





out of the mud, fence stretcher, hoist, 
etc. Weighing 20 lbs. furnished with 
five feet of chain, the drag hook on one 
end can be attached to another chain, 
rope, or wire. Maker states it will 
pull up to 2,000 Ibs. without lengthen- 
ing the handle with a cheater and if 
load becomes loose in transit, only a 
few moments are required for tighten- 
ing. Ratcheting handle either way 
tightens chain. J. E. Shaffer Co., 623 
E. Cameron St., Tulsa, Okla 


Ileo Sereen Door Closer 


May be installed on either right- 
or left-hand doors by attaching the 
bracket to one side of the spring or 
the other. Strong and large barrel af- 





fords increased checking area. Spring 
is extra-heavy of special tempered steel 
alloy, and enclosed for protection 
against dirt. Has gun metal finish. 
Improved adjustment is said to insure 
positive and quiet closure. Closer is 
also applicable to storm and combina- 
tion doors. Independent Lock Co., 
Fitchburg, Mass. 








Savage Automatic Rifle 


Model 6S, shown, is a .22 caliber 
rifle with adjustable rear peep and 
hooded front sights; tubular magazine. 
When operated as an automatic, .22 
long rifle cartridges, regular or hi- 


speed, with lubricated bullets are used. 
When used as a manually operated re- 
peater, .22 long rifle, .22 long or .22 
short cartridges, lubricated or not, may 
be used. Savage Arms Corp., Utica, N. Y. 
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DOOR CLOSERS 


RECISION BUILT 
clusive manufacturer 
devices in the world. 


STRONG—P 


by the largest ex 
of door controlling 







No. 4 
RETAILS AT 
5 2.00 


NORTON 


HIGHEST made with non rust tube of seamless 

ie a cad brass. The bracket, spring holder and 
iT Y ° 7 ‘ 

hinge plate are engineered from heavy 


SCREEN steel stampings to prevent breaking. 
Special piston construction assures 
checking—No. 4 is packed in indi- 


vidual carton with full attachment 


DOOR 


CLOSER 


instructions. 


No. 04 
RETAILS AT 
e125 





Benefiting by the same expert work- 
NORTON 


EXCELLENT 


VALUE 
as model No. 4. Only the highest 
quality materials are built into Nor- 
ton Screen Door Closers, and No. 04 


SCREEN 
DOOR 
CLOSER ; ving ge 
comes packed in an individual carton 


with instructions. 


Consult Your Jobber or Write to 


Division of the Yale & Towne Mfg. Company 
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Durable long life screen door closer 






















manship the No. 04 carries a fine | 
reputation for satisfactory service. | 
The No. 04 has been simplified, re- | 
quiring but two-thirds as many parts | 


also is made of seamless brass and 


NORTON DOOR CLOSER CO. 


2900 N. Western Ave., Chicago, Illinois | 


POL-MER-IK 


aP\ 


ae POLMER4K 
pt — ee ed 
POL-MER-IK : 
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pe Cd >-_ 

UNSEEDONL |W SEED OU 4 LINSEEDOIL 
—— ca os ee 


TAKES LINSEED OIL OUT OF 
THE PERISHABLE CLASS 
‘Makes Profits Sure and Certain 


| WHEN you sell Pol-mer-ik Linseed Oil in cans, you eliminate 
| bulk selling losses, such as over-measuring, foots in bottom 
| of drums, drips from hasty packaging. In bulk handling, you 


often sell less than you buy. A big part of your profits perish 
| along the way. 





WITH Pol-mer-ik, you buy a can — sell a can. No loss of vol- 
ume — no depreciation — profits are sure and certain. But 
Pol-mer-ik does much more than eliminate losses. 


IT increases profits because it gives you a bigger value to sell. 
Pol-mer-ik is pure linseed oil that has the extra value of 10% 
of cooked-oil. It increases the value of paint because it gives 
it finer Appearance Value — greater Durability. 


SELL Pol-mer-ik in cans. It’s a 
drawing card for the best painters. 
Paint sales increase. Pol-mer-ik is 
a profit builder. Feature it. 


ORDER - DISPLAY 
SELL! 


ARCHER-DANIELS-MIDLAND CO 
MINNEAPOLIS, MINNESOTA 


MAIL THIS TODAY 


BAWABA BBBBBBBBRKBRBRBRRRBRBRSESBRBERBER RRB EERE EE SE 


ARCHER-DANIELS-MIDLAND COMPANY 
Roanoke Building . Minneapolis, Minn. 


Please send me the story of Polmerik — ‘‘The Extra Value of 
Cooked Oil’’. 








. 
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TWICE the 
SALES 





TWICE the 


PROFIT 
per Sale 


“Little Giant” Screw Plates outsell all 
others combined, because they are the 
only screw plates with an established 
public demand. Over a million in use. 


And, if you are interested in profits 
as well as volume, a minute with your 
pencil will prove that you make ap- 
proximately double the gross profit per 
sale on every size. 


The biggest sellers are— 
NO 1 cutting 4” to %” 

» te. NC threads (5 sizes) 
NO 5 cutting 4” to 34” 

® e N C threads (7 sizes) 
NO 7 cutting 4” to 1” 

® » NC threads (9 sizes) 


Check your stock today—order from 
your jobber. 


GREENFIELD TAP & DIE CORP. 
GREENFIELD, MASS. 


Detroit Plant: 2102 West Fort St. 
Worehouses in New York, Chicago, Los Angeles 
and San Francisco 


In Canado: Greenfield Tap & Die Corp. of 
Canada, Ltd., Galt, Ont. 


GREENFIELD 
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How’s the Hardware Business ? 


(Continued from page 59) 


in the first two months of 1938 was 
26,400 tons, or 16 per cent less than 
in a comparable period a year ago, 
according to the International Tin 
Research and Development Council. 
World production in the January- 
February period totaled 26,800 tons, 
a decrease of 5.3 per cent below the 
first two months of 1937. 
* * * 


Building Permits—Continu- 
ing the expansion shown for March, 
the estimated dollar volume of 
building construction, for which per- 
mits were issued, displayed a fur- 
ther seasonal rise during April. 
This gain, however, was not suffi- 
cient to lift the April volume above 
that for the comparative month a 
year ago. Volume of permits for 
215 cities of the United States for 
April totaled $84,842,365, accord- 
ing to Dun & Bradstreet, Inc. This 
contrasted with $76,598,907 for 
March, or an increase of 10.8 per 
cent. The April, 1937, figure stood 
at $117,543,768, making the year- 
to-year drop 27.8 per cent. 

* * * 


Ordering Well Assorted— 
Manufacturers have noted that 
orders from the wholesalers are call- 
ing for a more general assortment 
of items and sizes, as the year pro- 
gresses. The disappearance of over- 
stocks and carry-overs forces a 
wider sorting up for most successive 
purchases. Buying is frequent, but 
still very moderate—confined to the 
needs for a brief period ahead. The 
appearance of more customers and 
more items in the buying picture, 
however, serves to stabilize many 
prices. Manufacturers have learned 
that there is perforce a steady small 
flow of current ordering, regardless 
of prices, and that price-cutting sel- 
dom increases the rate of that flow. 
As to futures, the market schedules 
on most leading fall lines have been 
announced, and there is little doubt 
that most of these prices will hold. 
The placing of actual fall specifi- 
cations, however, is not likely to be 
urgently active until the results of 
the summer’s selling shall be better 
known by the wholesalers and re- 
tailers. 

* & *& 

Comparisons With 1937— 
Jobbers’ reports of sales volume in 
hardware lines during May indicate 
again an average 16 to 20 per cent 
decrease below relative 1937 figures. 
That retail sales bear a similar com- 
parison is seen in recent Federal 


Reserve estimates. Sales of approx- 
imately 265 department _ stores 
located in all sections of the coun- 
try were 16 per cent lower in the 
week ended May 14 than in the 
corresponding week of 1937. The 
“peak” of spring selling for the re- 
tailer has been a most modest peak, 
and the week-to-week trend of re- 
tail volume already is commencing 
to show a seasonal decrease. Store 
sales in rural areas have suffered 
less than in the cities, late figures 
showing results about 74% per cent 
under a year ago. 
* & # 

Rainy Weather Influences— 
A general prevalence of rains 
throughout much of the country has 
had a natural influence in the sale 
of various outdoor spring lines. 
Hoes and rakes have been doing 
better than other steel goods items, 
while the assurance of an extremely 
heavy hay crop is starting early buy- 
ing of hay tools. Grass and weed 
growth are greatly stimulating the 
sales of grass hooks, grass shears, 
and lawn mowers, with orders com- 
mencing to come in for grass and 
weed scythes. Hose and hose acces- 
sories, on the other hand, have been 
somewhat slowed down by the pre- 
vailing weather, but jobbers and re- 
tailers are carrying low stocks and 
are not worried about disposal be- 
fore the season is finished. Some 
jobbers report that lawn seed sales 
are running ahead of last year, with 
the best volume on the better mix- 
tures, aided by lower prices now 
prevailing. 

*  & 

Crop Prospects—The official 
announcement of crop estimates by 
the government on May 1 confirmed 
earlier reports of a winter wheat 
crop above 750 million bushels, sec- 
ond only to the record harvest of 825 
million bushels in 1931. The 1938 
corn crop is getting a late start 
because of heavy rains which have 
slowed down field operations. The 
same condition has placed pastures 
in excellent shape, reported by the 
Department of Agriculture at 11 per 
cent better than a year ago, and 5 
per cent better than the ten-year 
average. Late frosts in parts of the 
northern fruit belt are said to have 
caused heavy damage to apples, 
grapes, strawberries, peaches, and 
cherries. The effect of reduced 
prices of farm products on rural 
purchasing power, will be offset to 
some extent by the still large value 
of the generally increased yields. 
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GRAY- DIAMOND 


WELDED 


FABRIC 


@ Yes sir, WELDED—the most modern netting con- 
struction you can find. For that’s extra strength, 
stiffness, wear and appearance that no twisted net- 
ting can match. GAnd beneath Gray Diamond’s 
heavy galvanized or green painted coating is that 
Wickwire made, copper bearing, open hearth, low 
sulphur Steel—rust resisting and extra tough. 
g Dealers stocking Gray Diamond are reaping new 
sales, new PROFITS. Ask Your Jobber. 


WICKWIRE BROTHERS 
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-SPRING HINGES 
Sell Quality and Satisfaction 





The Relax is a Qual- 
ity Hinge that will give 
complete satisfaction. 

By selling Relax 
Spring Pivot Hinges 
you will establish a de- 
mand for an article of 
Quality which can be 
sold profitably. 


Hardware Dealers 
will find “Relax” spring 
pivot-hinges popular among Architects 
and Contractors, because of their 
proven quality and many desirable 
features. 


Sell the “Relax,” on its quality, for 
profit. 





Relax 
Type 6001 
Spring Pivot-Hinge 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U.S.A. 
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SELL BUCKEYE STRAIGHT SIDE UTENSILS 


HELP YOUR CUSTOMERS 
SAVE FUEL - 


KEEP KITCHENS COOL 








“THE HOT WAY” 
Decreased efficiency be- 
cause burner not fully cov- 
ered—fuel wasted heating 
kitchen. 


— 


“THE COOL WAY” 


Maximum efhi- 
ciency thru full 
use of burner 
and minimum 
heat loss into 
kitchen. 














COVERED PAN SETS 


1-2-3 qt. Set Reg. Value $2.55 Spec. Resale $2.09 
2-3-4 ea re és 3.00 Spec. Resale. 2.49 
COVERED POT SETS 
2-3-4 qt. Set Reg. Value $3.35 Spec. Resale. $2.89 
3-4-5424 qe. ” ” af 3.90 Spec. Resale. 3.39 


Ask the Buckeye Salesman or W rite Factory 


MADE AND GUARANTEED BY 


THE BUCKEYE ALUMINUM CO. «+ WOOSTER O. 





PHILLIPS 


RECESSED HEAD 
SCREWS AND BOLTS 


“Who makes it?” That's the question 
your trade asks of a new product, 
and when you can say Corbin, you 
have your customer's confidence! 
Specify Corbin and increase your 
sales of Phillips Recessed Head, 
Self-Centering Screws and Bolts. 
The tapered head and driver Fit 
exactly-reduce spoilage, improve 
speed, holding power, appearance ! 
Licensed to be manufactured and sold 
under Patent Nos.2,046,837 — 2,046,838 
— 2,046,839 — 2,046,840 — 2,046,343 
Other Domestic and Foreign Patents 
allowed and pending. 


THE CORBIN SCREW CORPORATION 




















NEW BRITAIN NNE 


Western Factory, Dayton, Ohio 





Warehouses, New York, Chicago 





75 











SOLID CENTER 
AUGER 


ALWAYS. 
6000 TOOLS 
ane 
ALWAYS 
G00D SELLERS 





Due to its all-around usefulness there is a 
constant demand for the solid-center type 
of auger bit. This means that it is a most 
desirable bit to stock. And when you stock 
the Greenlee you have the added advan- 
tages of a tool combining the best in ma- 
terials, form and finish. 


Note the design which embodies a strong 
center stem, a smooth twist, and accuratelv 
pitched screw and cuttings edges, which 
form a perfect cutting unit. The spurs are 
just the proper height and thickness, the 
cutters are keenly edged, and the screw 
point is well cut. Ample polishing adds 
the attractive touch and makes for easy 
boring in all sizes. 


When you stock Greenlee Solid-Center 
Auger Bits you may feel sure that you are 
in a position to offer the trade tools of 
unexcelled quality. Beyond this, when 
there is a call for other types of auger bits 
you can still offer Greenlee Bits of like 
quality, because Greenlee makes a com- 
plete line for every purpose. 


GREENLEE TOOL CO. 


1715 Columbia Ave Rockford, Illinois 
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How Does Business Feel Now ? 


(Continued from page 60) 


was the desire for Government- 
business cooperation, but in each 
instance business felt that it is 
time cooperation came from the 
other as well as its own side. 

The National Labor Relations 
Board was held responsible as “the 
largest drawback to good indus- 
trial relations” by President Wil- 
liam S. Knudsen of General Mo- 
tors Corp. Speaking from expeti- 
ence of the corporation under the 
act, Mr. Knudsen presented an un- 
usually interesting and informative 
paper in which he predicted that 
the Government would eventually 
step in to end sit-down strikes. 
Both humorously and seriously he 
reviewed sit-down strikes at G-M 
plants, pioneer victims of this alien 
technique of American labor. Mr. 
Knudsen bluntly accused the 
NLRB and higher authorities of 
ignoring entirely the employers’ 
contentions in the disputes. 

“In the history of jurisprudence 
in the United States everyone has 
been equal under the law until the 
Wagner Act dispelled that privi- 
lege,” said Mr. Knudsen. 

Loudly applauded, Mr. Knud- 
sen’s views were similar to that 
of other speakers and responsive 
to the general sentiment of the 
convention. 

Other Administration policies 
came in for condemnation which 
was in no way mollified by ad- 
dresses from Administration 
spokesmen, some of whom, on one 
hand, had attempted to reassure 
business while on the other covert- 
ly warned of further Government 
interference if business and fi- 
nance did not lead the way to re- 
covery. Business sat silent as 
warnings were uttered and seemed 
either to discount them merely as 
more warnings or to be indiffer- 
ent on the ground that the Gov- 
ernment could not do much worse 
than it has done. 

Pump-priming, spending and 
taxation shared prominently in 
policies that were attacked. 

Pump-priming to create and 
sustain prosperity is futile, and 
Government spending is no sub- 
stitute for private industry, said 
Fred H. Clausen, president of the 


Van Brunt Manufacturing Com- 
pany of Horicon, Wis. 

“This is not idle conjecture,” 
he remarked. “The lesson of the 
recent past is before us. We are 
now reacting to the same prescrip- 
tion administered in various doses 
through the past five years. And 
where are we? Worse off, in fact, 
because we have a tremendous in- 
crease in the burden of debt and 
interest charges which must be 
paid, or else resort to repudiation 
and experience the moral break- 
down of our people.” 

The policy of the Government, 
he said, had been to rely on the 
power of taxation and public bor- 
rowing to carry on its program of 
social betterment. 


Public 
Telephone 


ERCHANTS in some lo- 

calities feel that the pres- 
ence of a pay station telephone in 
the store has a definite business 
value to the extent that it brings 
into the store persons who might 
not otherwise come there. 

A New York merchant, who 
possibly had some such thought in 
mind, requested the telephone 
company to install a pay station 
in his place. The telephone com- 
pany refused, and he asked the 
courts to order the telephone com- 
pany to make the installation. 

Sustaining the telephone com- 
pany’s refusal, the Court of Ap- 
peals of New York said: 

“The telephone company had no 
duty, at the demand of any indi- 
vidual, to install a public tele- 
phone, which was for its own bene- 
fit and the public welfare and only 
incidentally for the benefit of the 
owner of the premises. 

“The telephone company has a 
right to decide as to whom it shall 
constitute as its agent in connec- 
tion with its general public phone 
booth service and to make and en- 
force reasonable rules and regula- 
tions. Having in view its general 
responsibility to the public for 
public telephone service, the loca- 
tion of facilities for that service 
must rest with the company.” 
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HORTON. pics every time 


finest every way- HORTON 


HORTON MANUFACTURING CO., FORT WAYNE. INDIANA 





For A Prarfect | 


Enjoy Chicago’s unequaled pro- 
gram of summer sports and luxu- 
rious living in the cooling breezes 
of Lake Michigan, at The Drake. 


A. S. Kirkeby, Managing Director 
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Finer Finished Inside, Too 


Carlton Ware’s beautiful finish makes it so easy to 
clean, and this makes the strongest kind of sales ap- 
peal. Solid chromium and nickel stainless steel all 
through, it stands hard usage, gives unending service 
and unbounded satisfaction. The trend is more and 
more to stainless steel and you can best meet it with 
Carlton Ware. Ask your jobber. 


The Carrollton Metal Products Co. 
Carrollton, Ohio 















CHROMIUM 
AND NICKEL 


STEEL WARE 


CARLTON 
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DAMPERS LIFTERS 
POKERS 





The all-steel spindles of Arcade Dampers have extra strength 
and make it possible to grind sharper points . . . they pierce 
pipes very easily. Made of cast iron... 


smooth in finish. 


accurate in size. . 


Also a complete line of Lid Lifters and Pokers in all sizes and 
styles. Cool coil grips. Write for literature on Arcade Stove 
Hardware. Order from your jobber. 


AKCADE 


ARCADE MFG. CO., 
1201 SHAWNEE ST., 
FRESPORT, tL... 


HARDWARE & TOOLS 
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Act now to get a dozen G39 
No. 44 Master Padlocks 
FREE with an order for 
the 12 to refill your Master @ 
Sales Display. Keep the . 
world’s most famous 
padlock display at full 

efficiency! ts ™ 
YOU BUY — one (OS 
each of the 12 padlocks ' 
shown on No. 407 Mas- 
ter Sales Display, at your regular cost 


. . . $4.07 net. Retail value $6.10. 


YOU GET FREE — One dozen 
No. 44 Master Greyhound Padlocks, 
each individually packaged, in a 


colorful counter display. 


YOUR JOBBER HAS THEM 
ORDER NOW! 


This Special will be withdrawn soon 


Master [Jock (0. 


Worlds [angent Exclusive Padlock Manufacturerd 


MILWAUKEE. WIS.,U.S.A. 





‘Mill Supply Associations 


Hold Triple Convention 


(Centinued from page 47) 


W. Va., indicated the ideal func- 
tion of a distributor would be to 
obtain his merchandise from a 
manufacturer who sold entirely 
through distributors and who had 
a selective policy and resale price. 
He mentioned other functions in- 
cluding the sale by manufactur- 
ers partly to distributors and job- 
bers or both with a resale price 
suggested and other cases where 
the manufacturer sold to anybody. 
He advocated good relationship 
between competitors. 


Urges Concentration 


H. F. Seymour, Columbian Vise 
& Mfg. Co., Cleveland, said that 
price cutting brought only a tem- 
porary advantage and was not de- 
sirable over the long pull and ad- 
vised that manufacturers and dis- 
tributors stick to the economical 
line in the matter of prices. In 
commenting on one jobber anal- 
ysis which brought out the ques- 
tion of too large territory and too 
many customers, he said that of 
over 1100 prospects and custom- 
ers of one line, less than 200 cus- 
tomers purchased 85 per cent of 
that line. He advocated concen- 
tration on that portion of custom- 
ers who are likely to handle the 
merchandise. Another jobber ef- 
fected a 25 per cent reduction in 
sales prospects and by concentrat- 
ing on the remainder increased 
his sales volume 13 per cent. 
Manufacturers should establish a 
definite price policy and stick to 
it, the speaker said. 

Felix H. Levy, formerly special 
assistant, U. S. Attorney General, 
gave a detailed talk on the relation 
of the National Labor Relations 
Act to American business. He set 
forth authoritative expressions 
which have been made both in 
favor of and in opposition to the 
Wagner Act. 


Officers Elected 


New officers elected and the 
executive committee setup are as 


follows: American Supply & Ma- 





chinery Manufacturers Associa- 
tion: President, W. A. Purtell, 
Holo-Krome Screw Corp., Hart- 
ford, Conn.; first vice-president, 
D. W. Northup, Henry G. Thomp- 
son & Son Co., New Haven, Conn.; 
second vice-president, H. K. Clark, 
Norton Co,, Worcester, Mass.; 
treasurer, Horace Armstrong, 
Armstrong Brothers Tool Co., Chi- 
cago; executive committee: Chair- 
man, R. G. Thompson, Lufkin 
Rule Co., Saginaw, Mich.; C. O. 
Drayton, American Screw Co., 
Providence, R. I.; Thomas Robins, 
Jr., Hewitt Rubber Corp., Buffalo; 
A. A. Murfey, Cleveland File Co., 
Cleveland; Horace Cunningham, 
Ames-Baldwin, Wyoming Co., 
Parkersburg, W. Va.; Richard D. 
Baker, Pittsburgh Screw & Bolt 
Corp.,* Pittsburgh. : 

National Supply & Machinery 
Distributors Association: Presi- 
dent, W. T. Ryan, Cutter-Wood & 
Sanderson Co., Cambridge, Mass. ; 
first vice-president, C. E. Curtis, 
Western Iron Stores Co., Mil- 
waukee; second vice-president, A. 
R. Smith, Boyer-Campbell Co., 
Detroit; executive committee: F. 
Marsena Butts, Butts & Ordway 
Co., Boston; A. G.Catey, Carey 
Machinery & Supply Co., Balti- 
more; P. O. Boylan, W. M. Pat- 
tison Supply Co., Cleveland; F. 
W. Copeland, H: Channon Co., 
Chicago; H. J. Gundlach, Mine & 
Smelter Supply Co., Salt Lake 
City, Utah; Claude L. Cragin, 
Cragin & Co., Seattle, Wash. 

Southern Supply & Machinery 
Distributors Association: Presi- 
dent, Jack B. Dale, Briggs-Weaver 
Machinery Co., Dallas, Tex.; first 
vice-president, Edward F. Stauss, 
Oliver H. Van Horn Co., Inc., New 
Orleans; second vice-president, J. 
M. Bates, Moore-Handley Hard- 
ware Co., Birmingham; executive 
committee: chairman, Robert S. 
Page, Henry Walke Co., Norfolk, 
Va.; G. A. Dillon, Dillon Supply 
Co., Raleigh, N. C.; C E Lilley, 
Superior-Sterling Co, Bluefield, 
W. Va.; J. B. Grimmins, Mills & 
Lupton Supply Co., Chattanooga, 
Tenn. 
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Sell RICH Ladders 


Y Increased Sales 
Greater Profits 
Satisfied Customers 


RICH LADDERS are the safest 
spruce ladders built — that is 
why they are easier to sell than 
ordinary ladders—why custom- 
ers are satisfied. See your jobber 
or write. 


THE RICH LADDER & MFG. COMPANY 
1028 Depot Street Cincinnati, Ohio 


MAILING LIST 


of 
WHOLESALE 
HARDWARE 
HOUSES 


Every One Selling Through 
Hardware Channels Needs 
a Copy. 














Indispensable for 


1 Calling on Hardware Jobbers 
2 Your Credit Department 
3 Direct Mail Work 











= 
It Lists: PRICE 
SHELF HARDWARE JOBBERS 
HEAVY HARDWARE JOBBERS e 
MILL SUPPLIES DISTRIBUTORS 
PLUMBERS’ & TINNERS' SUPPLIES JOBBERS A COPY 
MANUFACTURERS’ AGENTS pa 
HARDWARE CHAIN STORES | aeder 
HARDWARE ASSOCIATION LISTS 





HARDWARE AGE VERIFIED LIST 


239 W. 39th Street New York, N. Y. 
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THE 


OIL CAN 


GOES 
MODERN | 















































Something NEW that 
| will stop your cus- 
| tomers 

THE 


SCAN CAN 


| Contents always 
| visible. ... Lighter 
| yet stronger than 

a metal can. 


Transparent 
plastic material 
unbreakable and undent- 
able, makes a light, but 
strong, serviceable can that 
shows at a glance the amount 
and grade of oil within. Un- 
affected by oil, gasoline, kero- 

sene, etc. Copper-plated, spring 
steel bottom securely attached— 
cannot leak. 

Available in 1/3 and V/-pint sizes with 
stiff or flexible spouts. The Scan Can sells 
itself. Every mechanic, householder or auto 
owner is a prospect. Good profit. Write 
your Jobber or— 


UNIVERSAL PLASTICS CORP. 
New Brunswick, N. J. 
New York Office: 50 E. 42nd St. 





MOTO-MOWER 


PREFERRED FOR 20 YEARS BY USERS 
OF POWER LAWN MOWERS 











HERE'S A REAL Profit MAKER FOR THE 


LIVE HARDWARE DEALER! 


A NATIONALLY ADVERTISED LINE OF 
Quolity MOTO-MOWERS 
LOW PRICED—FAMOUS EVERYWHERE 













Hundreds of hardware dealers in every section of 
the country have created sales and reaped hand- 
some profits by a floor display of the Moto-Mower 
hardware line of lawn mowers. Priced from $56 up. 
Write for literature and dealership proposition. 
Moto-Mower has been recog- 
nized for 20 years as the quality 
power lawn mower. 


Complete line of larger 
power lawn mowers up to 
72" cutting width also avail- 
able. Write for catalogue. 


$88 


MOTO-BOY MODEL 
A well-designed, reliable 
Moto-Mower retailing at 
F. O. B. Detroit 





| 4607 Woopwarp AVE... DETROIT. MICHIGAN 







SELL 
A C M E TACK-POINT 


Corrugated Fasteners 





IN THE NEW COUNTER 
DISPLAY CARTON 


Here’s a product that will pay its way, 
plus a good profit, simply by placing the 
eye-catching display carton on your coun- 
ter. Practically all your customers can 
use Acme Tack-Point Corrugated Fas- 
teners. 


Stronger joints are made easier and fast- 
er in almost any kind of wood product. 
The long beveled points have sharp cut- 
ting edges which penetrate but do not 
crush the wood fibers. The divergent fea- 
ture draws the two pieces of wood closer 
together. Mail the coupon for a free sam- 
ple box. 


If your jobber can’t supply you, 
write us direct 





PACKAGED IN 3 POPULAR SIZES 


Fifty fasteners of one size to a package. 
¥e x 4, Y2 x 5 or % x 5. The display 
carton has 12 boxes. For larger require- 
ments: standard cartons of 250, 500 and 
1,000 fasteners; boxes of 100 fasteners, 10 
boxes to a carton; and in 100-lb. kegs. 


ACME STEEL COMPANY 


General Offices: 2838 Archer Ave., 
Chicago, IIl. 
Branches & Sales Offices in Principal Cities 


WRITE FOR 


FREE SAMPLE BOX 





Acme Steel Company, 

2838 Archer Ave., 

Chicago, III. 

Gentlemen: 

Send me, without charge, a sample 
box of Acme Tack-Point Corrugated 
Fasteners. 


Pe ererry Tree sr Teer Te rr 

















Wages! 


Not what we get in pay envelope but what we can 
buy with it. Wages come only from nations’ production 


4 \ TE have a difficult subject 
tonight. It is wages. If 
you think wages a simple 
subject consider this: when we 
undertook to end depression in 
the United States, we tried a na- 
tionwide raising of wages; when 
the Australians undertook the 
same thing, they tried a nation- 
wide reduction of wages. 

The subject of wages is as wide 
as all economic life. Here we 
must reduce it to general prin- 
ciples, admitting that they have 
some limitations and exceptions. 
Here are your general principles: 

(1) Wages are not what we get 
in the pay envelope, but what 
we can buy with it. 

(2) Wages come from one 
source only, the nation’s produc- 
tion. 

(3) In final analysis wages are 
not paid by capitalists, but by 
wage-earners themselves. 

(4) Wages adjust themselves to 
the value of the workers’ product. 

(5) The power to set wages by 
law is greatly limited by economic 
forces. : 

(6) Wages can be so low in 
certain lines that they are so- 
cially injurious. 

There are about 40,000,000 peo- 
ple in this country drawing sal- 
aries or wages. In 1929 the 
average wage of a full-time in- 
dustrial worker was well over 
$1,300. In 1936 it was more than 
$1,100. Such average wages are 
unknown in other countries. The 
wage in a given industry in 
America will be $5.00 a day, in 
England $2.50, in Czechoslovakia 
$1.00. An American steel-worker 
gets almost exactly four times 
what the French steel-worker gets. 

These wage-rates are not acci- 
dents. They are fixed by economic 
law. A nation produces so much 
in goods and services. A part of 
this product goes to the owners of 
land and capital, about 25 per 
cent. But of this 25 per cent a 
large proportion is immediately 
paid out in salaries and wages; 
another large part goes into capi- 





tal which employs labor. All but 
a small part of the nation’s total 
product goes to workers. The 
wage-rate of a nation is basically 
merely a balance of the total num- 
ber of workers against the total 
production. 

So much for the general wage- 
level. But what explains the ex- 
traordinary differences in wages? 
Why will a movie actor get $200 
a day, a carpenter $10, a shop- 
girl $3.00. We run into some 
pretty stiff economics here, but it 
is necessary if you want to un- 
derstand our wage _ problem. 
Here goes. Consider our working 
population as a vast pyramid, 
marked off in parallel layers. 
There is a tiny layer at the top. 
There you will find a group of 
exceptional individuals, with very 
high earnings, a bridge-builder, 
or a Will Rogers. A larger layer 
beneath contains a group of high- 
ly skilled persons, a surgeon, or 
a public accountant. The next 
layer is much larger. There you 
find skilled mechanics and trained 
business workers, a locomotive 
engineer or an expert salesman. 
At the base of the pyramid is a 
huge layer. In it are the millions 
of untrained and unskilled, the 
cotton-picker and the dish-washer. 


The Explanation 


In that pyramid you find the 
explanation of wage variations. 
Society can pay only so much for 
any given type of work, coal- 
mining or farm-work or shoe- 
shines. The number of qualified 
workers in those different layers 
in the pyramid is pretty well 
fixed. Wages are set by society’s 
demand for the workers in the 
different layers. A carpenter will 
get $1.40 an hour, a common la- 
borer 50 cents or less. Babe Ruth 
got $75,000 a year. If there were 
a hundred thousand Babe Ruths, 
ball-players could be hired for 
less than a hundred a month. The 
wages of any group of workers 
are ultimately paid by the pro- 
duction of other workers, the pro- 
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SHERMAN 
“Stay flat” 


SPRAY HEADS 


Cannot Tip Over 







Sales VE 
of Hose 
and 
Fittings (Patented) 
These well known 
Spray Heads enable 
home owners to provide a really efficient, 
portable sprinkling system at very low cost. 
They are easily connected in series between 
short lengths of hose and permit all or part 
of a lawn to be sprinkled at one setting. 


Heavy wrought brass body. Attractive 
enameled steel base that cannot tip over. 
Require no adjusting. Cartons of 4 with 
2 end caps. 


Sold through Jobbers 


H. B. SHERMAN MFG. CO. 
Battle Creek Michigan 











SIZE MARKED 








BUT YOUR PROFIT. 


TIME is important in making sales. When we 
originated size-markings, we did it to eliminate 
confusion and prevent waste of time measuring 
packings. 

In the past, both dealer and customer would 
study a packing and measure it to be sure of 
the correct size. Today, you pick up a Simplex 
pump leather and it is factory stamped with its 
size and number. This means no delay, no 
mistakes, no exchanges and no complaints— 
and Simplex cost no more than other good 


packings. 
Don’t be without Simplex—ask your 
jobber or write us for price list 


MaAM UY tA CF Bat SS 


A US U R my ‘ | 
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_ duction of one group exchanging 
for the production of other groups. 





| ing rods. 


That is why artificial measures to 
raise wages or to beat down wages 
are equally bad. If wages are 


| forced up unnaturally in any line, 
it reduces employment and total 


wages in that line. And it lowers 
the wages of all other workers by 


_ forcing them to pay unnatural 


prices for products. 





Every decent citizen wants to | 


see higher wages in America. But 
employers do not set wages. Work- 


| ers do not set wages. Governments 
| do not set wages. 


There are two 
roads to higher wages. One is to 
increase national production. The 
other is to reduce the numbers in 


| the bottom layer of that pyramid. 


—As broadcast by Dr. Neil 
Carothers, Bankers’ Philadelphia 


Orchestra Program, Jan. 10, 1938, | 


over NBC Blue Network. 


Its Own Hardware 


Because of repeated requests, Ko- 
| tek’s Hardware & Supply House, 


wholesale and retail firm of Dan- 
ville, Ill., recently displayed in its 
window a home-made locomotive 
constructed entirely of ordinary 
hardware items. Although several 








years had elapsed since this unique | 


display was first used by the com- 


pany, the locomotive had not lost its | 


drawing power for the crowds that 
gathered daily, sent sales of its | 


| hardware materials to a new high. 


The locomotive consists of two | 


garbage cans for a boiler; a double- 
burner oven for a cab; an oil stove 


vator wheels with levels as connect- 
Rails are of hay carrier 
track while the ties are barn door 
track. Crowbars make up the cow- 
catcher. The other hardware used in 


| for a fire-box and has garden cullti- | 


the construction is easily identified. | 


A Locomotive That Sells | 
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SLASS CUTTER 
EERE 
APY fet Cat 


It pays to push Red 
Devil Gla Cutters 
They rate high as 
ellers in all season 


—at good profit 


Th ure cutting 

precision made 

el whe | 

experi 

ced users and 

amateur alike 

It’s ALL in the 
Wheel 


The unique Easel 
Counter Displa 
attracts attention— 


and buyers 


LANDON P. SMITH, INC. 


IRVINGTON, N. J. 




















Free Trade 
in Operation 


HY have not manufacturers 

hastened to take advantage 
of the new laws? There appear 
to be several reasons. The most 
conspicuous is the fact that a 
manufacturer who fixes the retail 
price of his product makes it easy 
for the others to get the advantage 
of selling their products at lower 
prices. Distributors whose policy 
is to sell at low retail prices may 
concentrate their efforts on prod- 
ucts whose retail list prices are not 
maintained. So long as only a few 
manufacturers engage in_ resale 
price maintenance, the tendency is 
to switch the bargain-hunting con- 
sumer to the brands of a rival 
manufacturer. When, as in the 
sale of cosmetics, resale price 
maintenance is widespread, the 
price-cutting distributor pushes 
low-priced goods under his own 
private brand. 

A second reason for the manu- 
facturer’s slowness in espousing 
resale price contracts is the fact 
that many of them find it to their 
own interest to encourage competi- 
lion among distributors who sell 
their products. Distributors’ price 
competition tends toward lower 
retail prices by reducing the dis- 
tributor’s margin instead of the 
manufacturer’s profit. If distribu- 
lors’ margins are guaranteed, the 
retail price is likely to be on a 
higher level, and unless the con- 
sumer cheerfully accepts that in- 
creased price, the manufacturer 
may face the unpleasant alternative 
of a decrease in sales volume or a 
reduction in his unit price to the 
retailer. 


Consumer Protection 


The arguments which were made 
on behalf of resale price main- 
tenance laws during their legisla- 
live consideration, emphasized this 
possibility, and insisted that the 
consumer would be protected by 
the competition of manufacturers 
for volume sales. Manufacturers 
evidently fear that this argument 
may be in part true. 

A third problem which may de- 











SELL STEWART 
FENCE AND 
OTHER PRODUCTS 


Hardware dealers all over the coun- 
try are realizing substantial profits 
through the sale of Stewart Iron 
and Chain Link Wire Fence, Lawn 
Furniture, Interior and Exterior 
Railings, Bracket and Pier Lan- 
terns, Folding 
Chairs, Stable 
Fittings and 
other iron and 
wire products. 
Investigate the 
liberal dealer 
plan offered by , 
Stewart. You are not required to 
invest money nor carry any stock. 
You sell from Stewart literature. 
There is always a market for Stew- 
art Products. Write today for 
complete details. There is no cost 
and you place yourself under no ob- 
ligation. 





NCES 


The Stewart Iron Works Co., Inc. 
537 Stewart Block 
CINCINNATI ons OHIO 


“World’s Greatest Fence Builders Since 1886” 











by more than 
a million travelers 


No wonder the Benjamin Franklin 
has been approved by more than 
a million visitors to Philadelphia! 
Experienced travelers like its mod- 
ern service and comfort. They ap- 
preciate its convenient location. 
And their budgets approve the rates 
which make :t th> 
big hotel value [-Complete fa- 
in Philadelphia. | Cilities for 
1200 rooms > eathaagg ha 
a from small 
groups to 
conventions. 








THE 
BENJAMIN 
FRANKLIN 


SAMUEL EARLEY, Managing Director 


Philadelphia 
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A QUALITY PRODUCT 
in 


AN ATTRACTIVE PACKAGE 
at 


COMPETITIVE PRICES 


TALOCO Gum Spirits of 
Turpentine is filtered, 
dehydrated, and packed 
at the source of supply. 


Order from your jobber today 
TAYLOR, LOWENSTEIN & CO. 


Mobile, Ala. Cincinnati, O. 
56 N. Commerce St. 605 Gerke Bidg. 











bf you’ re 
Looking for 
THE CLASSIFIED 
OPPORTUNITIES 
SECTION 
TURN TO 


PAGE 90 
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ter manufacturers from adopting 
resale price maintenance contracts 
is the inherent difficulty of finding 
a minimum price for which they 
are willing to invoke the sanctions 
of the law. Price making in dis- 
tribution is no simple matter. 
Some goods are sold direct to re- 
lailers, some through wholesale 
channels, some through coopera- 
tive wholesaling organizations, and 
many products by the use of all 
these channels jointly. Issues have 
already developed between re- 
tailers and wholesalers as to the 
division of the  distributor’s 
margin. 

A fourth problem which the 
price maintaining manufacturer 
must face is the extent of the legal 
difficulties in which he may be- 
come involved by his resale price 
contracts. The most obvious of 
these difficulties, though not neces- 
sarily the greatest, is the fact that, 
if he does a national business, he 
must try to devise contracts which 
will satisfy the varying require- 
ments of the laws of 42 states, 
while staying within the confines 
of the Tydings-Miller amendment 
to the federal anti-trust laws. This 
formidable legal job is not finished 
when a form of contract is once 
devised. Thereafter, the manufac- 
turer must keep track of judicial 
interpretations of all these laws. 

—Rosert E. Freer, Federal 
Trade Commission, in “The 
Journal of Marketing,” 
April, 1938. 


Selling 


66 IGH-PRESSURE selling is a 

hustling, hard-working, ag- 
gressive salesman out after business 
with all the energy, persuasiveness 
and power he possesses. Our coun- 
try needs more high-pressure selling, 
and more high-pressure salesmen. I 
use high-pressure salesmen and I am 
proud of every one of them. 

“There is only one qualification 
that I would add to my definition of 
high-pressure selling. That is, I re- 
fer only to salesmen selling legiti- 
mate, honest products, fairly priced 
so that the cost to the consumer is 
commensurate with the service ren- 
dered.” 

—Thomas J. Watson, president In- 
ternational Business Machines Cor- 
poration. 























For A Real 


Vacation 


Come To 


New Orleans 


Stop At The 
City's Finest 


HOTEL 


800 Modern Rooms 
Moderate Rates 


The 
ROOSEVELT 


“Pride Of The South” 
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With a definite swing .to 
lower priced solid steel 
rods, Premax is going to 
town because of the exclu- 
| _ sive oil-tempered, hi-carbon 
steel blades which will 
stand the strain. Order 
samples of these fast sell- 
ing numbers, including a 
new detachable steel offset 
handle rod retailing for as | 
little as $1.25. 





| 







Pemax oduct 


Div sion of Chisholm-Ruder Co., Inc 


3ROG HIGHLAND AVE NIAG aRh FALLS. NY 











Sell One To 
Each Family 
For Sure a 


There are dozens of 
uses for handsome 
Dietz Streamline 
Lanterns and every 
family needs one | 
or more. In emer- |i 
gencies, the always fa 
ready light of Dietz \\\ 
Lanterns often \\ 
gives them value 
far beyond their 
price. 


R.E.DIETZ COMPANY - NEW YORK 


Makers of Lanterns for the World; Founded 1840 
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A Partnership Mess 


ERE is another instance of the 

pains and penalties of a mis- 
managed partnership, of which there 
are many :— 

I bought in with my partner 
nearly nine years ago and all went 
fine until lately when he wants to 
sell out and take up something else. 
I have been unable to raise the 
money to buy his half for cash, but 
have other sources to try. 

As it happens the lot we own is 
still in his name, due to the fact 
that his wife was taken to a mental 
asylum and title could not be 
changed until lately. Now he has 
been released from her and then we 
talked of buying his part. Every- 
thing, lot, building, all machinery, 
patents, and everything are 50-50. 

A third party wants to buy the 
building and lot from him, which 
is about one-half total valuation, and 
lease it to me. Here is where I balk, 
as the real estate is the sole thing 
the banks will loan on, thus ruining 
my credit with the bank and also 
this deal, as he thinks, would relieve 
him of all obligation of our indebt- 
edness. 

If I buy his half at our figure I 
automatically assume liability of all 
debts, also ownership of all ac- 
counts receivable which, including 
our stocks of unsold implements and 
our implement carry-lifts (a special 
trailer for hauling implements which 
we manufacture) are about of a 
balance. But if this third party buys 
the real estate he has nothing to do 
with the partnership, thus cutting 
down the business’ security for loans 
and credit accounts. I would be able 
to swing things providing I can sell 
this stock of goods soon, but due to 
things slowing up it looks like I 
would be stranded with ne loan se- 
curity to offer. 

What I want to know is, can he 
sell his one-half valuation, taking 
any certain items such as the real 
estate and be clear of his and my 
obligations without my consent? 


A Hasty Agreement 

This is a type of many partner- 
ships entered into hastily, loosely, 
orally, and without legal advice. Re- 
sult—a jam for one or both part- 
ners, possible friction and litigation. 

Apparently no written partnership 
agreement was entered into, at least 
none is mentioned. In consequence, 
the partners are at odds, one threat- 
ening wholly illegal actions against 
the other, the latter scared to death 
at what may happen to him, and in 


the melee the business may languish 
and die. 

Next after the failure to execute 
an explicit written agreement comes 
the mistake of allowing partnership 
property to remain in the name of 
an individual partner. Partnership 
property of course should always be 
in the name of the firm, or at least 
an acknowledgment should be execu- 
ted and filed by the partner holding 
title, to the effect that he holds for 
the partnership. 

As I have explained before, part- 
nership can be dissolved either by 
agreement of the partners, or through 
the court. The court is the only re- 
course if an agreement is impossible. 


Unnecessary Alarm 


I can calm the fears of this cor- 
respondent in several respects. His 
partner has nowhere near as much 
power as he thinks he has. No di- 
vision of partnership assets can be 
made except by agreement. Neither 
partner can arbitrarily say, “I'll take 
the real estate.’ The partners own 
the real estate, as they own every- 
thing else, jointly. It being estab- 
lished that the real estate belongs to 
the partnership, it cannot be con- 
veyed unless all partners join in the 
deed. 

Therefore this partner’s scheme to 
seize it, sell it and have the buyer 
lease it to this correspondent cannot 
possibly succeed—if it is clear that 
it is partnership property. 

Your partner’s idea that he can 
be released from the partnership 
debts in the way he proposes is 
also wrong. A retiring partner can 
only be released from the firm debts 
by the consent of the creditors. Even 
if the remaining partner assumes 
the debts, the creditors are not 
bound to look to him alone; they 
can still come back on the retiring 
partner. 

I do not know whether the pro- 
posed buyer of the partnership real 
estate thinks he thereby acquires an 
interest in the firm, but if he does 
he is wrong—unless this correspon- 
dent is willing to accept him. 
Changes in a partnership can only 
be made with the consent of all the 
members. 

My advice to this correspondent 
is to get the best local lawyer he 
can, and serve notice on the retiring 
partner that unless an equitable 
agreement can immediately be en- 
tered into, the court will be appealed 
to to liquidate the business. This 
would not necessarily mean winding 
it up. 
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Wright netting, known everywhere by the familiar 


rooster trademark. Multiple continuous twist by 
WRIGHT power looms. Regular hexagonal mesh, 
securely and permanently locked. Copper bearing 
steel exclusively. No fence steel is more lasting than 


copper bearing steel. 
STEEL & 


GE WRIGHT wre co 


WORCESTER: MASS. 























Cn CLEVELAND 4 


TcHOLLENDEN 


&n cowumBus id. 


The NEIL HOUSE 








| Power Mowers. 





Con AKRON 2 


Thee MAYFLOWER 


An TOLepo ith 


TeNEW SECOR 


In JAMESTOWN (16 %4) 


The JAMESTOWN 
ote SAMUELS , 1 €2 


and featuring 












Unusually Comfortable, Modern Rooms; 
Good Food, Carefully Prepared and 
Served; Every Modern Hotel Facility 
and Reasonable and Uniform Rates 


**Genuinely 


Friendly” 
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@ The old time “push” 
lawn mower is going out, 
wherever there is extra 
lawn space to cut. For over 
seventeen years, parks, 
cemeteries, golf courses and 
estates have been beautify- 
ing their lawns, saving time 
and money with Jacobsen 
Now the 
20-inch roller drive mower 
(shown above) and the 


POWER MOWERS 
a Mi) 


JACOBSEN 


sturdy little Simplex wheel- 
drive mower are finding 
favor on lawns of moderate 
size everywhere. 

The reputation and extra 
value of Jacobsen Power 
Mowers give you an ad- 
vantage in getting this 
profitable business. Exclu- 
sive territory of liberal pro- 
portions. Write for details 
of our dealer opportunity. 


JACOBSEN MANUFACTURING CO. 


775 Washington Ave. 


Racine, Wisconsin 


New York Branch — 101 Park Avenue 





JACOBSEN 


POWER 
MOWERS 








BORES ANY App 









Here’s a 


USES! 





WRITE 
FOR 
CATALOG 






PR 
pray 


on a 


handy tool that no 
woodworker can afford to be 
without! The Forstner Auger Bit 
is virtually e@ complete set of 
tools in one—it will perform 
many operations now done with 
chisel, gouge, scroll saw and lathe 
tool. Guided by a circular rim in- 
stead of a center, this bit operates 
in any direction, always leav- 
ing a clean, polished surface. 


MANY NEW 












qTJaT ¥ AS 







}7Are PROGRESSIVE MEG. CO. 


TORR Ewe To 8 


COORG ES 2 ae Ut 












FREE! New 1938 Edition 
= Illus. 100-page catalogue 
Listing over 75 nationally advertised 
MODERNIZED VACUUM CLEANERS 


MAKE ;; 200% PROFIT 


RETAILING GENUINE RE-NEW 
MODERNIZED VACUUM CLEANERS 
@ Unconditional |-year guarantee 
@ Finished to look like new 


RE-NEW SWEEPER CO. 


9593 Grand River Ave., Detroit, Mich. 














50°o—To Distributors —50°o 


Sell guaranteed Masterlite Lamps. 
American made. Fully 
guaranteed for 1000 hours. 


Write at once for catalog 
and proposition 


THE MASTERLITE CO. 


Dept. GC5S. 110 E. 28rd St., N. Y. 












“Lead Seal’’ NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit-maker 
and good will builder. Note the famous ‘‘Lead 
Seal’’—the lead under the head and down the 


shank actually plugs the nail hole with lead! ... 
Ask your jobber or write us for samples and dem- 
onstrator blocks. 


The DENISTON Company 
4840 S. Western Ave. 


COOKS( FEM vail 


CHICAGO, ILL. 





CLIPPERS 
The “Gem Junior” 


An eye-pleasing streamline 
clipper with keen, hardened 
cutting jaws and_ efficient 
file and cleaner. Mounted 1 
doz. on attractive counter dis- 
play card. Retail, 25¢. At 
jobbers’. Send catalog 
price sheet. 


The H. C. Cook Co. 


27 Seaver s., Ansonia, Conn. 


"Gem Jr 





for 








STREL MORTAR HODS 


shoulder saddle 
and handle. 
Edges are heavily 
reinforced. The 
fork is pressed 
from heavy gauge 
steel. 





Write for ces. 
The ) Ceveland Ww Spring Ce. 

















St. and Hamilten Ave. 
+ * 
‘5 UJ 


Cleveland, Ohiec 
gren 


SHINE 
cHAM 


> ess 
ch UY rot 


MADE IN U.S.A. 


ASK YOUR JOBBER 


HOYT & WORTHEN 
TANNING CORP. 
HAVERHILL 


MASS. 
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Coming Conventions 
and Events 
Retail 


Alabama, The 


Hardware | 


Assn. of, exhibition and meeting, June | 


7-9, 1938, at the Gay Teague Hotel, 
Montgomery, Ala. 


21st St., Birmingham, Ala., 


American Hardware Manufac- 
turers Assn. and the National Whole- 
sale Hardware Assn., Oct. 17-20, 
at the Marlborough-Blenheim 
Atlantic City, N. J. 
well, 342 Madison Ave., New York City, 
is secretary of the manufacturers’ group, 
and George A. Fernley, 505 Arch St., 
Philadelphia, is secretary-treasurer of 
the wholesalers’ group. 


secretary. 


Hotel, 


J. H. Crowe, 410 N. | 


1938, | 


Charles F. Rock- | 


Associated Pot and Kettle Clubs | 


of America, June 24-26, at the Santa 
Barbara Biltmore Hotel, Santa Barbara, 
Calif. 

Carolinas, The Hardware Assn. 
convention, June 14-16, 1938, at 
Jefferson Hotel, Columbia, S. C. 
R. Craig, 407-11 Commercial 
Bldg., Charlotte, N. C.,  secretary- 
treasurer. 


of, 


ihe 


Contract Builders’ Hardware Dis- 
tributors, National Assn. of, Sept. 20-22, 
1938, at Wm. Penn Hotel, Pittsburgh, 


Arthur | 
Bank 


Pa. Assn. office at 225-227 Federal St., 
N. S., Pittsburgh, Pa. 

Implement Dealers Assns., Na- 
tional Federation of, Oct. 11-13. 1938, 
at the Hotel Sherman, Chicago. Her- 
bert J. Hodge, secretary, Abilene, Kan. | 


Institute of Cooking & Heating | 


Mfrs. mid-year convention, June 9-10 | 


at the Netherland Plaza Hotel, Cincin- | 
nati, Ohio. 

National Assn. of Credit Men, | 
1 Park Ave., New York City, annual | 
congress, June 5-10 at St. Francis | 
Hotel, San Francisco, Calif. 


National Retail Credit Assn., 26th | 


annual convention, June 21-24, Hotel 


William Penn, Pittsburgh, Pa. 


National Retail Hardware Assn., | 


July 11-14, 1938, at the French Lick 
Springs Hotel, French Lick Springs, 
Ind. H. P. Sheets, managing director, 
130 E. Washington Blvd., 


Wholesale Hardware 
Assn. and the American Manufacturers 
Assn., Oct. 17-20, 1938, at the 
borough-Blenheim Hotel, Atlantic City, 
N. J. George A. Fernley, 505 Arch St., 
Philadelphia, 


National 


is 


Rockwell, 342 Madison Ave., New 
York City, 
facturers’ group. 

New York Housewares Mfrs. 
Assn. show, July 10-16, 1938, at Hotel 
Pennsylvania, New York City. Execu- 
tive-secretary, 
sylvania, New York. 


Texas Wholesale Hardware Assn. an- 
nual meeting. June 17-18, 
Buccaneer Hotel, Galveston, Tex. O. H. 


Indianapolis. | 


is secretary of the manu- | 


Marl- | 


secretary-treasurer of | 
the wholesalers’ group, and Charles F. | 


Flo English, Hotel Penn- | 


1938, at | 


Mann, Higginbotham-Pearlstone Hdwe. | 


Co., Dallas, 


association. 


Tex., 


is president of the 








Horse & Mule 
Shoes 


Hand puddied 
bar iron and 
ircn rivets 


THE BURDEN IRON COMPANY 


Established 1809 
TROY, N.Y. 



















Tools that Serve — 
Cutlery that Cuts 


We protect you through Jobbers 


DAMASCUS STEEL PRODUCTS CORP. 
Rockford Iinois 

















ROCHESTER ADJUSTABLE 
SASH BALANCES 


A product of Guar- 
anteed quality. Real 
“ profit in handling 
» them. 

Write for prices. 
Bechester Sash Balance Co., Ine. 














Rechester, N. Y. 
HEATED UNHEATED 


Kew Daisy Waterers 


for HOGS i POULTRY 
ALSO SHAW and DAISY 


CALF WEANERS 
BEST FOR 25 YEARS 


Write for FREE Circular Mfrd. By 
QUINN WIRE & IRON WORKS 


BOONE, IOWA, USA 





KEY BLANKS 


OF EVERY DESCRIPTION 
Also, assorted skeleton keys. 


Catalogue on request 
GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. S. A. 








#8 1 a 


to mention that 
you saw it in— 
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: Profitable 
Business 
for You 


Selling Triplex Lag Bolts 


Quick starting—a sound whack on the head won’t harm the 
tough true cut threads. Sharp gimlet pointed, they take 
hold and screw home fast—save time and assembly costs. 
Precision made, American standard square heads, clean 
shanks. All heat-treated, quenched in rust-preventing oil. 
Buyers find real economy in Triplex Lag Bolts. Write today 
for full information. 


THE TRIPLEX SCREW CO. 
5301 GRANT AVE. CLEVELAND 


IPLEX 


COMPLETE LINE OF CAPVAND SET SCREWS, BOLTS AND NUTS 
Millions Sold—Used in Every Industry 





bk 








A new and complete line of ready to nail Horse, 

Mule and Bronco shoes. Strong, tough, long 

wearing. Like all Diamond Shoes they are 

perfectly balanced, and shaped to fit the average 

horse’s foot without alteration. Nail holes are 

clean, correctly tapered and spaced. Easily nailed. 
Write for information. 











SWING- over DOOR HARDWARE 


Sell Coburn No. 500 Hardware Sets 
for overhead door installations. Ex- 
isting swinging doors or new one- 
piece doors can be used. The sets 
are flexible and in wide demand 
which assures profitable turnover with 
limited stock. Send for descriptive 
folder. 


Since 1888 Coburn Products Have 
Been Dependable 


COBURN TROLLEY TRACK CO. 
50 Canal Street, Holyoke, Mass. 











EVERYWHERE 





SS Gardiner Acid-Core Solders are made to make good... 

no matter how tough the job. Their reputation for de- 

pendability and economy wins trade. Their uniform performance 

holds it. Farmers, mechanics, garages, etc., are 1, 5 and 20-Ib. spool 

buyers. The big, profitable home market shows a marked preference 

for the famous Gardiner Repair-All Household package... priced 

to meet chain store competition with a full mark-up. Order Gardiner 
Solder by name from your jobber. 





"4821 S. Campbell Ave., Chicago, III. 














EVERYWHERE 


No. 800 — Low Priced, Pump Filler, 


Polished Brass Finish. 


No. 600A — Bottom Filler, T Handle 
Lock Down Pump, Polished Brass Finish. 


No. 158A—Chrome Plated Tank and 
Pump, Full Skirted Windshield. 


CLAYTON & LAMBERT Mc. Co. 


DETROIT, MICHIGAN 


— 
>) > 
(Af, 
NoIGOOA 
DeETROIT 











EMPIRE LEVELS 


Will Increase Your 






Level Business 


A Quality Line at 


Popular Prices 


Catalog on 
Request 


MILWAUKEE 
WISCONSIN 


EMPIRE LEVEL MFG. CO. 
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information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


The “Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Sheridan, Wyoming: Who makes 
Creo-Dipt white stain?—-D& D Hard- 
ware Co. 

ANSWER: Creo-Dipt & Co., Inc.. 
North Tonawanda, N. Y. 

* & 

Portland, Me.: Who makes Lyf- 
Boy life preservers?——Guptill Corp. 

ANSWER: Lyf-Boy Corp., 3275 
Penobscot Bldg., Detroit, Mich. 

* 8 # 

Lake Forest, Lll.: Please furnish 
the address of Gillis & Geoghegan 
Co. This firm makes Ash Hoists. 
Wells & Copithorne Co. 

ANSWER: 11 Park Place, New 
York, N. » 2 


% * * 


Clarence, N. Y.: Who makes the 
Hoover potato digger ?—H. N. Roth- 
enmeyer Hardware. 

ANSWER: Syracuse Chilled Plow 
Co., Inc., Syracuse, N. Y. 


*% * * 


Brattleboro, Vt.: Who makes the 
Parkers Perfect polish? Lyon 
Hardware Co. 

ANSWER: C. W. Parker Co., Inc.. 
4th & Elm Streets, Des Moines, Iowa. 
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Columbus, O.: Who makes a lawn 
whip or mower for cutting tall grass 
and weeds? — Columbus Hardware 
Supplies, Inc. 

ANSWER: Auto Sickle Co., 68 
Pleasant Street, South Natick, Mass. 


* * * 


Holyoke, Mass.: Who makes the 
K-E electric vapo ball?—J. Russell 
& Co. 

ANSWER: Kirkman Engineering 
Corp., 121-6th Ave., New York, N. Y. 


& * * 


Holdenville, Okla.: Who makes 
the Gold Medal cream separator ?- 
Dolton & Barnard Hdwe. & Furn. 
Co. 

ANSWER: Associated Mfg. Inc., 
Waterloo, Iowa. 

* * * 
Los Angeles, Calif.: Where can 


we obtain the Cartland transom op- 
erators?—Horace W. Green & Sons. 


ANSWER: Imported from En- 
gland by: George H. Holsten, 6 War- 
ren Street, New York, N. Y. 


* * * 


Pueblo, Colo.: Please furnish the 


address of the Illinois Duster Co. 
—Western Janitor Supply. 

ANSWER: 1944 W. Webster Ave.., 
Chicago, III. 

* * 

Lowell, Mass.: Who makes the 
Hauck hand type burner?—Middle- 
sex Supply Co. 

ANSWER: Hauck Mfg. Co., 129- 
10th Street, Brooklyn, N. Y. 


* * * 


Sumter, S. C.: Who makes the 
Lion mitreing machine? — Henry 
Bull. 

ANSWER: Pootatuck Corp., Lion 
Div., 2444 Main Street, Stratford, 


Conn. 
* * * 


Albany, N. Y.: Who makes the 
Continental gas range? — Albany 
Sales Agency, Inc. 

ANSWER: Continental Stove 
Corp., Ironton, Ohio. 

* & * 
South Norwalk, Conn.: Who makes 


the Eastman sports timer? — Fox 


Cycle & Hardware Co. 


ANSWER: Eastman Kodak Co.. 
Rochester, N. Y. 
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FAST-STARTING, FAST-SELLING 


ECLIPSE 


AIR-COOLED AND ELECTRIC 


OUTBOARD MOTORS 


belong in your line. They 
are good-will builders 


De Luxe 





Standard 
Single Single Electric 
$79.50 $71.50 $38.50 


BENDIX PRODUCTS CORPORATION 
MARINE DIVISION, 401 Bendix Drive, South Bend, Ind 


Silent 


Air-cooled Twin 
$129.50 









Free Demonstration Stand 
to help increase sales on 


EDLUND CAN OPENER 


Junior 
is available for all dealers 


This attractive color display takes very little space in 
your store, and has cut-out for can 
where customers can see how effi- 
ciently this famous opener operates. 
Sample cans will also be included 
free with this “Try It Yourself” card 
which is creating profits for hundreds 
of dealers. Write for yours today. 


BURLINGTON, VT. 











Order from your jobber! 
Schalk Chemical Company, 
Los Angeles and Chicago 








LAWN SPRINKLER 
a $1.25 Seller! 


Insure greater sales with this attractive red and 







aluminum, efficient revolving sprinkler. Fitted 
with the improved "IDEAL" (Blake) Sprinkler 
head, it will thoroughly cover a circle 35 feet in 





Gets the water 
It is easy to sell wherever it 


diameter at 20 pounds pressure. 
evenly distributed. 
is displayed. 







Ask Your Jobber 


MANUFACTURING CO. 


566 W. Lake St., Chicago, Ill. 28 Warren St., New York City, N. Y. 















pleased users - 
for nearly a century. 
and their continuous , 
performance as sound 
profitable merchandise has 
‘pleased three generations of hard- — 
ware dealers. Stock a good selection | 
from the complete line of certified { 
Wood and Metal Saws, Saw Tools, Ma- | 


A MEAOMMANCE 


E. C. ATKINS AND COMPANY, 410 S. Illinois St., Indianapolis, Indiana 
TR SRA A TTT TEES 





NEW PROFITS FOR YOU! 
FULTON CITY LETTER BOX 


Here’s a fast-moving,  sure-selling 
profit maker—a beautiful colored City 


Letter Box, complete with lock and 
keys. tetailing for only 50 cents ex- 
cept on the coast and in Canada. The 
price alone will move this item off 


your shelves. Its crystal green crackle 


finish and smart design give a dis- 
tinctive quality appeal that no cus- 
tomer can resist! 

Stock up now on these New City 
Letter Boxes—they’re certainly going 


Millions of letter boxes 
country need replacing— 
a real market for you! 
for the huge demand NOW. 


Pre- 
PATENT NOVELTY COMPANY | 
305 Eighth Ave. Fulton, Illinois 


to go fast! 
all over the 
there’s 
pare 
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“CHARCO- GRILL’’ Steaks Taste Better 


outdoors 
over charcoal or char- 
briquets this 
sturdy, permanent, com- 


when broiled 


coal on 


plete unit. Install one 
in your own garden, it 
makes an attractive ap- 


pearance when set in 
stone or brick. Parks, 
picnic grounds, over- 


night camps or country 
clubs will appreciate the 
safety and cleanliness 
of “CHARCO - GRILL.” 
Price $20.00. 
jobber 
folder. 





See your 


or send for 


AMERICAN BRAKE SHOE’ & FDRY. cO., 
230 Park Avenue New York 



















EXTRA SALES FEATURES— 
the extra features of the Hamil- 
ton Beach food mixer give you 
extra selling points easier 
sales. 


NATIONALLY ADVERTISED 
in the Rotogravure Section of 
Sunday newspapers. 

FREE DEALER HELPS— 
Complete—attractive. Furnished (~ 
free on request. 

Order Hamilton Beach food mixers 
from your Wholesaler. Write us for 
free dealer helps. 

HAMILTON BEACH CO., Racine, Wis. 


Division of Seovill Manufacturing Co. 


HAMILTON BEACH Foon Mixer 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words. . $3.00 
All capitals, maximum, 50 words.... $4.00 
Each additional word....... ‘ -06 


Positions Wanted 


ay ye | se set solid, maximum, “ie 


50 wo 
Each ‘sdditional OD oc ncancncaneees 01 
Aow Seven Words for Keyed Address or Your Address 
BOXED DISPLAY RATES 
Deh TO on. cccdectecassndcaaccnass $5.00 
Each additional inch ........- 4.00 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents. Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 10% off; 8 insertions 15% off. 

Due to the special rate, these discounts do 

not apply on Positions Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 
—_~eo— 


HARDWARE AGE is published every 





other Thursday. Classified forms close 





15 days previous to date of publication. 


NOTE 


Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 

— @ = 
Address your correspondence and replies to 

HARDWARE AGE 
Classified Opportunities Dept. 

239 West 39th St.. New York City 

















Hardware Personnel 
Our files contain applications of several hundred 
experienced and well trained employees in the 
hardware industries. 

NO CHARGE TO EMPLOYERS FOR THIS 

SERVICE 


If we can be of any help to you, just phene 


ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1803 [ 











PURCHASING AGENT HAVING MAIL 
ORDER, hardware jobber, group and syndicate 
organization experience, desires position with re- 
liable firm. Address Box C-952 care of Harpwart 
Ace, 239 W. 39th St., N. Y. City. 





WANTED POSITION TO REPRESENT 
RELIABLE manufacturer for New England 
States by steady, dependable, conscientious man. 
Twenty years’ experience entire hardware line 
especially builders’ requirements. Have car. Ad- 
dress Box D-19, care of Harpware AGe, 239 W. 
39th St., N. Y. City. 





THOROUGHLY EXPERIENCED HARD- 
WARE MAN, 34, married, good health, with ten 
years of experience in operating a retail hardware 
store and five years’ experience traveling for whole- 
sale hardware house, desires position in retail hard 
ware store—Minnesota or Wisconsin preferred. 
Address Box D-26, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 


BUYER AVAILABLE—THIRTY YEARS’ 
EXPERIENCE as buyer wholesale hardware. 
Familiar with all lines and branches. Good reason 
for change. Small jobber preferred. Corre- 
spondence invited. Best of references. Will go 
anywhere. Know the jobbing business. Address 
Box D-35, care of Harpwarre Ace, 239 W. 39th 
St.. N. Y. City. 


COMPET Fr AND EXPERIENCED HARD- 
WARE MAN, 33, married, good education and ap- 
pearance, desires inside position with wholesaler 
or manufacturer. Have had 15 years of valuable 
wholesale experience in New York City which 
includes—office management, selling and buying 
of general hardware. Address Box D-28, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 









BUILDERS’ HARDWARE MAN COMPE- 
TENT OWN architects’ plans and spec., template 
work, scheduling and details on all classes of 
building construction. Familiar leading manufac- 
turers’ lines and special goods. Capable depart- 
ment manager. Address Box D-23, care of Harp- 
warE Ace, 239 W. 39th St., N. Y. City. 





SALESMAN, 39 YEARS OF AGE, calling on 
hardware jobbers, chain stores, auto accessory 
chain stores and jobbers. Would like to have hard- 
ware lines that could be sold to above concerns. 
15 years’ hardware experience covering Illinois 
end Wisconsin. Address Box D-27, care of 
HARDWARE Ace, 239 W. 39th St., N. Y. City. 





SALESMAN MANUFACTURER'S REPRE- 
SENTATIVE CALLING FOR the past 12 years 
on the Hardware, Housefurnishing and Elec- 
trical jobbers in Metropolitan New York; also am 
well acquainted with the chain and Department 
stores. Commission basis. Good references. Ad- 
dress Box D-20, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 








MANUFACTURERS’ AGENT — MIDDLE 
WEST—WILL consider one additional line, or 
items, for distribution to jobbers, department and 
key hardware outlets. Has had retail and whole- 
sale expperience. Pays own expenses—no draw- 
ing account. Only lines capable of volume con- 
sidered. Exclusive territorial arrangement. An 
opportunity to secure capabie representation at no 
expense. Address Box D-36, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 





FORMER MANAGER HARDWARE DE. 
PARTMENT IN large retail store of leading 
chain organization, age 35, experienced in all 
phases modern merchandising and sales promotion 
methods, capable organizer trained in inventory 
control, buying, store arrangement, advertising 
and display, seeks connection with progressively- 
minded independent dealer interested in meeting 
modern chain store competition. Address Box 
D-43, care of Harpware Ace. 239 W. 39th St., 
N. ¥. City. 


90 





24 YEARS’ EXPERIENCE SELLING HARD- 
WARE, housefurnishings, toys, sporting goods 
electrical, plumbing, mill and factory supplies, 
radios, paints, etc.—window trimming—show card 
and sign work, newspaper ad writing, store depart- 
mentizing—-capable of building window display 
backgrounds—display tables—sampling of doors or 
draws—capable of management of sales force or 
departments. Make me an offer. Address Box 
D-38, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 

oa eaieeed 

COMPETENT, AGGRESSIVE AND CON- 
SCIENTIOUS WELL-KNOWN Eastern sales 
representative, at present employed, desires to 
relocate with reliable and reputable Eastern metal 
products manufacturer as sales manager or assist- 
ant. Has numerous close friends in wholesale 
hardware and mill and marine supply business. 
With present prevailing conditions he believes his 
ability and experience with extensive contacts 
should warrant expectation of increased sales to 
the manufacturer giving favorable consideration to 
this application. Well recommended. Address 
Box D-33, care of Harpware Ace, 239 W. 39th 
S.. N. ¥. City. 








BUYER AND PURCHASING AGENT IN the 
hardware, mill supplies, housewares and gifts, 
paints, glass, plumbing, roofing, heating, electrical 
and plastering supplies, wishes a connection with 
a progressively-minded firm, either Independent, 
Chain, Department Store, jobber or wholesaler. 
Experienced in all phases of modern marketing, 
merchandising, stock and price control, sales pro- 
motion, store arrangement, advertising, and a 
capable organizer. College graduate, age thirty- 
three and married, with fifteen years of retail and 
wholesale business experience. Thorough, tactful, 
conscientious and progressive; neat appearance and 
a fluent talker. Present starting salary secondary 
to opportunity and future. Available on short 
notice, and can offer the finest references as to 
character — ability. Would prefer within 200 
miles of New York City or West of Mississippi. 
Address Box D-44, care of Harpware AGe, 239 
W. 39th St., N. Y. City. 





Attention! Manufacturers’ Agents 
We want to get in touch at once with several depend- 
able men or firms experienced in selling Deep and 
Shallow Well Pumps to hardware and plumbing job- 
bers. Our line is complete, modern and attractively 
priced. Several good territories still open. Don’t 
write unless you have had experience with this line 
of equipment. Ours will be a worthwhile connection 
and your efforts will be backed by strong cooperation 
in the factory and from the office. Give detailed ex- 
en territory, lines bandied, ete. in your first 
etter. 


Address—Dorr Pump & Mfg. Co., Whitewater, Wis. 
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MANUFACTURERS’ AGENTS WANTED. 
ELECTRIC WIRING devices, appliances, cord 
sets: wholesalers, departments, chains, better re- 
tailers. State territory and trade. Prominent east- 
ern manufacturer. Address Box D-41, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 





BUILDERS’ HARDWARE SALESMEN 
WANTED BY manufacturer of casement and 
transom hardware. New York, Pennsylvania, and 
several other good exclusive territories open. 
Liberal commission. Advise territory you cover. 
Address Box D-15, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 


SALESMEN CALLING ON HARDWARE 
TRADE to sell complete line of Asbestos Wick 
Products for oil stoves and ranges. Commission 
generous. Exclusive territory. Territories still 
open—States of Washington, Oregon, California. 
Nebraska, Kansas, Missouri, Arkansas, Louis- 
iana, Tennessee, Kentucky, Ohio and New Eng- 
land States. Address Box 1660, Paterson, N. J. 








SALESMEN WANTED: GOOD FOLLOW- 
ING CALLING on hardware and house furnishing 
line in all parts of the United States, to handle 
our line as a side line to sell corks, bottle caps, 
faucets, capping machines, bungs, rubber hose, 
barrels, pressers, hydrometers, sulphur strips. 
aluminum seals and all other bottlers’ supplies. 
Address Box D-46, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 





WANTED — MANUFACTURERS’ REPRE. 
SENTATIVE CALLING ON RETAIL HARD- 
WARE, IMPLEMENT, AND PUMP DEALERS 

IN EASTERN AND SOUTHERN SECTIONS 
OF UNITED STATES BY MANUFACTURER 
OF DAIRY BARN ITEM THAT HAS BEEN 
MARKETED SUCCESSFULLY FOR OVER 30 
YEARS. NO SAMPLES TO BUY. GIVE 
FULL DETAILS IN FIRST LETTER. AD- 
DRESS BOX D-34, CARE OF HARDWARE 
AGE, 239 W. 39TH ST., N. Y. CITY. 








Limited number of direct factory representatives 
on liberal basis for sale of old established high- 
grade line of home laundry equipment through 
distributors, department stores and specialty re- 
tailers. Line includes ironers and extractor wash- 
ing machines in addition to regular wringer 
—-. Give experience, references and age in 
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Here’s A Real Sideline 


all your customers need. New, non- 
competitive, every demonstration a 
sale. Sells itself. Samples inexpen- 
sive, readily carried. Big, easy profits. 
Write now. 


Dept. 2, 2626 Washington Bivd., Chicago, Ill. 











MANUFACTURER OF A NEW, UNIQUE 
twin-brush now used in the industrial field, also 
putting out a honsehold size, would like to secure 
exclusive distributors with facilities to warehouse 
small stock of our products. Territories and state 
rights are now available. Address—Industrial 
Twin-Brush Corp., 8 Beach Street, N. Y. City. 


COMMISSION SALESMEN, NOW CALL- 
ING ON electric contractors and electricians to 
sell new BX Cable Cutter. Best tool on the mar- 
ket. Give full details in letter stating territory 
covered and companies now represented. All ter- 
ritories open. Address Box D-29, care of Harp- 
waRw AcE, 239 W. 39th St., N. Y. City. 


SALESMEN WANTED FOR ESTABLISHED 
SIDE LINE, pertaining to the stove industry. 
Need men calling on hardware and furniture trade 
(wholesale and retail). Accounts established. Ter- 
ritory available—Texas, Louisiana, Arkansas, 
Oklahoma and Kansas. Send all inquiries to 
Box D-50, care of Harpware Ace, 239 W. 39th 
st.. N. Y¥. City. 











SALESMEN WANTED—HIGH-GRADE ME- 
CHANICS’ TOOLS, old established firm. One 
territory—Missouri, Iowa, Nebraska, Kansas; 
second—-Wisconsin, Minnesota, North and South 
Dakotas; third—Ohio, Michigan, Indiana; fourth 

Colorado, Utah, Wyoming, Idaho, Montana. 
Small weekly advances to experienced men. May 
sell one or two allied lines and must be familiar 
with mechanics’ tools, no other need apply. Give 
particulars. Address Box D-39, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 





| 


SALESMEN — HAVING ESTABLISHED 
ROUTE COVERING larger retail hardware deal- 
ers, department stores, etc., by manufacturer of 
quality line grinding wheels, sharpening stones and 
hones. Prices right to get business. Help from 
sales department in introducing line. Strictly 
commission basis. Commission paid semi-monthly. 
Several good territories open. Address Box D-32, 
care of Harpware AGE, 239 W. 39th St., N. Y. 
City. 


IF INTERESTED IN SELLING DIRECT TO 
RETAILERS AND JOBBERS WE HAVE HOT 
HARDWARE SPECIALTIES SELLING FROM 
COAST TO COAST. SALESMEN WISHING 
TO BUY AND SELL (ACTING AS YOUR 
OWN JOBBER) EXCELLENT PROPOSITION. 
EXCLUSIVE TERRITORY. SOME _ TERRI- 
TORY OPEN. ADDRESS—FULTON PROD- 
UCTS COMPANY, 125 W. 33RD ST., NEW 
YORK CITY. 




















YOUNG MAN, DESIROUS OF ENTERING 
hardware business, wishes to contact proprietor 
who plans to sell out in the near future. The pur- 
pose in view is to gain experience on a mutually 
agreeable basis, and eventually to purchase the 
business. Address Box D-30, care of Harpwanrt 
AcE, 239 W. 39th St., N. Y. City. 











FOR SALE, GOOD ACTIVE HARDWARE, 
plumbing, heating and tin shop business. Clean 
moderate stock; the only hardware store in a town 
of 300, in the heart of Illinois corn belt. Owner 
retiring; splendid opportunity for two hustling 





young men. Address W. H. Schafroth, owner, 
Cabery, Illinois. 
COLORADO OPPORTUNITY HARD- 


WARE, IMPLEMENT AND lumber business, a 
consistent money maker for present owner since 
1910; inventories approximately $12,000; 1937 
sales over $27,000. County seat town, excellent 
schools, fine climate, no chain competition, will 
clear $5,000 per year, must sell for health reasons. 
Address Box 1-48, care of Harpware AGE, 239 W. 
39th St., N. Y. City. 





MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 


FOR SALE—STRICTLY MODERN HARD. 
WARE AND PAINT STORE. GOING BUSI 
NESS, WELL LOCATED; ABOUT $6,000 
CASH. SPLENDID OPPORTUNITY TO LO 
CATE IN GOD’S COUNTRY. ADDRESS— 
HARRY DANNIN, 800 N.E. 1ST AVENUE. 
MIAMI, FLORIDA. 


FOR SALE: HARDW ARE, HOUSEFUR- 
NISHINGS AND paint store in small New Jer- 
sey town. Inventory and fixtures approximately 
$6,500. Will sell for less. Quick sale. Must leave 
town on account of health. Address Box D-40, 
care of Harpware AGr, 239 W. 39th St., N. Y. 
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FOR SALE AN EXCELLENT HOUSE. 
HOLD HARDWARE BUSINESS IN CITY OF 


10,000. SHOWING HANDSOME INCOME, 
ESTABLISHED 25 YEARS, LESS THAN 
$225.00 MONTHLY OVERHEAD. OTHER 


BUSINESS INTERESTS DEMANDING MY\ 
TIME AND WILL SELL MY_ BUSINESS 
LOCK STOCK AND BARREL FOR _ $15,000, 
OR BANKABLE SECURITIES. INQUIRE 
FREDERICK KLEIN, BUCYRUS, OHIO. 











SALESMAN WANTED: RETAIL STORE IN 


western Colorado desires to contact an exper! 
enced hardware and paint man to take charge ot 
the front part of the store. State age, experience 
and wages expected. Address Box D- " care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 








Whether you want to buy 
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Hardware Age. 


or sell a paying hardware 
business—or seek dependable sales representatives—or 
contact some desirable accounts — or secure a good 
position in the hardware trade—or need help for your 
expanding business—or wish to market a worthy prod- 
uct — use the Classified Opportunities Section of 


Your advertisement in this section will put you in touch 
with the particular “CLASS” you want to reach. Year 
after year Hardware Age has led its field in both the 
volume and results of its classified advertising. It enjoys 
the confidence and following of the hardware trade. 


HARDWARE AGE 


A Chilton Publication 


Classified Opportunities Department 
239 West 39th Street, 


A.B.C.—Charter Member—aA.B.P. Inc. 


New York, N. Y. 
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The Dash (—) Indicates tnat the Advertisement Does Not Appear in 


This Issue 





Abrasive 
Acme Steel Co 
Aladdin 
Albion Mfg. 
Allen Mfg. 
Allen Mfg. Co., W. I 
American Brake Shoe & Foundry 
Co. 
American Brass Co., e 3 
American Cabinet Hardware Corp. 
Chain and Cable Co., 


American 

Inc. 
American 
American 
Americna 
American 
American 
American 
American § 
American 
American 
American 


Ballonoff Metal 
Bassick The 
Bayer- Semesan Co. 
Behr-Manning Corp. 
i £8. £2 are 
Bendix Products 
Div. 


Calbar Paint & vege Co 
Carborundum 
Carnegie-Illinois “tect” 
Carrollton Metal Prod. Co., 
Carter : ™ 

Central Commercial Co 
Champion Hardware Co., 
Cheney Hammer Corp., 
Chicago Lock Co. 

Chicago Spring Hinge Co....... 
Chicago Wheel & Mfg. © 
Chisholm-Ryder Co., 
Clancy, R 
Claridge Hotel 
Clayton & Lambert Mfg. Co 
Clemson Bros., 
Cleveland Chain & Mfg. Co. 
Cleveland Wire Spring Co., 
Clever Mfg. ‘0 


Coleman Lamp & Stove Co 
Collins 
Columbian Rope Co 
Columbian Vise & Mfg. Co. 
Engineering Works 
Connecticut Valley Mfg. 
Continental S:eel 
Cook Co.. 


Conco 


Corbin Screw 
Crescent Tool 
Cross & Co., 

Cycle 


Daisy 
Damase us Steel Products Corp. . 
Dazey Churn & Mfg. Co 
Dempster Mill Mfg. 
Deniston Co., 
Dennis & Co., e 
DeWitt Operated Hotels. 
Diamond Calk 
Dietz Co. E 
Domes of Silence 
Drake Hotel 
Draper-Maynard 
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o, Pest de ee é & Co. 


du Pont ‘e a aoe ry Co., Inc., 
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“co 
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Hardware Corp., The.18, 
Cc — 


g. Co 
Safety Razor Co...... 
Co. 


Thermos Bottle Co.... 
Wire Fabrics Corp.. 

Ames Baldwin Wyoming Co..... 
Animal Trap Co. of America.... 
Arcade Mfg. Co 
Archer-Daniels-Midland Co 
Armstrong Bray & Co 
Armstrong Bros. 
Arnold, Schwinn & Co., 
Atkins & Co., Y 
Auditorium Hotei 


Fox Shot Gun Div. § 


Gurdine ro Metal Co 


Benjamin Franklin 
Bethlehem Steel Company 
Birdsell Corp., The 
Bissell Carpet mow Co 
Blaisdell Pencil 
Boomer Spring Hinge Co 
Borg-Warner Corp. 
Boston 

Co. 
Boyle Co., 
Briggs 
Brown Corp., - 
Bruner-Ivory Handle 


Gilbert & Bennett 
Globe American Corp 


Uoodyeut Tire ‘& Rubber Co 


| ERE R SR: ee ree 
Brush-Nu 
Buckeye Aluminum Co. 


Greenfleld ‘Tap. “ Die Cory 
turden fool Co 


Harris Haw. & Mite. 


Hazard Insulated Wire Works. 





Horton eecaieins Co 
Hotel Bentamin Franklin 


Hotels De Witt Operated 


Hoyt & Worthen Tanning Corp. 





Indiana Steel & be a Co 
: Inge Steel se Div. 
Trades of America, ~ “ee S Sue oe 
Cyclone Fence © 


Jacobsen Mfg. Co 
, Ce. 
Jones & Laughlin Steel Corp.... 











Keuffel & Esser Co............ 
Keystone Steel & Wire Co...... 
Klein & Sons, M....cccccccces 


Lamson & Sessions Co......... 
Landers, Frary & Clark 
Leonard Refrigerator Div., } 

Kelvinator Corp. .........-. 
Libbey, Owens, Ford Glass Co. 
Lincoln Engineering Co. ....... 
Lincoln-Schlueter Floor Machine 





Lockwood Hawe. a See 
Lowe Bros. Co.......c.cceeeee 
Lufkin Rule Ce., BHO... cccccces 


McCormick Sales Co., The (Iron 
Glue Div.) ccocccccccsccces 
McCormick Sales Co., The (Red 
Arrow Div.) .cccccccccvsece 
McKinney Mfg. Co. sate eeeees 


Masterlite Co., The ........... 
Master Lock Co. ...... oe 
Merchandise Mart, The .. 
Metal Specialties Mfg. 
Midway Chemical Co........ soe 
Milcor Steel Co. .......--eeees 
Miller, Inc., Robert Be «6 








so. 
Minnesota aes S Mfg. Co.. 
Moore Push Pin Co............ 
Morse Twist Drill & wy % > Co 
Mossberg & Sons, Inc., O. F. 
Moto-Mower Co., The 
Murray-Ohio Mfg. Co., _ 
Myers & Bro. Co., The F. E. 





N 
Nash-Kelvinator Corp. ........ 
National Brass Co. ........... 


National Enameling & } ae Co. 
National Lead Co. . 

National Mfg. Co. 
National Pressure Cooker Co.... 
National Screen Co. .......... 
National Screw & Mfg. Co..... 
New Haven Clock Co.......... 
7. —- Housewares Mfrs. 





Nia pelese File wr 
Norcross & Sons, C. S. 
Norge Division, Borg-Warner 
COPD. cc cccccccccccccscccses 
North Bros. Mfg. Co. ......... 
Northwestern Steel & Wire Co. 
Norton Abrasives ...........+. 
Norton Door Closer (o........-. 
Norwalk Lock Co. Div., Segal 
Beck & WOw. Ca., Mei... 





Oo 


Ohio Stove Pipe & Mfg. Co..... 
GROMEES GB. cc cciccsccccccssces 
Oliver Iron & Steel Corp....... 
One-Spot Company ...........-. 
Gabon We. Co., The. .ccsscee 


Se eerie 
Passonno-Hutcheon Co., The.... 
Wetens TCEEEE Dies occ ccc ces 
Peck, Stow & Wilcox Co........ 
Perfection Stove Co...........-. 
Peters Cartridge Div., Remington 

Ams Ge., TRE. orcecscccccce 
Pheemiz BGG. CB... ccscccsccsese 
Pittsburgh Plate Glass Co. 

a SS eee 
Pittsburgh Plate Glass Co. 

(Pennvernon Div.) ......... 
Pittsburgh — Glass Co. 

(Store Fronts) ............. 
Plastic Wood Div. of the A. 8. 

BONGO GR cc vcccnceesscccce 
Plumb, Inc., Fayette R........ 
Plymouth Cordage Co.......... 
Premax Products ...........++. 
Progressive Mfg. Co., The..... 


a 
Quinn Wire & Iron Works..... 


! 





R 


Raybestos-Manhattan, Inc. (Ray- 
Destos Div.) .ccccccccccce ° 
Med Jacket MG.. Cb.c.6sccsccce 


Remington- need BER. ccceccoe 
Re-New Sweeper Co. ......... 
— Steel ‘Canperetion 
(Wire Division) ............ 
Republic Steel Corporation 
(Upson Nut Div.) 
Repntiee Wire Co. 





Richards-Wilcox Mfg. Co....... 
Rich Ladder & Mfg. Co., The... 
Robertson, Arthur R. ....... - 


Rochester Sash Balance Co., Inc. 
Rogers Isinglass & Glue Co..... 


Rolls Razor, Inc. ........++++. 
Roosevelt Hotel .........2..06% 
Russeli, Burdsall & Ward Bolt & 

. | Serta 11 


Ryerson & Son, Inc., Jos. T. 


Ss 
Samson Cordage Works ........ 
Sand’s Level & Tool Co........ 


Sandvik Saw & Tool Corp..... 
Savage Arms Corporation ..... 
Save Electric Corp. .......... 
Schaefer Brush Mfg. Co........ 
Schalk Chemical Co. .........- 
Schatz Mfg. Co. .......++26- ea 
Scholihorn Co., The Wm. ..... 
Schlueter Mfg. Co. ...... 
Segal Lock & Hardware Co., ‘ ‘Inc. 
Sesamee Co., The .........+++- 
Shapleigh Hardware Co. ...... 
Sheffield Bronze Powder & re 
Gil Oo., TMG. ccccccce errre 
Shelby Cycle ee “Seer 


Giaewiem Bie. CO. ocsccccccces 
Smith, Inc., Landon P. ....... 
> S. Serer re 
Stanley "Rule “& Level Plant 
Stanley Works, The ........... 
Star Heel Plate -— para ebieweie 
Stearns & Co., EB. C.........-. 
Stensgaard & Asso., ge Ww. L. 
Stevens Arms Co., J., Div. 
Savage Arms Corp. ........-- 
the Iron Works Co., Inc., 
T 


T 


Taylor, Lowenstein & Co. ..... 
Three-in-One Oil Co., Div. of the 
A. &. Bogle Os. ...ccsee. 
Tip-Top Products Co. 
Townsend, B. W. .. 2.0.05 
Triplex Screw Co., The 
Tucker Duck & Rubber Co. .... 
Turner Day & Woolworth Handle 
> Qaerrrrrrrrr rc errr tyre 





Union Fork & Hoe Co., The... 
Union Hardware Co. .......... 
United Sates Electric Mfg. Corp. 
United States Rubber Products, 

BMG, ecb bere ceesoreeeeces 
Wettes Mere GR. oaccccccccess 
Universal Plastics Corp. ....... 
i. ee ee eee 


Vaughan & Bushnell Mfg. Co... 
Vaughan Novelty Mfg. Co., Inc. 
Vichek Tool Co., The.........-. 
Vonnecut Hardware Co. ... 


w 


Wabash Appliance Corp. ...... 
Wall Rope Works, I 
Warren Tool Corp. 
Washburn Co., The 
Westfield Mfg. Co. 
Westinghouse Electric & Mfg. Co. 
Wickwire Brothers ........... 
Wickwire Spencer Steel Co. 
Winchester Repeating Arms Co. 
Woodruff & Sons. F. H. ...... 
Wood Shovel & Tool Co. ...... 
Wooster Brush Co. ........--.- 
Wright Steel & Wire Co., G. F. 





y 
Yale & Towne Mfg. Co., The... 
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COLD 
FORGED > 
ECONOMY &= 
ACCURACY 
STRENGTH 


IMPROVED 
PRODUCT 
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x | The “STARS” 
x *) are OUT— 


STAR Heel Plates are always OUT for business—out on 
thousands of shoes—old customers keep recommending 
them—new customers keep buying them. Outstanding 
sellers for 30 years. Give lasting satisfaction. 9 sizes for 
ALL sizes of shoes. 14 gross pairs in box. 
Sold by Leading Jobbers 
Send for Samples and Prices 


STAR 


HEEL PLATE CO., Newark, N. J. 























Hardware stores all over the coun- 
try report that the No. 66 Retail 
File Display Unit reminds people 
to buy files. Your customers will 
spot its brilliant colors when they 
come into your store. Let 
this new Display increase 
file sales for you. 
PATENTED Get we your whole- | 
saler’s. Nicholson 

File Company, Provi- | 
dence, R. L., U.S. A. | 
| 

| 





‘M@™—M@™M A FILE FOR EVERY PURPOSE! 
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?SAND’S LEVELS 
— TELL THE TRUTH — 


aS 














WORLD'S STANDARD FOR 43 YEARS 
“Factory Built-In Accuracy” 


MASONS’ WOOD AND ALUMINUM 
CARPENTERS’ WOOD AND ALUMINUM 
TILE SETTERS’ WOOD AND ALUMINUM 
SAND’S-STEVENS SURFACE AND LINE 


Write for Catalog 


SAND’S LeveL & TooL COMPANY 


8631 Gratiot Ave. DETROIT, MICH. 














Serves a Double Duty’ — 


This B. & C. Combination Wrench will grip, 
hold and turn pipe quickly and unfailingly, 
and will tighten or release any nut within jaw 
capacity. Also ideal for general use. Built 
extra strong and sturdy like all B. & C. 
Wrenches. Interchangeable parts. 4 profitable 
selling sizes: 10 to 18 ins. ine. No. 45 — Bright 
finish with long nut. No. 46 — Black finish. 
Order by number. 


Ask your Jobber 





BEMIS & CALL CO., 
Springfield, Mass. Ba, 














TAKE A LOOK! 


8 PAGES 


BERNARD. 


PLIERS — PUNCHES 


NIPPERS— PRUNERS 
and other SPECIAL 
PURPOSE TOOLS 


in the July 29tk 


DIRECTORY ISSUE 
OF 


HARDWARE AGE 


Also includes 
BARGAIN SALES UNITS 


The WM. SCHOLLHORN CO, 
416 CHAPEL ST NEW HAVEN, CONN 











“G & B” QUALITY Products 
Goops STRAITLINE FENCING 
G B GALVANIZED HARDWARE CLOTH 
6 1 WIRE 
“ACME” ELECTRO GALVANIZED 
Provucrs COPPER 
BRIGHT and ROMAN BRONZE 
Betablished 1818. America’s Oldest Woven Wire Factory-Menufacturere 
WIRE CLOTH, NETTING and FENCING 
New fae Georgetown, Blue Island. 111. Kansas a city, ee 
<= Francisco 


WIRE POULTRY NETTING 
SCREEN WIRE CLOTH: 
QuALITY PAINTED BLACK 
The Gilbert & Bennett Mfg. Co. 
vanized Steel Wire ¢ Cloth in all Meshes and Gaug: 

















Not Pennies 


Carry the kind of razor you 
can honestly recommend! 
Rolls Razor has a_ hollow- 
ground Sheffield steel blade 
with a strop and hone to keep @& 
it sharp. Retail price under TRS ae 
Fair Trade agreements, $10. es Be PLAIN AND MUSHROOM BUMPERS 
She : | RUBBER HEAD NAILS e@ TOILET SEAT BUMPERS 

ROLLS RAZOR, Inc. SN . CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBBERS 

305 East 45th St., New York SEND FOR CATALOG OF COMPLETE LINE 


I 
ot! @) L L S id T h e E LAS TIC S TIP. C Oo 
| 4 @ avy ER Beas ek 











saturdey 
Evening Post 
* 


Better Homes 
& Gardens 


i Seay ona A Wecereseeetc es 
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IT'S GOOD 
BUSINESS 


TO SELL GOOD 
BRUSHES 



































il EAST JAFFREY, N.H. 


La | BOMMER 
SLIDE SILENTLY-SOFTLY-SMOOTHLY @& 
ee AEE | Screen Door Hinges 


e » eae *“Renies of Silence are the best of each type obtainable by the 
on each genuine Glide merchant to insure a satisfied customer. 


Domes of Silence 
NEN AY Rubber Cushion Glides ‘ 
For Tile, Marble, Cement and Bathroom Floors 
1} Noiseless, Sizes for metal bed od t rge 
chairs and all furniture | 
Ask your Jobber. If he is not supplied write to 


Type 2100 Type 980 
DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. BOMMER SPRING HINGE CO., Brooklyn, N. Y. 


w—Chicago Sales Office: No. 180 N. Wacker Drive 
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BOSS saves 


“TOP SPEED” 











BURNERS!~ 














SPECIAL OFFER: comemarion 
Complete 3 Burner Needle Valve Wickless 


Aluminized OIL COOK and Black OVEN 
All in One Package 


DEALER'S § 14 Overall Height 39”. 


Shipping wt. 44 ~~ = Ibs. 


oo | *NET NO FREIGHT ALLOWED. 











OVER 35 NEW MODELS 


@ Quick turn-over—Volume sales—Better 
profit margin—are enjoyed by BOSS Oil 
Stove Dealers because the BOSS Line has 
been kept up-to-the-minute in styling and 
completeness. 


@ Public acceptance of BOSS better 
values will help you increase your oil stove 
sales. 


Send today for Price List and New Catalog 


BOSS OVENS THE WORLD OVER 


THE HUENEFELD COMPANY... CINCINNATI, OHIO 


JUNE 2, 1938 





The whole complexion of the screw business is changed! Screws 


are something to make money on — IF they have the PLUS 
SIGN head that is rapidly becoming familiar to all America. 


American PLUS Screws are not only standard It’s your chance to make the screw a profit item 
fastening equipment on several makes of automobile to make a decent profit per sale — to step up turnover 
bodies, refrigeration, furniture, electrical products. . . - and to increase volume on drivers. Ordinary drivers 
but the handy-man-around-the-house is now finding can be used, but Phillips Driver and bits — available 
out how easy it is to drive American PLUS Screws from American Screw Company and leading tool manu- 


with the patented Phillips recessed head. facturers are recommended. 


AMERICAN /PUUS\ screws 


| pi!) J 
with the patented \PH MIPS recessed head 
U_ 8S. Patents on Products and Methods Nos. 2,046,343; 2,046.837; 2,046,839; \ = J 2,084,079; 2,090,338 Other Domestic and 
2.046,840; 2,082,085; 2,084,078; \ j f Foreign Patents Allowed and Pending 


GAIN TIME GUIDE DRIVER GUARD WORK 


COMPARE 
AMERICAN SCREW COMPANY CONVENTIONAL SLOTTED SCREWS and AMERICAN PLUS screws 


Main office: PROVIDENCE 


Branch offices: DETROIT, CHICAGO ; ; 
Pacific Coast: OSGOOD & HOWELL Hard to reach awkward places Screw clings to driver 


Reading Screw Co., Norristown, Pa., (Div. Am. Screw Co.) Two hands required One hand driving 


WRITE YOUR NAME HERE. TEAR OFF AND MAIL TO Screws go in crooked Straight-line driving 
Hard work driving Easy to drive 


are oy 


_ AMERICAN SCREW CO., PROVIDENCE, R. I. 


Heads often split Head is strongest part 
Accidents frequently happen Driver can’t slip 

; Pilot holes weaken assembly Sets up tighter 

Name of firm | Burrs must be removed Countersunk without burring 


There are equally important advantages for you — including a 
new PROFIT STRUCTURE. Send the coupon for the American 
PLUS Plan! 


Copyright 1938 by American Screw Co, 


Slotted head and Phillips recessed head 
MACHINE - SHEET METAL - WOOD SCREWS - STOVE BOLTS 


and a complete line of allied fastening devi 


HARDWARE AGE 








